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Extra good, extra strong. modern in design, these 
Spokane Pine Precision Frames are easy to sell and 
profitable to handle. Their superiority is due to our 
know-how; to careful selection and seasoning of 
wood; to skillful workmanship and precision ma- 
chining. Only choicest kiln-dried Idaho White Pine 
and Ponderosa Pine are used. Joints are SNUG- 
fitting, Weathertite. Every frame is SQUARE, ready 
for sash without further fitting. Made in standard 
and to special detail. Our Permatol-treated frames 
bear the brand of NDMA, signifying minimum 
standard approval of National Door Mfrs. Assn. 


Sell Long Lake Lumber 


Idaho White Pine and Ponderosa, from sound, 
straight-fibred timber. Mixed Cars—Frames, Pack- 
age and Lineal Trim. Mouldings, Lath, Cut Stock. 


LONG LAKE LUMBER COMPANY 
SPOKANE PINE PRODUCTS CO. 
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Now used in all 48 states, 
WOODLIFE is not only the 
pioneer treating solution—it is 
the standard of excellence in 


Has Been Used 


By Leading 

Millwork the treating of millwork and 
Manufacturers rough lumber. 

ver Voum Get the facts about the 


WOODLIFE Treatment — find 
out what it can do to take 
your sales out of the price 


Protection Products Mfa. Co. 


Mfrs. of PRESERVATIVE SOLUTIONS for 
Research Laboratory and Plant KALAMAZOO, 












Thick Sugar Pine Selects 


KILN- DRIED in Moore Modern 
Cross - Circulation Kilns 


Greater and greater grows the demand for 
Medford lumber and lumber products. And 
now the big Medford plant is enlarged and 
improved. There are new kilns, new ma- 
chines, new dry storage sheds. Improved 
production, increased capacity. Complete 
planing mill, cut stock department. De- 
pend on Medford for California Ponderosa 
Pine, Sugar Pine. Douglas Fir, White Fir. 
Yard Stock, Cut Stock, Lath, Mouldings, 
Factory Items. It will pay you to take ad- 
vantage of this dependable Medford service. 
Move ahead in sales and profits by han- 
dling the Medford line. 
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CRD BUNGALOW ‘SIDING. Architects and 
builders frequently write us to say how much 
they appreciate the beautiful way these sid- 
ings are milled. All have eased edges. All 
grades are cut from clear knot-free stock. 
And all have CRD Redwood's traditional 
durability. 
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CRD ANZAC SIDING. Massive in contour, 
this rugged siding gives unexcelled per- 
formance, heavy shadow line, high insulat- 
ing value. Anzac siding and other Redwood 
products are available for rapid delivery, 
when you place your order with CRD. 
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Value for value—price for price, 
there's no better lumber buy to- 
day than CRD Redwood. And 
CRD's big stocks mean that your 
order gets on its way to you with- 
out interruption. Place your 
order now! 


ELDWOOD 
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**+** THE RIGHT PRODUCT AT THE RIGHT PRICE! 


CRD GUTTER. 
which to choose. This and other items of 


Five standard styles from 


durable CRD Redwood exterior trim can 
change “danger points into sales points” 
in home construction. Low shrinkage and 
high durability mean low upkeep costs for 
the home owner. 
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CRD SILLS. 
able as separate lumber items or in regular 
CRD frames. Like all CRD Redwood, they 


are exceptionally weather-resistant, take 


Many different styles, avail- 


and hold paint coatings so well as to reduce 


repair and repaint costs to the minimum. 
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CALIFORNIA REDWOOD DISTRIBUTORS - LTD - 


35 EAST WACKER DRIVE—CHICAGO 
122 EAST 42nd STREET—NEW YORK CITY 
CARONDELET BUILDING— NEW ORLEANS 














January 25, 1941 


1941 Convention Topics 
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National Defense is Principal Subject for 
Discussion. Numerous Other Important 
Topics Being Presented. American Lum- 


berman Will Carry Digests of All Meetings 


Will Rogers once said that if every- 
thing were to come to a sudden stop in 
the United States, business men would 
be found divided into three classes— 
those going to conventions; those at- 
tending conventions ; and those return- 
ing home from conventions. 

If that stop were to occur during 
January, February or March, most re- 
tail lumber and building material deal- 
ers would probably be in one of the 
three classes. These are convention 
months for the building industry. They 
might well be called Association 
Months, because it is through their 
conventions that lumber dealers’ asso- 
ciations report their twelve-month ac- 
complishments, and then with carefully 
arranged programs and well chosen 
speakers, point to the goal for the com- 
ing year, and provide the inspiration to 
achieve that goal. 

The convention that inspires is the 
convention that succeeds. The inspira- 
tional note of this year’s conventions 
is high, as indicated by the caliber of 
the speakers and the subjects they 
have chosen to present. 

The AMERICAN LUMBERMAN will 
present digests of the meetings to 
inform all of its readers about 
the principal subjects discussed. Chief 
among these, perhaps, is the National 
Defense Program and how it affects 
the lumber business. This takes pre- 
cedence over all others of local and 
national interest. But, there are other 
important problems, and information 
about how they are being handled and 
solved will interest you. 

The AMERICAN LUMBERMAN re- 
ports will be vitally interesting to the 
few dealers unfortunate enough to be 
unable to attend their own State and 
regional conventions. They will be ex- 
tremely important to those who, upon 
returning home, want to refresh their 


memories on some of the subjects and 
what was said about them. Reports of 
meetings other than the one attended 
by the individual will give him a 
broader understanding of what he saw 
and heard at his own convention. 

To these advantages, readers will 


Preparedness 
Lumber and Defense 


Defense Program and the 
Lumber Industry 


The FBI and Defense 
Farm Markets 


Human Relations with Men 
in Your Yard 


Building Trends 


What Constitutes a Modern 
Yard? 


Market Conditions 


The Business Man’s Respon- 
sibility to His Government 


Who Is a Salesman? 
Wage and Hour Law 
Fly-by-Night Truckers 


Management Operating 
Under Decreased Costs 


Forty Years of Housing 
Lumber’s Highest Hurdle 
Increasing Profitable Sales 
Building Material Display 
Am I My Brother’s Keeper 


How to Build Volume inthe 
Small Town Market 


The Great Market for Paint 
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CONVENTION 























find in the pages of the AMERICAN 
LUMBERMAN many valuable sugges- 
tions and observations discovered and 
made at the meetings. [Following is a 
list of the principal subjects on the 
convention programs in all parts of the 
country this vear. 


Consumer Selling 
Housing 
Merchandising 


Relation of Lumber Supply 
to Demand 


What is Science Doing in 
the Building Field? 


Accident Prevention 


Selling the Public the Idea 
of Home Ownership 


All Work and No Play 
Makes Jack a Dull Boy 


Strong Foundations 


Employer-Employee Rela- 
tionship in Retail Business 


Future Builders of America 
Reducing Credit Losses 
Why America Succeeds 


Rising Costs of Business 


Home Demonstration 


How Big Can a Snowball 
Grow? 


10 Steps to 10 Percent 
Profit 


Problems of Small Yards 


Electrical Equipment in 
Package Selling 
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This Country of Ours 


Art of Telelislening 


HE TELEPHONE has become 
T an important tool in all business. 

and it is steadily becoming more 
important in retail lumber selling. It 
is not unusual for a yard to make 
three-quarters of its sales, in number 
if not in dollar volume, over the wires. 
One city yard told this Page that more 
than ninety percent of its sales are 
made over the ‘phone. It is not sur- 
prising that a good many retail offices 
hold schools of special instruction in 
telephone salesmanship. 

One lumberman tells us that the 
most important part of this instruction 
and the hardest to teach his staff is 
how to listen. It’s highly important in 
contact selling, and over the telephone 
it’s just about tops. 

Everyone uses the ‘phone, and few 
people are self-conscious about it. The 
instruments and the service are so 
good, connections are made so promptly 
and voices come over the wires so 
clearly, that the user is no longer in a 
temper when he gets his connection. 
But he’s the same old human being; 
and talking over a wire doesn’t aid in 
organizing his mental processes. 

A customer calls up. His mind is 
full of his problem, and he’s in a hurry. 
He plunges into the middle of what 
he wants to say, forgetting that it’s all 
new stuff to the listener in the lumber 
office. If the man in the office is only 
half listening, maybe trying to write a 
sales ticket or make change for a 
counter sale at the same time, the 
danger flag goes up. He might better 
not answer the ‘phone at all. He needs 
all his attention and all his intuition 
at the instrument. 

IXver try to make a speech to an 
audience that is pleasantly (from its 
point of view) floating in a hop fog? 
Maybe it wasn’t such a hot speech. 
But -if you’ve ever tried to shout down 
a tide of guffaws not inspired by your 
own wit or a rumble of cross-table 
talk that all but pushed you out of 
the door, you have a fair idea of the 
homicidal urge that rolls over a tele- 
phone customer when he gets only 


fragments of attention. For example, 
he tries, without knowing trade names, 
to describe the strip shingles and their 
color that he wants for the garage roof. 
As he pushes along, making heavy 
weather of the job, he gets his ear 
blasted by an off-side shout: “Hey, 
Joe! Take that load of coal up to OI’ 
Man Jones before lunch. Huh? 
Hello! What kind of siding d’you 
want?” At that point the telephone 
company loses an instrument, and the 
lumber company, a customer. And how! 


An exaggeration, of course; for few 
such raw incidents actually occur. 

The art of listening involves more 
finesse than a simple refraining from 
boorishness. Of course, manner counts 
for much; attentive and unhurried. 
Telephone engineers learned long ago 
that quiet courtesy and clear speech 
are the best time savers. But the 
clerk at the order desk goes on from 
there. He knows the stock and the 
industry well enough so that even a 
hazy statement will give him a clue. 
He is able to guess from the context 
that the buyer means parting stop and 





not window stop; and he pretends suc- 
cessfully that the buyer said parting 
stop. It’s right to be sure, but not so 
good to correct a customer’s terminol- 
ogy in a superior way. The clerk is an 
immediately interested and a deftly 
helpful party to the transaction ; using 
every technical resource in getting the 
job well and courteously done. 


This means listening, practiced as an 
art. Americans are not such good lis- 
teners; perhaps because there’s such a 
constant assault upon ear drums that 
a person can’t live his own life unless 
he deliberately fails to hear much that 


is aimed at him. <A courteous, co- 
operative and creative listener has the 
advantage of not having too miuch 
competition. No wonder people like 
him and like to do business with him! 

A customer knows, if anybody does, 
what’s in his own mind. It’s the order 
clerk’s job to discover what it is; and 
courteous, co-operative, creative listen- 
ing is the shortest route to the dis- 
covery. This art is good in any human 
relations. In telephone salesmanship 
it’s tops. It is the factor that makes 
the ‘phone an asset to the business and 
not a liability. 





Making Billboards Smile 


HE RECENT convention of the 
T National Association of Real Es- 

tate Boards took a hard look at 
the billboards that plentifully decorate 
the American landscape. It didn’t rule 
them all out, but it did register the 
belief that unsightly billboards and 
temporary roadside structures are fel- 
ons that swipe real estate values in 
residence areas and make country 
highways less pleasurable to their pub- 
lic owners. 

So far as we know, figures about the 
amount of lumber going into these 
boards are not available. No doubt 
somebody sells the lumber and gathers 
in a suitable profit. 

In any event there are billboards 
that are good to look at and informa- 
tive. Whether it is cause or effect we 
don’t say; but we have noticed that 
up-and-coming lumber yards _ often 
have attractive signs about the coun- 
try. If you have them, as we think 
you should, better see that they are 
attractive as well as properly placed. 
Between now and the advent of the 
buttercups, better have a competent 
sign painter do his stuff. A billboard 
looking like a Weary Willie after a 
hard night under a bridge may cause 
the goblins of civic improvement to get 
you. What is even more to the point, 
such a scare-crow will not produce the 
kind of promotional advertising you'll 
care to have. 
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Be Ht Resulved, 


~~ ae — 
; Northwestern Cumbermens Association 


assembled in its Fifty-first Annual Convention 
on this fourteenth day of January, 1941, that 







WMtereas in the Declaration of Independence, our Democracy was tounded upon rev- 
| erence for human personality as created by God, and whereas our Democracy 
has, on the one hand, endowed the individual with certain inalienable rights, such 
as life, liberty and the pursuit of happiness, and has, on the other hand, obligated 
him with imperative duties, among which are reverence for the Creator and obedi- 
once to His Golden Rule, Do unto others as ye would that they should do unto you; 
and aware as we are of the dangers that now threaten trom without and from with- 
in, realizing that most of our troubles are man-made, and determined to pre- 
serve for ourselves and for our children the priceless privileges ofour Democracy, we 
do hereby declare for an adequate physical detense against the dangers from with- 
out and do hereby dedicate ourselves by our effort oe our example to help rebuilcL 
the moral and spiritual strength of this nation that our Democracy may be better for. 
tified against the dangers trom within. Go that end we will strive to be personally loyal 
to and support those institutions which foster a high opinion of man, his rights and duties, 
which transcend divisions of race and nation and class which engender good will, relieve 
human suffering, promote human welfare, and which aim to make possible for every person 
in the United States of America a fair chance to develop his native talents, earn a decent living, 
and rise to the position tor which his talents, character and willingness to work quality him. 

We will strive so to conduct our business as to create good will and mutual trust among 
our employees, our customers, and our competitors; we will endeavor to demonstrate that 
material success means security and happiness tor all who make that success possible; we 
will endeavor, as individuals and as an Association, to smoke out and condemn the greedy 
and untair emplover; to discourage by every lawhil means in the conduct of our business, the 
production or distribution of goods by grinding down labor and thus tainting with human 
blood the commodities of commerce m which we deal; we will be guided, not in theory 
only, but in our actual daily pertormance, by the principle of the Golden ‘Rule; and we 
will strive to change not the Almerican way ot life, but the hearts of men,as we believe 
this to be the only way to unity, to justice, and to security, And Be Jt Further 


— 
Resalved 


( Ghat copies of this resolution be transmitted to publications and to other 
trade associations with the hope thar all industries and all free people may 
impose upon themselves this simple code of ethics, to the end thar +++ 


Christ’s teachings may prevail and that our 
Democracy may be preserved and strengthened. 
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Into Retail Clinic Come 
Three New Headaches 


Amemean fiumberman 


Three Headaches that afflict dealers while wrestling with day-to-day problems have 
already been decribed in letters that appeared in the American Lumberman. Headache 
No. | was reported in the Nov. 30 issue, and three suggestions for its cure were given in 
the issue of Jan. I1. Sufferers from Headaches Nos. 2 and 3 stated their cases in the 
Dec. 14 issue, and three aspirins were offered in the issue of Jan. ||, while three more 
appear on another page of this issue. The names of those who submit their problems to 
this Retail Clinic will not be published, but, unless we are specifically asked not to do so, 
the names of those who send aspirins will be given, so that our readers may see that the 
doctors’ are men of practical experience in building materials retailing. 


For the best suggestions, constructive comments, or helpful experiences, remedying dealer 
Headaches 4, 5, or 6, cash prizes of $10, $5 and $3 are offered. Each "aspirin" should 
be for a specific Headache and on a separate letterhead, but a contestant may submit an 
aspirin for each of the three Headaches, each constituting a separate contest. Rules of the 
contest are fully set forth in the Nov. 30 issue, page 17. All readers are cordially invited to 
share in this effort to uncover, discuss and solve problems of dealers, the American Lumber- 
man believing that by enlisting the composite knowledge and experience of the industry, it 
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HEADACHE 
CLINIC 








will help toward the realization of greater efficiency and larger profits. 





HEADACHE No. 4 


THE CLOCK WATCHER 
From an Ohio Retailer 


Our chief headache is the shop 
man and yard foreman who has been 
in our employ for about 12 years. 
His quitting time is 4 p. m. About 
3:45 he gets his car out in front ready 
to leave right on the dot. If a cus- 
tomer comes in a few minutes before 
quitting time, he proceeds to bawl 
him out for not coming in sooner, 
immediately reminding him that it is 
quitting time. Is there a greater 
headache in any organization than 
the clock-watcher? 


HEADACHE No. 6 
‘ COMMISSION SALESMEN’S 
COLLECTIONS 

From a Massachusetts Manager 

My headache is as follows: For a 
number of years, it has been my prob- 
lem to get our salesmen, who are 
working on a merchandise sales com- 


mission basis, to at certain times 
lessen their stride for future sales, 
and concentrate on those previous 
sales made by them, which we have 





not received payment for, but on 
which they have already received 
their commissions. I hope to receive 
an “aspirin” for my “headache.” 





HEADACHE No. 5 
RETURNED MERCHANDISE 
From Three Retailers 


MASSACHUSETTS asks: Who 
should take the aspirin? Is it the 
customer who demands that we take 
back into our stock (and assume the 
expense involved in delivering to the 
job and returning to our place) the 
material which he acknowledged he 
ordered, but didn’t discover his error 
in size until he had made the ma- 
terial unsuited for our stock? For 





example: windows which he had 
painted black. 

When we are in error, we spare no 
expense to correct the same with as 
little trouble and annoyance as pos- 
sible to our customer. The same thing 
is true if our customer makes a mis- 
take. In that case, we try to help 
him to correct it with the least pos- 
sible cost to him. But, there is a 
limit to what we can concede. 

How far should we go in a case like 
the above to retain his friendship? 
Isn’t there a question in the preced- 
ence involved which will ultimately 
make him an unworthy customer? 





SAYS AN INDIANA YARD MAN. 
AGER: My biggest headache is try- 
ing to educate the contractors and 
carpenters to decide definitely on 
millwork required for a new house 
before they order, instead of having 

(Continued on Page 39) 
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The $16,000 house at left has of 
course been given the care and de- 
signing that makes it a home. But 
the same care has been given the 
$6,800 house (on page 30), and that is 
the point of this article. Note roof 
lines and molded appearance of ex- 
terior. Area walls such as the one 
shown below are responsible for the 
neat way the house hugs the ground. 
The care taken with the kitchen, illus- 
trated on the following page, was a 
major factor in selling the house 


Taking Prospects Out of Competition 


“In the first place,” states C. A. 
Sather, sales manager for the Foote 
Lumber & Coal Co., in Minneapolis, 
Minn., “when a prospect walks through 
the lumber dealer’s door he is already 
house-minded. He knows just about 
what he wants, but he doesn’t know 
how to get it. What he is really look- 
ing for is someone who will get his 
house built for him. More than that, 
he is looking for someone who can 
command his confidence. 

“Generally,” Mr. Sather avers, “the 
prospect and his wife have a tentative 
plan in mind, sometimes roughly 
drawn on a scrap of paper. The chief 
question is, can they afford what they 
have in mind? Destroying their 
dream of a home is bad. Therefore I 
find out exactly what they can afford 
before I start developing any ideas. 

““To get us off on the right foot,’ 
I say, ‘do you mind giving me an 
idea of what your annual income is?’ 
As a rule the prospect makes no ef- 
fort to hide his income. Because he 
knows I have to know what he can 
afford before I can help him; and be- 
cause I am a stranger he is not em- 
barrassed in the least to reveal his in- 
come. 

“Tf the prospect answers that he 
makes about $2400 a year, that’s $200 
a month, which limits his payments on 
a house to $40 a month, and establishes 
the fact that (if he has no obligations 
that cut deeply into his income) this 


prospect should buy a house priced at 
about $5,500. 

“The next step is to take the bugs 
out of the prospect’s plan or idea of a 
house; talk him out of monstrosities ; 
and make the house fit his lot and the 
neighborhood. 

“We want a small house with no 
dining room,’ stated one couple. ‘We 
just want a breakfast nook.’ 

“All right,’ I told them. ‘You be- 
lieve you are building a house for the 
one and only time in your life. You 
are building it for just you two. But 
suppose your husband gets transferred 
to another city. Suppose you get a 
better job in some other town. Then 
you'll want to sell the house, won't 
you? For that reason you really want 
something more saleable than a no-din- 
ing-room house. Besides that, you can 
get a larger loan on a house with the 
dining room closed off from the 
kitchen.’ 

“Many people who plan to build a 
30 by 24-foot bungalow, have an idea 
they want a heating plant that would 
do justice to a six-apartment building 
when all they need is a good forced 
air heating plant. So you talk about 
heating plants and heating problems 
leading them to the right choice—a 
choice commensurate with the house 
they plan to build and the price they 
can afford to pay. 

“They’ve heard about insulation, 
but they haven’t heard that they don’t 


need all the kinds made in every wall. 
Therefore you have to explain insula- 
tion problems to them, and how insula- 
tion works and what they need in their 
house and why they need it. 

“By this time you're gradually 
roughing in a new sketch of the plan 
the couple have in mind, bringing their 
plan down to where it is within their 
means, showing them how to get ade- 
quate closet space, and closets in the 
right places, keeping the kitchen costs 
in proper proportion with the cost of 
the rest of the home—and quite sud- 
denly your prospect realizes that you 
are trying to save him money; that 
you are not trying to sell him every- 
thing in the yard—and at that point 
you have his confidence.” 

By directing the prospect’s thought: 








by giving him a steer on the styling 
of his house; designing a house (on 
paper) that will look well on the size 
lot he owns and that will be in keep- 
ing with the neighborhood, you obtain 
the prospect’s attention and respect; 
and he begins to wonder whether or 
not he can trust himself to select a 
contractor who will deliver what you 
have built-up in his mind. 
that time he wants you to handle the 
whole thing. 

You therefore give him a list of con- 


For by 


tractors whose work you know, and 
he selects one. In this way you are 
able to help contractors who are loyal 
to you, by furnishing work to them. 
You also know that your contractor 
will help you by incorporating the ex- 
tra care and thought that take nothing 
out of the profits, but make the house 
a styled home. If you are building a 
cottage or bungalow, for instance, he 
will consider the possibility of an in- 
teresting roof line: hold the eaves 
down, provide for the overhang of the 
roof; use cornice molding; pay atten- 
tion to the appearance of the front en- 
trance and door, dormers and bay win- 
dows. He will try to keep the lines 
of the house low to the ground perhaps 
using area walls that allow placement 
of basement sash below the ground line. 

The approach above takes a prospec- 
tive house builder out of competition, 
but ‘taking contractors out of competi- 
tion is another matter. 

Mr. Sather suggests, that service 
(getting the right materials to the con- 
tractor at the time he needs them) 
(taking off the list from a blueprint 
if the contractor desires it) (helping 





the contractor sell the customer) 
(sometimes providing a customer for 
the contractor) helped to make steady 
customers of contractors. 

But one of Mr. Sather’s contractors 
stated that the main thing about work- 
ing with the lumber dealer was that 





the “lumber dealer can suggest prod- 
ucts to go into the house better than 
the contractor. The customer isn’t 
suspicious of the lumber dealer be- 
cause he believes the lumber dealer 
makes money on anything he sells. On 
the other hand, the customer believes 
the contractor is interested in putting 
into the house the things that will al- 
low him to make the most money on 
the bid offered.” 

This contractor liked to work with 
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Mr. Sather also for the reason that “he 
always gets the bugs out of the house 
plans before the contractor gets to 
work on them” and “he gets the finan- 
cial plan set so that the loan goes 
through.” This contractor illustrated 
some of Mr. Sather’s points by show- 
ing a new house that had been sold 
simply because care had been taken to 
provide an_ attractive ‘Hollywood 
Kitchen.” All cupboards were acces- 
sible to a woman of average height. 
A work-table on which to set things 
taken from the refrigerator had been 
provided ; likewise, a counter between 
the dinette and the kitchen, also large 
windows. In that same house the 
bathroom had a concrete floor with an 
inlaid linoleum covering “which,” 
stated the contractor, “gives the house- 
owner some of the benefits of a tile 
job at a minimum cost.” 

Another contractor, whose specialty 
is building large de luxe type homes 
designed by his son, and who has been 
buying all his lumber from the Foote 
Lumber & Coal Co. for twelve years, 
was visited. 

“You're the one man I’ve never 
been able to do anything special for,” 


Mr. Sather told him. “I’ve never been 
able to get a service angle on you at 
all. It would interest me to know 
why you have been so loyal to us all 
these years.” 

“Well,” said the contractor. “The 
market goes up, your prices go up— 
the market goes down, your prices go 
down. I don’t think I’d gain anything 
by shopping around—and I’d lose a lot 
of time checking every board and nail 
that came on the job.” 
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New home of the Clark County Lumber 
Co., Springfield, Ohio, designed to 
make it easy to buy homes through 
package selling methods. Main empha- 
sis, elimination of lost time. Accom- 
plished by determining number of feet 
required for each operation, location 
of that operation, then by building a 
wall around the total footage required 
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Dealer Provides Housing for Ideas 


When a display story is also an op- 
erations story, that’s news of the “man 
bites dog” type. 

The idea shouldn’t be so unique. 
But it is, because most displays are 
created only for the purpose of “look- 
ing pretty,” so that enough attention is 
attracted by the displays to create 
sales. Actually, displays are a part of 
the function of management, and as 
such should be developed from the 
standpoint of plant operation fully as 
much as from the standpoint of sales. 

By fulfilling just such requirements 
the Clark County Lumber Co. of 
Springfield, Ohio becomes a standout. 
The whole interior of the office build- 
ing has been designed to service the 
customer; to make it easy to buy 
homes through package selling 
methods. 

As the company had been burnt 
out, the plan was facilitated by the 
fact that everything had to be rebuilt. 
The main emphasis was on elimination 
of lost time. Each operation, and the 
number of square feet needed to ac- 
complish that operation was consid- 
ered. Then the logical location of that 
operation was considered. Then the 
number of square feet needed for all 
operations were added together and a 
wall built around the total space re- 
quired. 

An examination of the results ob- 
tained through this method of yard 
planning self-explains the reasoning 
behind it. 

On opening the front door, a coun- 
ter forming a rectangle around the 
telephone operator and other office 
workers at their desks meets the eye. 


At the right are small rooms (from 
front to rear of the building): a room 
for contractors and their customers, a 
salesmen’s office; office housing the 
architects who work on the plan serv- 
ices, and the office of Carlos Stone, 
the manager. Also, room has been left 
on this side for expansion. At the left 
of the rectangular counter are all the 
displays. A door behind the counter 
leads to the materials yard; to the left 
and right rear are the men’s and wo- 
men’s rest rooms; facing the counter, 
ranging against the windows of the 
front wall are a number of comfort- 
able chairs for customers. 

As can be seen, the rectangular 
counter is the center of all activity, and 
indeed, all orders have been central- 
ized at the front desk at the counter ; 
anyone in the yard may be reached 
immediately on the call system in- 
stalled; orders and messages may be 
sent through the pneumatic tube sys- 
tem direct to the “yard control room” 
situated between the shop and_ the 
lumber sheds. 


Written orders for materials can be 
communicated to the yard men in 11 
seconds which eliminates time lost 
walking to and from sheds and greatly 
speeds the filling of orders for cus- 
tomers who are waiting. Physical 
checks of stock inventory can be 
quickly obtained over the call system 
without calling anyone in from his 
work, in fact the yard foreman esti- 
mated that due to the system used and 
the sticking of lumber with red sticks, 
a whole alley can be checked, put into 
footage figures and reported to the of- 
fice in 30 minutes. The pneumatic tube 
system, it is stated, is figured to pay 
for itself in one year. 

To show how the display rooms 
have been linked up with the plan op- 
eration several examples have been se- 
lected. For instance, small items such 
as nails, paint, hardware, are kept in 
a stock room* just off the display 
rooms. It is thirty feet from the re- 
ceiving platform to stock ; and less than 
thirty feet from stock to display. 

In selling nails, the chief thing in 


Below: Pneumatic tube and call center 
Right: Nail stock 


in foreman's room. 












Above, left to right: Staircase 
display showing || kinds of 
staircase treatments. Gleam- 
ing kitchen cabinet, the ‘flash’ 
display of them all. Novel, but 
practical linoleum display 


mind was the elimination of the cost 
of selling. Nails are small profit 
items, therefore saving time is most 
important. A counter was built that 
would store all types of nails sold, 
in a space not two paces from the scale 
that weighed them, so that nails could 
be sold and weighed quickly, and the 
time saved spent on selling more 
profitable items. 

Locks are kept in lighted show 
cases to enhance their value in the 
eyes of the customers; paint shelves 
are built deep enough to provide room 
for several rows of paint cans so that 
the front row is always filled up; en- 
ainels are kept in one section and paint 
in another, with appropriate color 
cards and price books fixed to the 
strips separating sections. The same 
idea is carried out in the tool and paint 
brush departments—prices are all 
marked—so that anyone in the office 
can sell. In the case of the stock 
cabinets with display doors, space is 
so arranged that the doors cannot be 
shut until the stock is put away, thus 
assuring that everything is always in 
its place. 

Demonstrating displays are handled 
in a different manner. They are built 
for eye-appeal and for handling. 

Chiefest of the eye-appeal displays 
is the “flash” kitchen cabinet. 
Equipped with mirrors and chromium 





Above: This display room affords maxi- 
mum wall space and takes up minimum 
floor room. At right, is a view of a 


practical door display 


knick-knack holders, it is very circus-y, 
and if on entering the front door, you 
look ever so slightly to the left, you 
cannot fail to be impressed by its 
high-lighted brilliance. If attracted to- 
ward the cabinet you must pass be- 
tween the staircase display (showing 
11 different kinds of stair-case treat- 
ment in one four-foot section) and 
the wall and roofing display showing 
various types and prices of materials 
mounted on swinging panels, includ- 
ing a wall construction panel of finish 
studs, plaster, plaster base, and sheath- 
ing. The wall and roofing display is 
designed to sell by contrast, price, and 
shape. Between the wall and roofing 
display is a literature rack and it is 
part of the manufacturer’s job to keep 
that panel rack filled. 

Just to the right of the kitchen cabi- 
net is a long, but narrow, eight-foot 
wide corridor, which provides the 
maximum of wall-space, and takes up 
a minimum of floor space. This space 
is used to display types of interior fin- 
ish siding, bathroom tiling and fix- 
tures, flooring in panels, and fireplace 
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treatment, venetian blinds and window 
casing, and at the far end is a novel 
but practical door display. 

This door display appears to be an 
entrance into another part of the 
building, but is a regulation doorway 
only ten inches deep. Ten different 
styles of doors may be exhibited in 
this doorway, merely by pulling the re- 
cessed doors out of the grooves in 
back of the wall, thus displaying them 
in a natural setting. Painted stripes 
were used on the wall to attract at- 
tention to this door display setting. 

The building of this narrow display 
corridor was the result of observing 
that customers usually wanted to touch 
the materials on display and then step 
back only three or four feet to view 
the display. Flash, such as the bril- 
liant red panel in the center of the 
bathroom fixture section, was used 
wherever practical. 

In the main display room, of par- 
ticular note was the “island” used to 
display linoleum. Actually the island 
forms a seat and the inlaid figures 


(Continued on Page 38) 
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“Check Out” These Weak Points From Ads 


What’s wrong with retail lumber 
advertising? Probably because of 
some small detail being overlooked, 
maximum results are not being ob- 
tained. The way to secure answers is 
to ask questions. 

Is the advertising planned to give 
the customer what he wants to read, 


see and be informed about; rather than 


what we want to tell him? 

Will this advertising sell building 
materials and supplies at a profit,—or 
just sell them? 

Have we been breaking the con- 
tinuity of our advertising with the idea 
of saving money, then spending more 
on bigger space to win back attention? 

Is our advertising able to stand up 
against that of other competitive lum- 
ber firms, yet far enough removed 
from their ideas to avoid imitation? 

Is the advertising being designed to 
sell minor home repairs, as well as 
major jobs and new home construc- 
tion? 

Has the copy of these advertise- 
ments been directed toward specific 
groups and classes of people able to 
spend the money we are asking them 
to spend? 

Does our advertising tell readers of 
new and different ways to use building 
materials and supplies? 

Are the correct products being ad- 
vertised in correct season, and do 
specific advertisements appear on the 
right day of the week? 

Is our advertising free of any derog- 
atory statements concerning competi- 
tors? 

Is our advertising attempting to 
force certain building materials beyond 
the possible market for these products? 

Have we studied all the advertising 
mediums at our call and analyzed the 
ones best suited to our business? 

Is copy so written as to be clear and 
understandable, and the main point of 
the advertising message so directed 
that it could not possibly be misunder- 
stood? 

Are we using sufficient well-pre- 
sented illustrations to make materials 
easily understandable and desirable to 


the reader? For example, Does a sug- 
gested sleeping porch job look like a 
bare building or like an atttractive 
thing to have? 

Is the price angle so presented that 
it stresses the great value obtainable in 
our suggestion, rather than “how cheap 
it is’? 

Has our advertising been getting the 
proper location in the mediums used? 

Have all our advertising efforts been 
co-ordinated, or are we using differ- 
ent suggestions in each type of adver- 
tising ? 

Have we been telling readers our 
offerings are a necessary part of their 
lives, or suggesting that they are 
luxuries ? 

Have we spent our advertising ap- 
propriation wisely where it will do the 
most good, or given our advertisements 
to the salesman we liked the best? 

Have window and store displays 
been tied-in with advertising of other 
kinds as it appears? 

Is our advertising being bought at 


the best rates possible, or are we pay- 
ing more per inch than our competi- 
tors are? 

Is space being adjusted to profit ob- 
tainable from prospective sales, or 
bought as our fancy strikes us? 

Is the quality of the items we are 
advertising as good as claimed, so that 
the advertising can keep selling after 
it has made the first sale? 

Are our advertising efforts being di- 
rected on a planned schedule, or 
purely on a hit and miss basis? 

Has copy been kept free of over- 
statements, so that a buyer is not led 
to expect more of advertised items 
than it is possible for them to give? 

Are we using an accurate system of 
testing our advertising by presenting 
specific specials in single copy, and 
checking results obtained from that 
copy ? 

Have we given every product and 
line a chance to push itself in our ad- 
vertising, or limited promotion to only 
a few specific items? 
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Heres a Timely Tip 


» pects. Note the open floor section 





The exhibit shown here occupies 
a corner of the display room of the 
John Schroeder Lumber & Supply 
Co., Milwaukee, Wis., and shows 
several different types of construc- 
tion and wall treatment, as well as 
various floor coverings. The rear 
wall shows actual framing con- 
struction, and approved way of in- 
stalling window. Several types of 
insulation are seen in place. In 
the wall are two kinds of window. 
Wall finishes include insulating 
board, hard wall board, insulating 
tile in a variety of tones and pat- 
terns, and wallpaper. Samples of 
the materials are placed conven- 
iently for examination by pros- 


showing joists and bridging. The 
display is used effectively to dem- 
onstrate what the company means 
by sound construction practice. 
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Visual Comparison of Building 
Costs in 1930 and 1940 


The two photographs below taken 
within a half-block of each other in 
South Bend, Ind., offer a study in 
comparative building prices now and 
ten years ago. The one on the left, 
built in 1930, cost $9200. The one on 
the right, built in 1940, cost $5700. 
These figures and the pictures them- 
selves are enough to refute any state- 
ment that building prices are higher 
than they ever have been. Aside from 
what the eye can see of the greater 
desirability of the 1940 house as com- 
pared with the 1930 house, there is 
built-in construction value and con- 
venience unheard of ten years ago. The 
differences in kitchen and bath room 
layout and appointments are over- 
whelming endorsements of the modern 
house. The new house has an im- 
proved quality of roofing, is fully in- 
sulated, and has a gas-fired, forced air 
heating plant. The old house has no 
insulation whatever, and the heating 
plant is an ordinary hand-fired coal 
burning furnace. 

The 1940 house is almost a one hun- 
dred percent improvement in comfort 
and convenience, materials used are of 
much higher quality due to improved 
manufacturing methods, and mainte- 
nance costs are therefore much lower. 
It is inestimably superior from an 
architectural standpoint, because small- 
home design has found a champion in 
the lumber dealer who does package 
selling. Contrary to everything that 
might be expected with such improve- 
ments in the 1940 house, it not only 
cost no more than the 1930 house, but 
actually cost $3500 less. This is a 38 
percent reduction in cost. Both houses 
were built by the Belleville Lumber & 
Supply Co., South Bend. 
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Double Check on Deliveries 


Given by Loading Card 


A simple - to - operate double - check 
system on lumber deliveries affords 
protection to both customer and _ the 
yard. The system is used by Wright- 
son Lumber Corp., North Hollywood, 
Calif. 

The check on billing is in the form 
of a loading card, reproduced above, 
which is filled out by the loader and 
signed by the hauler. Though no 
specific space is provided for totals, 
orders must also be totaled. Reverse 
side of card is blank but loaders are 
instructed to carry always a piece tally 
on the reverse side. Cards are then 


filed by job number, giving double 
check on the job. 

A regulation bill-and-receipt system 
is used by the yard—hill being made 
out in triplicate, with one copy remain- 
ing at office, two going out on job, and 
one coming back with customer’s or 
foreman’s signature. By filing the 
loading cards for easy reference, all 
question as to number of pieces or piece 
tally can be answered, which means 
that the customer who may complain 
that he did not receive the number of 
feet as billed, can be shown his card. 

“While it does not often happen that 
a customer thinks the yard has shorted 
him, nevertheless we find that this card 
has given us the maximum of protec- 





House to left in 1930 cost $9,200; the 1940 house, 
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tion, while the system is simple and 
does not increase overhead to any ex- 
tent, once the loaders learn how to 
handle the card easily and quickly. 
And when the customer does_ think 
that he has a complaint, or even if he 
wants a check foot by foot and a com- 
pletely broken-down tally, the card 
goes into operation for our benefit,” 
J. W. Wrightson concludes. 





Collection Party Makes Bill 


Paying a Pleasure 

A unique and remarkably success- 
ful collection scheme was employed 
by the Bailey Lumber Co., Walker, 
Minn., in an end-of-the-year clean-up 
of some of the company’s accounts 
receivable. 

A. R. Bailey, co-proprietor of the 
organization selected 165 old accounts 
and mailed to each the 
“formal” printed invitation: 
“You are cordially invited to attend 

A Bill Paying Party 
to be held at 
The Bailey Lumber Company 
from 
December second to December seventh 
nineteen hundred forty 
8 a.m. to 6 p.m. 
Rav. 

Twenty-four invitees attended the 
party. They arrived in high good 
humor and laughed and joked as they 
parted with their cash. Each “paying 
guest”” was presented with an auto- 
graphed receipt. Some wanted to know 
if lunch would be served and when; 
one asked if he could bring a friend. 

On the other side of the picture but 
in an equally jovial vein were 31 “re- 
grets” both oral and written. One of 
the latter came to the Bailey office un- 
der an engraved letterhead and read 
as follows: 

“Gentlemen: NO FORMAL 
WORDS OF THANKS CAN CON- 
VEY MY APPRECIATION OF 


following 


YOUR KIND INVITATION TO 
ATTEND YOUR BILL PAYING 


PARTY. However: I regret that the 
® 


The Bailey Lumber 


Co. yard at 
Walker, Minn., 
whose owners 


planned a "bill 

paying party" that 

brought excellent 
results 
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condition of my finances will prohibit 
my attending in person, but let me 
extend my kindest wishes for a suc- 
cessful party.” 

The Bailey company plans to make 
the party an annual affair. 





Details Add to Salability 


Attention to little details is one of 
the things that makes small homes 
more salable. The Miller-Piehl Co., 
retail lumber and building material 





Basement stairs railing of dowel rod 
costs yard little, but pleases customer 


dealers of Seymour, Wis., who design 
all of the new homes and commercial 
modernization projects they do in and 
near their town, make it a point to 
add little touches that are conveniences 
to owners. <A long piece of dowel rod 
serving as basement stairs railing is 
one of these which cost the company 
little, but are noticed by the owner. 
Another bit of standard practice is to 
plaster basement walls, finish basement 
ceilings. 





Sources of Information on 


Lumber Are Listed 

There has just been issued by the 
National Lumber Manufacturers As- 
sociation a booklet entitled ‘Lumber 
Literature,” which in 50 pages pro- 
vides a comprehensive list of booklets 
on almost every phase of the lumber 
industry, published by federated re- 
gional associations, the National itself, 
and Government Departments. The 
idea of such a listing originated with 
the AMERICAN LUMBERMAN, which in 
the issue of June 20, 1936, printed the 
first list of publications of all lumber 
trade organizations, and the Editor is 
naturally gratified that it is endorsed 
by this new publication, which has 
fuller descriptions of the literature 
available. Every retail lumberman 
should have in his desk this invaluable 
guide to sources of authoritative infor- 
mation, and should write these sources 
for copies of the booklets that promise 
to be of help to him. Copy of “Lum- 
ber Literature’’ may be obtained from 
the National at 1337 Connecticut Ave- 
nue, Washington, D. C. 





More If Smaller Families 
Means More Home Needed 


U. S. Census figures for 1940 show 
that the average size of an American 
family has decreased from 4.1 persons 
in 1930 to 3.8 now. This decrease in 
family size together with an increase 
of seven percent in population, has re- 
sulted in the creation of almost five 
million more families than we had ten 
years ago, and about ten and one-half 
million more families than we had 
twenty years ago. 

Construction of residential units has 
lagged more than one and one-half 
million behind the increase in number 
of families since 1920. 

The shortage indicated by those fig- 
ures is further augmented when it is 
considered that a sizable percentage of 
new residence construction is for re- 
placement of loss. Finally, the real 
disparity between new housing units 
and new families is boosted by the fac- 
tors of structural decay from age which 
has rendered millions of occupied 
dwellings unfit for habitation, and ob- 
solescence which has made other mil- 
lions undesirable. 

Smaller homes and millions of them 
is to the building industry a challenge 
which united effort will be unable to 
meet for several vears. 
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Do you like to get what wholesale 
salesmen say about retailers and their 
yards? 

We do. These men are generally 
needle sharp; know many dealers, 
watch them through the years, help 
them when they can. A retailer's abil- 
ity is their money in the bank. 

Just after the holidays, this depart- 
ment got shouted at in a hotel lobby 
by a salesman, known in his own ter- 
ritory as “Tommy.” He was driving 
back from a little vacation in the East. 

“A long time ago,” he said, as we 
sat at dinner, “I got over the idea that 
all good dealers act alike or that all 
good yards look alike. 

“You fellows are right about photo- 
graphing modern yards and describing 
modern methods. Changes point in 
that direction. But I could show you 
good yards that wouldn't make good 
pictures, and dealers whose successful 
methods would be hard to get into 
print. They just work along with 
what they have, because they’re used 
to it. So are the customers. These 
men are their own methods of success. 
An overalls dealer might do better 
with a show yard; but again it might 
throw him clear off his game. 

“T’ve been known to be wrong; but 
I imagine I can size up a strange re- 
tailer as a working dealer without ever 
seeing him; not from the show cases 
or the paint on the trucks, but from 
something an old hand senses in the 
atmosphere around the place, and from 
the way the help acts when the boss 
isn’t there. 

“My chief happens to be a director 
of an eastern wholesale concern, and 
tries at long distance to keep up with 
what it does. Just before I left on this 
trip, I went in to tell him goodby and 
found him reading a tabulated report. 
He mentioned the name of an eastern 
retail concern; said that while it 
seemed to handle a fair volume it was 
always behind on settlements; sug- 
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REALM OF THE 
RETAILER 


gested that I drop in, not to collect 
but to see what I could see. 

“So I wrote down the name and 
address and a few days later looked 
it up. It was hard to find, down in a 
tenement district; but I knew it han- 
dled some industrial trade, so location 
probably wasn’t so important. The 
place looked as though it had been 
built fifty years ago as an ice plant 
and hadn’t been painted since the saw- 
dust was shoveled out. That didn't 
bother me, for a dozen of my own good 
customers have plants no better look- 
ing than this one. 

“T didn’t let the frowsy office bother 
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me, either, at least not at first; for I’ve 
seen plenty of disorderly offices, and 
so have you, that are busy places 
where things get done. The thing that 
bothered me was hard to locate. It 
was mostly psychic; a damp, poison- 
ous atmosphere that made the disorder 
malignant instead of just carelessness 
in the rush of business. There were 
three or four pairs of dirty overalls 
hanging next the back door. A couple 
of sash with broken lights leaned 
against the counter, and the drift of 
dust showed they’d been there for 


weeks. Several bags of cement, torn, 
were stacked in the corner; and there 
were half a dozen pieces of short 
moulding, an opened bunch of shingles, 
a broken truck differential, three kegs 
of nails with the heads knocked in, a 
rusty shotgun, an ax with a broken 
handle and four pairs of muddy over- 
shoes in view. 

“Tt took only a short look-around 
to convince me this junk shop was an 
effect and not a cause of the repellant 
atmosphere in the place. There were 
three causes back of the counter; sour 
looking men, not actually dirty, | 
guess, but looking like a collection of 


hangovers. All of them were swearing, 
intermittently, under their breath; 
something for which I’d fire a man as 
promptly as I would for robbing the 
cash register. 

“T stood at the desk with a_card in 
my hand. Evidently that card told the 
crew I was their natural enemy, a 
salesman; for I got no attention. After 
some minutes I walked about the 
office, stepping over the junk and 
avoiding a hole in the floor, and looked 
briefly at the one spot of color. It was 
a huge, fly-blown. calendar of the vin- 
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The Yard and Its Employees Reflect Personality of the 
Boss, Says This Board Peddler, as He Contrasts an 
Ignorant Manager Who Is Scared of His Business, to 
Man Who Finds in Knowledge of Customers and Their 
Needs A Good Reason for Liking to Serve Them. 


tage of 1934; the picture of a young 
woman without clothes enough to flag 
a handcar. 

“IT was thinking the picture indi- 
cated clearly enough, if the dinginess 
and squalor hadn’t already told me so, 
that no woman customer ever came 
there; and then one did come in. She 
was a foreign woman with a shawl 
over her head. She, too, stood at the 
counter ; but she had no mind to take 
that treatment patiently. ‘Say you,’ 
she said, ‘are you want thees moneys 
or ain't?’ One of the men got up 
slowly, hunted for a credit slip and 
muttered, ‘It’s about time, ol’ Toots.’ 


men said, out of the corner of his 
mouth, ‘Oh, yeah?’ I snarled back in a 
way that startled myself, ‘Yeah!’ It 
scared him enough so that he took my 
card in, and rather to my surprise the 
manager came out. 

“IT was mad enough by that time 
to start collecting the boss’s bill; tak- 
ing it out of this lug’s hide, if neces- 
sary. But it wasn’t my party, so I 
kept my temper. The chief was like 
his men. I knew he would be. When 
he found I wasn’t either selling or col- 
lecting, he talked; all about the foul 
state of business, the crookedness of 
credit, the racketeering of government, 








Of course the woman heard him. 
When she’d gone out, slamming the 
door, the fellow looked hard at me 
and said, ‘Well, what’s hurting you?’ 

“Now I ask you. If you went into 
a place of business and were met with 
that insolence, what would you say? 
Yes, and I hope you’d help him go 
there. I should have; but I put my 
card on the counter and said I wanted 
to see the manager. He looked at me, 
dead pan, and said, ‘We’re not buying 
anything.’ ‘Well,’ I said, ‘I’m not sell- 
ing anything.’ This ingratiating speci- 
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the cussedness of bankers and the hate- 
fulness of competition. Especially the 
last. His whines got almost eloquent 
on that subject. It was the explana- 
tion, quite unintended on his part, of 
all I’d seen and heard. 

“T’ve got a theory about these men 
who try to run their businesses back- 
ward on the supposed ill will of every- 
body they deal with. It may sound 
loupy; but it’s real stuff, or I haven’t 
been selling for thirty years. These 
Squires of Bellyacres are afraid of 
people and of their own businesses. 





“It’s too easy an explanation to say 
that a man who repels customers by 
bad manners and a lousy shop doesn’t 
know any better. He’s afraid. He 
knows he’s not much good. For ex- 
ample, a man who is good at business 
and who has thought out working 
principles to guide him is never afraid 
to see a salesman. He knows the 
peddlers have general information use- 
ful to him, whether he buys or not. 
He knows his own business pattern 
and what stock he can use. He never 
has to insult a salesman. But if he 
doesn’t know, he’s afraid of getting 
jockeyed into a fool purchase. 

“Don’t miss it; the bad dealer is 
afraid of his customers. He doesn’t 
understand them or what factors of 
satisfaction bring them back for more. 
A sale, to him, is not a mutually bene- 
ficial transaction. It’s a fight, in which 
one party or the other will get hurt. 

“Tf you can think of a way to settle 
it, I’d like to make a small bet that a 
dealer of this kind, with no competi- 
tion at all, couldn’t get as good prices 
as his friendly and adjusted competi- 
tor is able to obtain against fairly stiff 
competition. 

“That’s simple. The bad dealer 
thinks little or not at all about de- 
livered values; only about profits and 
prices. Customers sense these things. 
They know little about building, noth- 
ing about grades, know they can get 
nicked. They don’t deal with a man 
whose good faith they suspect. Pretty 
soon nobody goes to him except men 
of his own stripe; men out for cheap 
prices and who will not buy unless 
they get cheap prices. 

“The dealer who is afraid will do 
nothing to attract customers; thinks if 
he shows any desire for them to come 
in he puts himself at a disadvantage 
in the ensuing fight over prices. You'll 
not misunderstand me. I’m not saying 
for a deluded minute that a dealer who 
doesn’t have show rooms and elaborate 
services is either ignorant or afraid. 
He may think he doesn’t need these 
helps. But I am saying that a retailer 


37 





38 








who tolerates an offensive atmosphere 
or who fails to train his staff, especi- 
ally by his own example, in prompt- 
ness and common courtesy is afraid of 
his public. He has to make sales to 
stay in business, of course; but, nuts 
as it sounds when said right out, he 
wishes in his subconscious that people 
wouldn't come in. There are all kinds 
and degrees of this fear. Nine times 
out of ten the biggest scare is a 
woman; a Woman customer, 

“T had a different experience in an- 
other eastern office; stopped merely be- 
cause I'd heard the chief was a good 
merchandiser and wanted to meet him. 
It was a nice looking place, well kept 
and all that but not at all loaded with 
the glitter of displays and obtrusive 
businesses services. 

“Every man in the office was busy : 
one showing plan books, a_ second 
checking an invoice with a contractor, 
a third explaining roofing service with 
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his hands full of samples. I had no real 
business and decided to back out. But 
all three men had seen me. It’s never 
good policy to drop out of a sales con- 
versation, for the salesman loses too 
much of the momentum he’s built up. 
One of the men nodded, and a young 
woman hurried out of an inner office. 
She was well groomed and easy to 
look at, which always helps. She ex- 
plained regretfully that the owner was 
away for the day. But wasn't there 
something they could do for me? I told 
her | was a lumber peddler on vaca- 
tion and had dropped in on my way 
by, hoping to meet the chief. She told 
me where he was, at a lumber meeting 
in a neighboring town, and just when 
he’d be back. She knew he'd be sorry 
to miss seeing me. 

“The man had finished checking the 
invoice and came over. The girl in- 
troduced me by name, and the young 
fellow took me into the office; know- 





January 25, 1941 


ing of course I wasn’t a customer and 
wouldn't butter any bread for him. He 
was a keen lad, and I had a pleasant 
time ; asking about eastern trade lines 
and answering questions about the 
West. I was in the office for twenty 
minutes or so. Five or six people came 
in; and not one was inside the door 
for as much as five seconds without in 
some way getting courteous attention. 

“This courtesy doesn’t explain all 
the undoubted success of the company 
by a long shot. It was backed up by 
merchandising knowledge. But sales 
are made to customers; and there are 
few things so inexcusable as making a 
customer wish he hadn’t come, even 
before he tries to transact business. 

“Later I met this lumberman. He 
was just the kind of person I knew he 
would be. The attitude of a staff re- 
flects the attitude of whatever person 
really runs the business. It always 
does. I never knew it to fail.” 





Housing for Ideas 
(Continued from Page 32) 


are a part of the seat and back-rest. 
Seneath the seat are half-rounds of 
linoleum projecting from the circle of 
partitions around the base. These 
half-rounds of linoleum may be pulled 
out of the partitions and laid on the 
floor when selling linoleum, each 
sheet of linoleum forming a square 
about 18 inches on a side, and making 
a much better selling display than does 
the use of small sample pieces. 

In considering the display room from 
the standpoint of operating a lumber 
and building materials business, sev- 
eral things stand out. 

Displays are adjacent to the central 
office, so that some of the office force 
can see and sell to any one who comes 
in and wants to buy. This is particu- 
larly true in regard to selling small 
items which are all kept in the main 
room. Small item displays are also 
selling stock—no one has to go out 
into a stock room to obtain the item 
heing sold. Large items are on dis- 
play in large enough sections to allow 
the customer to view them as they will 
appear in his home. Everything that 
is sold in building a home is on dis- 
play. The display room-office arrange- 
ment, therefore, is the place where 
sales may be “generated” and com- 
pleted. 

The “back of the yard” set-up is on 
a par with the office-display room ar- 
rangement. Truck loading will be ac- 
complished on swings; cement and 
heavy materials are unloaded right 


from the track to stock; stacking of 
lumber, nail kegs, and other materials 
is so done as to facilitate making a 
quick physical check of stock every 10 
days, (slow moving materials are on 
the second deck and fast moving ma- 
terials below) ; either partial or com- 
plete fabrication of items going into 
construction can be accomplished in 
the wood-working shop, which is kept 
spotlessly clean by a suction system 
that pulls shavings and sawdust 
through pipes to a fireproof bin: and 
in addition the entire yard is linked by 
two-way call speakers in every section 
of sheds and shop. 

Concrete flooring is used through- 
out; there are no dark corners; the 
buildings are low, eliminating third 
floors, and all the wiring comes in un- 
derground. 

While it may not be possible to at 
once remodel a package selling yard 
into such a complete business unit, 
nevertheless, the Clark County Lum- 
ber Co. presents an example of a yard 
designed to the necessities of a pack- 
age selling business, and as such, rep- 
resents a body of ideas worth con- 
sidering when changes are made in 
lumber yard structures. 





ICC Rules for Truck Drivers 
Was Bulletin Subject 


An article that appeared in the Jan. 
11 issue, page 40, bearing caption 
“Explains a Phase of Wage-Hour 
Law,” and that quoted a bulletin from 
the Southwestern Lumbermen’s Asso- 


ciation, mistakenly interpreted a dis- 
cussion of ICC regulations governing 
truck drivers in interstate commerce, 
as dealing with a phase of the Wage- 
Hour law. J. E. Johnston, traffic man- 
ager of the association, asks that it be 
made clear that his bulletin did not 
contain any reference to the Fair 
Labor Standards Act, mostly referred 
to as the Wage-Hour law. He says 
that as a result of this editorial slip-up, 
he has already received letters from the 
Pacific Coast to Virginia asking him 
to give authority for “his” statement. 





Virginian Exhibits Materials 


Fatits Cuurcu, VA., Jan. 20—A 
pretentious display of materials that go 
into the construction and repair of a 
home was made by the Home Builders’ 
Supply Co., here, from Jan. 11-18, 
when the many items needed for build- 
ing or remodeling were put on view. 
“No more do you have to proceed 
blindly,” the invitation read, adding 
that “here you will see flooring, walls 
trim, ceilings, etc., and everything that 
enters into the improvements you 
plan.” The show was represented as a 
help to architects as well as the public, 
with sketches and plans. Along with 
it was made available an easy finance 
plan for remodeling. Among the prod- 
ucts shown were Miller oak flooring. 
Weyerhaeuser fir, Huttig woodwork, 
Stanley Hardware, U. S. G. Products, 
Morgan Woodwork and du_ Pont 
paints. The company occupies a com- 
modious and attractive one-story office. 
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HERE COME MORE 
HEADACHES 


(Continued from Page 28) 


me order what they think is right, 
and when it is delivered find it is 
wrong, and it has to be exchanged. 
This was especially difficult this year, 
as it took so long for millwork to 
come through. In most cases the 
owner leaves most of the material to 
be purchased up to the contractor, as 
the owner himself doesn’t know 
much about it. No matter how care- 
fully I check with the contractor, I 
still have trouble getting him to fig- 
ure out what he wants, before he 
gives the specifications to me. I am 
trying to find out how to remedy this 
headache. 


SAYS AN OHIO YARD OWNER: 


Our biggest headache is the customer 
who wants to pick out the best pieces 
of lumber, insisting that he “only 
wants a few but they must be good.” 
Another type of headache is the cus- 
tomer who orders more than he re- 
quires and sends us back the culls. 





Give Us Your 
Headache 


If there are problems that bother 
you, whether they be large or 
small, the American Lumberman 
invites you to submit them in this 
contest. Some of the leading re- 
tail lumbermen of the country 
have taken this opportunity to 
state and participate in discus- 
sion of those difficulties that ham- 
per their efforts to up-build a busi- 
ness that gives satisfaction not 
only to themselves but to their 
customers. Every sender of a 
Headache will receive, in acknowl- 
edgement, a beautiful automatic 
pencil, of real value, that he will 
be proud to own. 


Address all correspondence to 
CONTEST EDITOR, AMERICAN 
LUMBERMAN, 431 South Dear- 
born Street, Chicago. 
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New Aspirin for Headache 2 


A Pennsylvania Retailer thus 
stated his big problem: To get 
members of his organization to 
sell. He would like them all to be- 
come so sales minded as to sell 
for the company — not just to 
work for it. His diagnosis of the 
headache appeared in the Dec. 14 
issue, page 33; and in the Jan. 11 
issue there appeared three pre- 
scriptions by practical lumber- 
men who have had success in 
overcoming his malady. Follow- 
ing are three more aspirins for 
the Pennsylvanian’s headache: 





HEADACHE No. 2, on page 33 of 
your Dec. 14 issue, gives me a head- 
ache, says H. W. Wilbur, president of 
the Merchandising Institute of the Na- 
tional Retail Lumber Dealers Associa- 
tion, who maintains its headquarters at 
Wilbur Lumber Co. West Allis, Wis. 
What causes Headache No. 2 to the 
Pennsylvania retailer, is that he cannot 
get the members of his organization to 





sell. He can cure this headache with 
the Merchandising Institute’s program 
of Tested Selling Methods. A few 
dollars and some effort on the part of 
the dealer is the sure cure for his par- 
ticular pain. Tested Selling Methods, 
says Mr. Wilbur in closing, will also 
help to clear up Headache No. 3. 





REFERRING to Headache No. 2, 
I assume the problem of stimulating 
sales is that of drivers, yard men and 
bookkeeper, rather than of the execu- 
tive force. 

After forty-five years’ experience, 
the writer has concluded if these em- 
ployees had sales ability they wouldn’t 


be truck drivers. Yet, taking them as 
they are, we have been fairly success- 
ful in stimulating their sales efforts in 
our coal department by competition for 
summer fill-up. 

Along in May a complete list of 
those we sold last year, together with 
others whose business we are most 
desirous of having, and which have 
been added during the year, is handed 
to each of these employees. 

An evening is given over to prices 
and sales talk. Then each employee 
selects the names on the list that he 
is going to be responsible for. His 
initials are placed on the master copy. 

A premium was given of $25 to the 
first; $15 second; $10 third, and $5 
fourth, in volume of orders turned in. 
To obtain first or second prize each 
must have got orders for over 100 
tons of coal. 

Another time we made it a reward 
based on a given amount per ton. We 
continued this plan for several years, 
and it worked quite successfully.— 
C. STARKWEATHER & Son, Beaver 
Dam, Wis. 





IN MY SOLUTION of Headache 
No. 2 I believe I would make each 
employee a “department head’ for 
various items, having the manufac- 
turer’s salesmen “sell” that employee, 
in which manner the employee would 
not only become better acquainted with 
the product but would have an oppor- 
tunity to observe the sales effort of the 
manufacturer’s representative. From 
time to time these “departments” 
could be rotated in order to give each 
employee a complete picture of the en- 
tire operation. 

To increase the desire for more 
salesmanship I would set up a com- 
petitive system among the employees, 
with a bonus, or commission on sales 
—not a large amount in any way af- 
fecting their salary, but a small amount 
though sufficient to create interest and 
competition. Here, again, the manu- 
facturer’s representatives would help; 
as being naturally interested is seeing 
their own products pushed, I believe 
they would use every effort possible 
to help their proteges win in the peri- 
ods for which they were responsible.— 
E. K. Martin, manager J. W. Cope- 
land Yards, Corvallis, Ore. 
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Northwestern Loyally Upholds the 
Democratic Way of Lite 


MINNEAPOLIS, MINN., Jan. 17—Seldom in 
its fifty-one years has the big Northwestern 
Lumbermen’s Association held so remarkable 
a convention as the one that came to a 
close on Jan. 16. The feature could not be 
listed on the bill; though it was always 
present and became almost overwhelmingly 
cumulative. It was an undertone of earnest 
unity; a deep loyalty to the country and a 
deep concern for its safety in troubled times ; 
a confidence that a skilled and ethical ad- 
ministration of business can be of service 
not only to the industry but to the nation; 


= 





L. H. PIPER, GLEN NEWTON, 


Minot, N. D.; 
Retiring President 


Nevada, Iowa; 
President Elect 


a sacrificial will that America must realize 
its promise and its national destiny. 

The program committee, as usual, brought 
to the platform some of the ablest and most 
realistic merchandisers available. President 
R. S. Finkbine, of the National Retail Lum- 
ber Dealers Association, described the plans 
of his organization for the current year. R. 
C. Ferguson, of Successful Farming, drew 
a statistical picture of new sales opportuni- 
ties in agriculture. R. E. Saberson, of the 
Weyerhaeuser Sales Co., made a clinical 
study of deferred payments in problems of 
competition, credits and sales creation. Pres- 
ident George D. Tubbs, of the Southwestern 
Lumbermen’s Association, spoke from first- 
hand experience of practical co-operation. 


Program Covered a Broad Pattern 


Sut the keynote address of the keynote 
session—so described in the program—was 
delivered by a Minneapolis clergyman, Dr. 
Richard Campbell Raines, on the subject, 
“Why Am I Alive?” And the concluding 
address, broadcast from the Municipal Au- 
ditorium, was by Eric Severeid; Columbia’s 
radio war reporter who saw much of the 
Blitzkrieg in Europe at first hand. There 
was a brief and modest speech by George 
(Sonny) Franck, All-American halfback of 
the Minnesota football team, about the value 
and uses of team play. The dramatic pres- 


entations included a comedy, “Is This You?”, 
by the Island Creek Players, Chicago, pre- 
senting an amusing contrast between old- 
time sales of coal by the ton and modern 
merchandising of heat and customer satisfac- 
tion. And included also was an impressive 
pantomime contrasting Totalitarianism and 
Democracy. The uncrowded program cov- 
ered a broad pattern; from personal life to 
contemporary world history and from tech- 
nical merchandising to living patriotism. 


Must Make Democracy Work 


Doctor Raines’ address, “Why Am I 
Alive?” began with a picture of “the beau- 
tiful earth, ribboned with hate.” From one 
point of view, the earth is a place of people 
without jobs; people needing work not 
only to earn a living but to give life a 
meaning that will make it supportable. “Men 
have begged you for work, and your hearts 
have ached because you could not give it to 
them.” The earth is a place where produc- 
ers have too much food and consumers too 
little. But the world is also a place socially 
shaped and created by men’s urges and con- 
duct. Three urges have a large part in this 
creation. The self-centered urge draws a 
man away from his fellows to make a mark 
for himself. The group urge draws men 
together to build society. The sex urge is 
at the foundation of art and all creative 
effort. If they are isolated and uncontrolled, 
these urges cause unbalance and distintegra- 
tion. At the moment, Doctor Raines said, 
we are in troubled waters. We must under- 
stand democracy and what makes it work. 
It is not a bequest but something to be 
achieved. “Work, devotion, faith; these built 
and will again build America. They are the 
answer to the question, ‘Why Am I Alive,’ ” 

At the close of this address, J. L. Daniels 
declared that the principles Doctor Raines 
had stated should be endorsed and added by 
resolution to the association’s code of ethics. 
He offered a resolution embodying these 
principles; and this resolution was unani- 
mously adopted. 


"Coats Off to the Future," Says 
President 


In his official address, President L. H. 
Piper recalled the Golden Anniversary 
slogan of last year: “Hats off to the past, 
coats off to the future.” This is the coats- 
off period. America has felt the world 
chaos; but it is still at peace and is gaining 
a new sense of the value of liberty. 

The past year has seen notable increases 
in building, and the farm field is especially 
promising. The year brought an increase 
of $148,000,000 in farm income, as compared 
with 1939, to the four States in the associa- 
tion. A 15-percent increase in small-home 
building is probable in the first six months 
of this year; and there is likely to be less 
restriction upon building than during the pre- 
vious war. This is a time to co-operate with 
community organizations; farm groups, 4-H 
clubs, Chambers of Commerce, schools and 


churches. Business is never better than the 
life of its community. 


NRLDA Co-operating with Government 


President Finkbine, of the NRLDA, said 
that in general the National association is 
shifting emphasis from legislative matters 
to the interpretation of existing Federal law 
as it affects industry. Within the past year 
many retailers were brought under the 
Wages and Hours Act by interpretations 
which have caused many supposedly retail 
sales to be listed officially as wholesale 
transactions. The association has been work- 
ing with the Wages and Hourse Division 
and has found a better spirit of co-operation 
and a more practical viewpoint. The new 
regulations will be issued about Feb. 1; and 
the association has been promised the oppor- 
tunity to review them before they are issued. 
If retailers do not want to see priorities or 
price control established by the Government, 
Mr. Finkbine said, they must do what they 
can to help the Government get the stock it 
needs promptly. 


Old Timers Breakfast and Reminisce 


The meeting Wednesday morning in the 
Radisson Hotel was the Old Timers’ Break- 
fast and the Dealers Merchandising Session. 
Under the chairmanship of Secretary O. C. 
Lance, the Old Timers held their annual 
meeting. R. G. Berry, of Shenandoah, Iowa, 
and Charles Porter, of Oskaloosa, Iowa, 
made brief and informal speeches. Mr. Berry 
recalled his early experience in the woods 
and traced the growth of lumber retailing. 
Mr. Porter recalled the old problems, such 
as competition from mills, that have passed. 
War clouds are growing dark. In behalf of 
the Old Timers, he pledged everything within 
their power to preserve the integrity of our 
great nation and of the liberty that makes it 
great. 

The Old Timers then elected Mr. Porter 
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Considers Opportunities in Farm Market and 
Changing Methods of Competition; Urges Sales 
Training and Extension of Title One 


president of the Old Timers organization. 

R. C. Ferguson, of Successful Farming, 
opened the merchandising session with an 
outline of new markets on farms. There is 
a rapid movement of city people, those who 
can manage it, to the country. Country iso- 
lation is gone; has disappeared with the 
coming of good roads, telephones. Electri- 
fication has helped bring city comforts to the 
country. These things not only bring city 
people to the country, but also induce farrao- 
ers to retire on their farms. There is a dis- 
tinct movement to build a second house on 
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the farm; an idea introduced and popular- 
ized by E. C. Hole, of the AMERICAN 
LUMBERMAN. These second houses are for 
tenants, for the son of the family or perhaps 
for the owner himself. A recent survey 
shows that two-thirds of farm families pre- 
fer living and retiring on farms. This atti- 
tude has done much to change farm attitudes 
about modernizing farm buildings. Such or- 
ganizations as 4-H Clubs have brought about 
better farm living; so that owners now think 
of farm living as well as of farm profits. 

The coming of power farming is inducing 
many owners to remodel horse barns into 
garages, cattle barns, shops and the like. 
Grass silos are reducing the need for hay 
barns and are popularizing the one-story 
barn. So this is a fine time to start cam- 
paigns of farm-building remodeling. It is 
good to keep a card index of farm customer- 
ers’ buildings. ‘You can’t know too much 
about him and his business if you're to sell 
him.” 


Make Buying Easy for Customer 


R. E. Saberson, Weyerhaeuser Sales Co., 
presented statistics, charts and specific inci- 
dents to establish his point that deferred pay- 
ments, under the FHA or other financing 
plans on a monthly-payments basis, can solve 
the problems of competition, credits and sales 
creation, 


The older methods were developed in days 
of horsedrawn vehicles; and this transporta- 
tion limited competition. Trucks have 
changed this. Other types of goods have 
come in; with the result that lumbermen who 
used to get nineteen cents of the customer’s 
dollar now get five and a half cents. Com- 
petition of co-operative yards, distributing 
yards and “bathtub yards” has divided build- 
ing-materials purchases so widely that the 
question is either to undersell or to outsell 
the competition. It is really a single ques- 
tion; for underselling is the road to bank- 
ruptcy. In the eight years following 1926, 
11,000 lumber yards closed. 

Installment selling is the answer to the 
new competition, declared Mr. Saberson. 
“Make it as easy to buy a garage as a car.” 
“No one is interested in the price per thou- 
sand when he can buy by the package method 
on monthly payments.” No town is too 
small. Mr. Saberson showed a list of small 
towns successfully using the method. None 
had more than 700 people, and the average 
was about 400. 

It is the answer to the problem of col- 
lections. Seventy percent of dealers have as 
much invested in open accounts as in inven- 
tories. Installment sales make every deal a 
cash transaction. 

Installment sales bring the contractor to 
the dealer as a co-operator and not as a 
price smasher. They spread sales through- 
out the year. They make it possible to build 
a small sale into a large one. They tie the 
consumer dollar to the building-material in- 
dustry. While few sales are self-starting, 
deferred payments make it possible for men 
who are not super-salesmen to get their 
share of business. 

At the afternoon session in the Municipal 
Auditorium, President George D. Tubbs, of 
the Southwestern association, opened his ad- 
dress on the subject, “Am I My Brother’s 
Keeper ?”, by stating that it is the duty and 
the privilege of lumbermen, no matter what 
their political views, to support the Govern- 
ment in its Defense efforts. Mr. Tubbs 


Presentation of the 
Scott Sweepstakes 
Cup for the best 
exhibit. Left to 
right — Gay Wil- 
cox, manager of 
exhibits, presenting 
the cup in booth 
of Andersen Corp., 
this year's winner, 
to John Rowland, 
sales manager, and 
Don Wilson, ad- 
vertising manager, 
of Andersen 
Corp., Bayport, 
Minn. 


drew upon a long experience in all kinds of 
situations to illustrate the uses of co-opera- 
tion. 


Western Mills Want to Serve Retailer 


Col. Wm. B. Greeley, secretary-manager 
of the West Coast Lumbermen’s Associa- 
tion, traveling by plane from the West, was 
grounded by a snow storm in Montana and 
reached Minneapolis a day late. At the 
Thursday morning session he spoke briefly. 
During the final six months of 1940, he said, 
the Government bought two-billion feet of 
lumber. There were labor disputes. The 
result was an old-fashioned lumber shortage. 
Because of a higher plane of labor costs, 
lumber prices have advanced. The price of 
logs advanced from $21 to $26. But it seems 
that the time has arrived for an evening-off 
process. Stocks are low and broken, and 
the mill men hope their retail friends will 
go easy on mixed cars. Mills are ready and 
anxious to serve the retail trade, which they 
value highly, as well as they possibly can. 
While the Government will buy another one 
and a half billion feet, this will be spread 
over several years. 


Explains Meaning of "Totalitarianism" 


Eric Sevareid, the radio war correspond- 
ent, delivered the final address of the con- 
vention. This address was broadcast. Mr. 
Sevareid said his subject, “Europe’s Last 
Front,” had been selected some time ago 
when he thought of the coast line of the 
British Isles as this “last front.” At present 
he wonders if this last front may not be in 
America. Mr. Sevareid said he feels that 
Americans do not yet understand the Nazi 
movement. “It is a reversion to the gang- 
sterism of past ages. The Nazis could not 
make peace now, even if the leaders wished 
to do so. If the German armies were de- 


mobilized, as a result of a so called peace, 
continental Europe would be an indescrib- 
able chaos, overrun with rootless and law- 
less men. Mr. Sevareid gave a vivid descrip- 
tion of his personal experiences during the 
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invasion and fall of France. The British 
have proved that war is not always degrad- 
ing and does not always destroy democratic 
processes. Defending their own land and 
their own institutions has gone far in ennobl- 
ing the British people. 

Following the annual meeting of the Re- 
tail Lumbermen’s Inter-Insurance Exchange 
at the last session, the association held its 
business meeting. 

The resolutions committee, A. E. Munck, 
chairman, presented a memorial of deceased 
members. It extended the thanks of the or- 
ganization to officers and directors and to 
those who had aided in making the conven- 
tion a success. It commended the National 
Retail Lumber Dealers’ Association and the 
National Lumber Manufacturers’ Association, 
asked that income tax laws be simplified, 
commended the NHA, the Merchandising In- 
stitute and endorsed Tested Selling Methods 
It pledged aid in the training of building 
labor and yard managers, and asked that 
Title One of the Housing Act be extended. 
The report closed with a special memorial 
to the late John Hayden, of the Mississippi 
Valley Lumberman. 

The auditing committee approved the ac- 
counts. 


New Officers Are Elected 


The nominating committee placed the fol- 
lowing men in nomination, and the nominees 
were elected to the respective offices : 

President—Glen Newton, Nevada, Iowa. 

Vice president—M. H. Alexander, Owa- 
tonna, Minn. 

Directors—Frank Kline, Virginia, Minn.:; 
W. D. Briggs, Fargo,,N. D.; L. H. Piper, 
Minot, N. D.; A. E. Munck, Pierre, S. D.; 
Paul J. Mathew, Oskaloosa, Iowa; H. 8. 
Mitchell, Des Moines, lowa. 


Indiana 


INDIANAPOLIS, IND., Jan. 9.—The last ses- 
sion of the annual convention of Indiana 
Lumber & Builders’ Supply Association be- 
gan at 8:30, Thur., Jan. 9, with a breakfast 
in the Chateau Room of the Claypool Hotel. 
At 9:30 the outgoing president, G. Russell 
Dye, introduced Chas. A. Stuck, a retail 
dealer from Jonesboro, Ark. Mr. Stuck told 
of the methods by which his company had 
overcome competitive conditions and the so 
called “bottle neck” to business under the 
old system where the contractor did the 
selling. 

Package selling was the solution to this 
problem. Mr. Stuck said the average car- 
penter and contractor worked five months 
out of a year under the old system, and 
he found they welcomed having an aggres- 
sive sales campaign put on. The three nec- 
essary steps to successful package selling 
were: complete prices, follow up sales efforts 
until job is sold; and last, sell friends and 
neighbors of customers for whom work was 
being~ done. 

W. M. Steinbauer, secretary-manager, Na- 
tional Association of Woodwork Jobbers 
then addressed the convention. He men- 
tioned some inefficient practices common to 
the industry and said the shortcomings 
received too much stress and the progress 
not enough. He told how the woodwork 
manufacturers were trying to give the dealers 
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Hoo-Hoo and Salesmen Entertain 

The entertainment features were, as usual, 
extensive. Hoo-Hoo and the Salesmen’s as- 
sociation gave a stag banquet at the Nicollet 
Hotel on Tuesday evening. Prior to the 
dinner, the secret order held a Concatena- 
tion, under direction of Lawrence S. Clark, 
who acted as Snark. Fourteen kittens were 





AN AMERICAN 
RESOLVE 


Faith in the principles on 
which Our Country was 
founded, and recommendations 
of measures that ensure their 
maintenance, were expressed in 
a Northwestern Resolution that 
the Golden Rule may be fol- 
lowed and trusted as a means 
to preservation of the Demo- 
cratic Way of Life from dangers 
within and without. This fine 
expression of the American 
spirit is appropriately repro- 
duced in beautiful hand letter- 
ing on page 27 of this issue. 











initiated. Members of the Twin Cities Hoo- 
Hoo Club acted as the initiating team. Four 
officers of the Supreme Nine were present. 
They were George W. Dulany, Jr., Clinton, 
Iowa, Snark of the Universe; Supreme Bo- 
jum, M. J. McDonald, Port Arthur, Ont.; 
Supreme Senior Hoo-Hoo, Don S. Mont- 


merchandise at lowest cost by mass produc- 
tion. 

George A. Starr of the Bureau of Busi- 
ness Research of Indiana University ex- 
plained the university survey among retail- 
ers of lumber and building materials. He 
used colored charts to visualize the findings 
resulting from the survey. It was found 
that the results obtained from yards in small 
communities closely followed the results ob- 
tained from yards doing less than $75,000 
worth of business, regardless of the size of 
the town. ‘“ 

Immediately following Mr. Starr’s talk, 
Oliver J. Veling, president, Dohn Fischer & 
Co., Inc., of Buffalo, N. Y. and a past presi- 
dent of the Northeastern Retail Lumbermen’s 
Association spoke, and showed how his com- 
pany started, in 1937, to keep actual costs 
by departments. They found their profits 
were greatly increased after the system was 
installed. Mr. Veling had charts showing 
the actual cost and mark-up, based on their 
business in 1937-38-39. 

John Dillon, teacher-trainer in distribu- 
tive education at Indiana University told of 
cooperation with the association in finding 
facts that would increase productivity without 
increasing costs. R. R. Johnston, secretary of 
the 9th district of the state association spoke 
on what had been accomplished by a small 
group that had met with Mr. Dillon last 
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gomery, Milwaukee; and Supreme Gurdon, 
J. M. Ransom, Memphis. 

Three awards were made by the associa- 
tion for excellence of exhibits. The West 
Coast Lumbermen’s Association took the 
prize in the lumber division. The exhibit 
consisted of scale models of a wooden grand 
stand, bridge, hangar and various other 
units. It was in charge of J. C. Van Etten, 
midwestern field man. The award in the 
hard-fuels division went to the Berwind Fuel 
Co. The award in the building-materials di- 
vision went to the Andersen Corp., of Bay- 
port, Minn.; and to this company went also 
the sweepstakes award. 

The sweepstakes prize is a huge silver 
cup, given by Fred D. Scott, of the Scott 
Pole & Treating Co., Minneapolis. It re- 
mains in the possession of the winner for 
one year, and the name of the winning com- 
pany is engraved on the base. 


Entertainment Included Continuous 
Movie Show 


The ladies were tendered a_ reception, 
bridge party and tea on Wednesday after- 
noon at the Leamington. The big play night, 
Wednesday evening at the Municipal Audi- 
torium, was a_ stage production entitled 
“South Americana.” It was followed by 
dancing. 

One notable feature was the “Northwest- 
ern’s Little Theatre.” With the co-operation 
of many manufacturers who have made films 
to illustrate their businesses, the association 
collected and showed these films in a con- 
tinuous performance in a special theatre on 
the exhibits floor. 

Final registration figures were not an- 
nounced; but it was estimated that the figure 
was between 6,500 and 7,000. 


etailers Elect for 194] 


summer at the university. 

C. E. Rogers, chairman of the resolution 
committee read the resolutions which were 
adopted. Among the resolutions was one 
placing the association on record supporting 
the National Defense Program 100 percent; 
another called on members to support legis- 
lation that would regulate itinerant truckers. 

Officers elected by the convention were: 

President Wm. L. Hubbard Wm. L. Hub- 
bard Co., Scottsburg, Ind., and vice-presi- 
dent Ray Schaub, Northern Indiana Lumber 
& Coal Co., Whiting, Ind. 


To Spend $15!/2 Million on 
Freezers’ 


Los ANGELES, CALIF., Jan. 18.—Orders 
for 16,500,000 board feet of Oregon fir for 
stringers and flooring, and about 1,800,000 
square feet of lining, for refrigerator cars 
will be placed in the Pacific Northwest 
within the next week or two by Pacific 
Fruit Express for use in a $11,000,000 re- 
frigerator car repair and maintenance pro- 
gram involving the rebuilding of approxi- 
mately 2,000 cars; and $4,500,000 has been 
budgeted for purchase of 1,000 new refriger- 
ator cars, orders for which have been placed 
with Pacific Car & Foundry Co., Renton, 
Wash. 
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Pictures--Movie and Statistical-- 
AreFeatures of Shingle Annual 


SEATTLE, WaAsu., Jan. 10.—The Red Ce- 
dar Shingle Bureau put on its big show here 
today, its twenty-fourth annual meeting. In 
more respects than one, it was a show—not 
just another convention. Its highlight was 
the premiere of “Land of the Totem,” the 
third Certigrade motion picture, produced 
by James H. Smith, of New York, and di- 
rected by W. W. Woodbridge, manager of 
the Shingle Bureau. Although a commer- 
cial film, the advertising features are so 
minor as to be almost unnoticed. Mainly it 
is a travelog through the beautiful moun- 
tains, lakes, forests and cities of the Pacific 
Northwest. This picture was in beautiful 
colors, and provided a musical background 
to the graphic narration. 

Secretary-Manager Woodbridge’s annual 
report was also a picture show of the good 
old lantern slide variety, with Mr. Wood- 
bridge furnishing the sound effects in per- 
son. He didn’t waste much time dwelling 
on the accomplishments of his administra- 
tion during the past year. What he did was 
to graphically set before members and 
euests the activities of the staff. One of 
these slides showed a calendar for 1940, with 
all the days in which the manager has been 
away from home blacked out; it showed that 
75 percent of his time is spent in the field. 

R. M. Ingram, of Aberdeen, who as presi- 
dent of the Bureau has presided over the 
meetings for the past two years, opened the 
program with his annual address. Bob, also 
as usual, acted as toastmaster at the lunch- 
eon, where every year the Bureau has its 
friends as guests. 

A. H. Landram, chairman of the commit- 
tee on advertising, the most important part 
of the Bureau’s work, reported for his com- 
mittee. Like Mr. Ingram, Mr. Landram 
has served in his position for the past two 
vears. His report also took the visual form, 
for by use of charts he showed members 
how the advertising committee had lived 
strictly within its budget—how the advertis- 
ing dollar had been spent, how many adver- 
tising dollars have been spent, and how 
in increasing number of messages have been 
broadcast to dealers, architects, contractors, 
ind prospective home owners. 

Back in the dim and distant past—before 
the Shingle Bureau had established its grad- 


ing and inspection service and when thin, 
flat grained shingles were often sold and 
used for roofing—a movement was started 
which brought about in many cities through- 
out the country enactment of ordinances 
that excluded the use of wooden shingles 
for roofing. This movement grew to such 
an extent that it was almost ruinous to the 
industry, but, since the Bureau has begun 


to merchandise Certigrade shingles, the ten- 
dency has steadily been in the other direction, 
until, for the first time in many years, the 





A. H. Landram (left), who was presented 
resolution of appreciation for service as 
head of the Shingle Bureau's advertising 
committee and R. M. Ingram (right) 


chairman of the public relations committee, 
P. H. Olwell, of Everett, Wash., was able 
to report to the Bureau that during 1940 a 
single shingle ordinance was passed in the 
United States, and that several old ones had 
been repealed. 

Paul R. Smith, Seattle, president M. R. 
Smith Lumber Co., will succeed R. M. In- 
gram as president of the Bureau. Mr. 
Smith has been an active member of the 
board for many years. 

For the past few years it has been the 
custom of the Shingle Bureau to recognize 


Paul R. Smith (left), newly elected presi- 
dent, receives gavel from R. M. Ingram 
(right), retiring president of Shingle 


Bureau. Note appropriate shingling of 


rostrum 


one of its members for distinguished serv- 
ice, and this year the engraved resolution of 
the Bureau’s appreciation for such services 
was bestowed on A. H. Landram, chairman 
for two years of the advertising committee. 

3ut “bigger and better” is the motto of 
these shingle producers, and they were not 
satisfied to recognize one member only, so, 
through the eloquence of their attorney, Lee 
Olwell, retiring President R. M. Ingram 
was presented with a handsome silver serv- 
ice. Mr. Olwell in his presentation told the 
membership that the retiring president, as a 
member of the United States Naval Reserve, 
is on 24-hour call by the Government. 

Guest speakers who brought messages 
from important points in America’s home 
market included Frederick J. Woodbridge, 
prominent New York City architect and 
member of the firm Evans, Moore & Wood- 
bridge; W. H. Badeaux, secretary of Iowa 
Retail Lumbermen’s’ Association, Des 
Moines, Iowa; and B. L. Johnson, American 
3uilder and Building Age, Chicago. 

Since the last annual meeting of the Bu- 
reau, a former president of the Bureau, 
H. J. Bailey, of the Saginaw Timber Co., 
Aberdeen, Wash., has passed to his reward. 
On motion of the resolutions committee, of 
which Will McMaster ‘was chairman, the 
membership unanimously adopted a resolu- 
tion of appreciation for Mr. Bailey during 
his life, and of condolence to his family. 





Red Cedar Shingle Bureau provides gracious entertainment for its guests at annual luncheon 
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arolina Dealers Discuss Defense 
and Building at Annual Meeting 


Cuarorre, N. C., Jan. 21.—The relation 
of the building industry to the Defense 
program was the theme of the 18th annual 
convention of the Carolina Lumber and 
Building Supply Association held at Char- 
lotte, N. C., Jan. 14-16. 

With more than three hundred registered 
from North and South Carolina, in addi- 
tion to representatives from various fields 
of business associated with the building in- 
dustry, the convention got under way at 
Hotel Charlotte Tuesday morning. The 
Building Material Show, set up in the ball- 
room of the hotel, with booths, tables and 
counters displaying building materials, added 
a glittering touch to the opening. In the 
evening the banquet and jamboree staged by 
lumber and material salesmen, and a meet- 
ing of the association’s board of directors 
concluded the first day. 


Election of Officers 


Following the “Old Guard Breakfast” 
Wednesday morning in a private dining room 
at Hotel Charlotte, delegates began register- 
ing at the entrance to the ballroom, opening 
the second day of the convention. In the 


New officers of the 
Carolina Lumber and 
Building Supply Asso- 
ciation who were 
elected at the I8th 
annual convention. 
They are (left to 
right) E. M. Garner 
of Charlotte, N. C., 
reelected as secre- 
tary - treasurer; B. T. 
Day of Easley, S. C., 
president, and W. D. 
Martin of Raleigh, 
N. C., a vice pres- 
ident 





afternoon elections were held, resulting as 
follows: 

Ben T. Day of Easley, S. C., was elected 
president, succeeding Alex S. Watkins of 
Henderson, N. C. Claudius Dockery, Jr., 
of Greensboro was elected first vice presi- 
dent; Frank R. Sires of Charleston, S. C., 
second vice president, and W. D. Martin of 
Raleigh, third vice president. E. M. Garner 
of this city was reelected secretary-treasurer 
and H. J. Munnerlyn of Bennettsville, S. C., 
was reelected national director. 

Roscoe C. Briggs of Oneonta, N. Y., of 
the Briggs Lumber Co., talked on the re- 
quirements of a successful dealer at the 
afternoon session Wednesday. His talk was 
featured by a philosophy Mr. Briggs has 
acquired after 40 years experience. 

O. K. LaRoque of Winston-Salem, N. C., 
president of the Federal Home Loan Bank, 
in his address reminded dealers that the 


security of a nation lies in the homes of its 
people. He said that Federal Home Loan 
Banks, established in October, 1932, up to 
Dec. 31, 1940, had advanced to its member 
institutions more than $716,000,000 and had 
collected in repayments over $541,000,000. 
He said that the Winston-Salem bank, cov- 
ering seven southeastern states, had advanced 
$103,000,000 to its members and had collected 
$73,000,000. “The home-owner,” said La- 
Roque, “will remain to rebuild and sup- 
port the state and community after the 
apartment dweller and house renter have 
departed for greener pastures. It is this 
program of transformation of house renters 
into home owners in which we are interested, 
rather than encouragement of the shoestring 
speculator and floater.” 


Wage-Hour Forum Is Conducted 


LaRoque’s address was followed by a 
wage-hour forum, conducted by William 
E. Butler, associate regional director of 
the wage-hour division. Officials from Wash- 
ington, D. C., Raleigh, N. C., Columbia, 
S. C., and Charlotte, N. C., participated. 

Drawing of attendance prizes and a Dutch 





dinner to officers, present and newly-elected 
directors, featured the evening. 

The convention was called to order Thurs- 
day morning by Frank Brooks, who sub- 
stituted for Claudius Dockery, Jr., vice- 
president, who was called away from the 
convention on account of the death of his 
father. After the showing of a technicolor 
movie, “Land of the Totem,” by courtesy 
of the Red Cedar Shingle Bureau, Brooks 
introduced Carter Dalton, of High Point, 
N.C. “The Building Industry and National 
Defense,” was the subject of his address. 
Mr. Dalton, who is an attorney, showed a 
keen insight into the industry, having come 
of a line of pioneer lumbermen. Forty to 
fifty billion dollars will be spent, said Dal- 
ton, to transform this country into an arsenal 
of defense for democracy and the building 
industry, according to Dalton, will be the 
spearhead of this Defense program. He 


sounded a note of warning, charging that 
while rallying 100 percent to the national 
defense call, be careful not to overmortgage 
the future. 


Dramatized Selling Show 


J. L. Wood of Johns-Manville, talked on 
the “drama of successful selling.” A good 
character actor, Wood put on a show that 
was enjoyed. At its height entered the 
“Masked Prophet,” in turban and flowing 
oriental garb and the dialogue that ensued 
kept the convention keyed up in interest, 
the subject being better selling facilities 
and ready, workable installment plans to 
keep the bus going. 

During Thursday afternoon after reports 
were heard showing the building industry 
100 percent behind the Defense program, a 
“Shirtsleeve Clinic on 1941 Outlook” was 
held. It was led by R. S. Slattery of Dur- 
ham, N. C., and Carol DesChamps of 
Spartanburg, S. C. 

The final session of the convention was 
held Thursday night, when members and 
their wives and friends attended the annual 
dinner and dance in the “Queen Charlotte” 
ballroom of Hotel Charlotte. H. H. Baxter 
of Charlotte, acted as toastmaster. The 
guest speaker was Edmund H. Harding of 
Washington, D. C., who spoke on “The 
House That Jack Built.” The new president 
and directors were presented at the dinner. 


Slogan Urges Cooperation 


A number of resolutions were passed by 
the convention, including the slogan, “Work, 
Devotion, Faith—These Built America,” and 
one calling the whole building industry to 
work and to rededicate itself to the goal 
of a higher order of service and the re- 
tention of the blessings of democracy. A 
resolution of respect was passed in memory 
of the late Elbert Snead of Greenwood, S. C., 
a former president of the association. 

In summing up the attitude of the dealers 
as expressed in the convention, H. R. North- 
rup, secretary of the National Retail Lumber 
Dealers’ Association, said that dealers believe 
the Defense program can go on and that 
normal business activity can continue as 
usual. 

Officers elected by the woman’s auxiliary 
were Mrs. Claudius Dockery, Jr., of Greens- 
boro, president; Mrs. H. J. Munnerlyn of 
Bennettsville, S. C., vice president, and Mrs. 
Mallard Bagnal of Columbia, S. C., secre- 
tary-treasurer. 





Loadings of Revenue Freight 


The car service division of the Associa- 
tion of American Railroads reports that 
revenue freight for the two weeks ended 
Jan. 11 totaled 1,325,846 cars, showing an 
increase of 82,784 cars over the number for 
the two weeks ended Dec. 28. Forest prod- 
ucts loadings of 67,543 cars show an in- 
crease of 5,908 cars over the number for 
the two weeks ended Dec. 28. 
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Here’s What's New 


Aluminum Models Added to 
Bathroom Cabinet Line 


Closely following the announcement of its 
new line of stainless-steel bathroom cabinets 
is the recent presentation by the Miami Cabi- 
net Division of The Philip Carey Co., Mid- 
dletown, Ohio of a 
line of aluminum 
bath room cabinets 
built to resist stain, 
chipping and dis- 
coloration. The new 
cabinet possesses 
an ‘‘Alumilite 
Lifetime” finish pro- 
duced by the com- 
bination of a de- 
| posit of oxygen and 
{| aluminum forming 
’ aluminum oxide in- 

tegral with the sur- 

face of the metal. 
lhe surface hardness gives the cabinets a 
brilliant appearance and is impervious to dirt 
and abrasion. 











New Line of Reflecting House 
Numbers Offered 


Trade named “NuLume,” a new line of 
reflecting type house numbers and letters 
are now being offered by the Macklanburg- 
Duncan Co., Oklahoma City, Okla. The item 
is manufactured from a specially prepared 
non-ferrous white metal, the surface of 
which is finished with a multiplicity of de- 
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| REFLECTING NUMBERS 
FOR YOUR HOME 


ILLUMINATES FROM LIGHT OF i 
FLASHLIGHTS, AUTOS OR STREET LAMPS 














pressions causing great reflection at night 
when illuminated from flashlights, auto 
headlamps, street lights etc. Daytime visabil- 
ity is also highly satisfactory. A stock-hold- 
ing display stand as illustrated is furnished 
free of charge with the initial assortment. 





House Organ Announces New 
Bathroom Fixture Catalogs 
Two new catalogs and price lists entitled 
“Bathroom Accessories,” and “Modern Med- 
icine Cabinets and Mirrors” are announced 
in a recent issue of Splash, house organ 


published by the American Enameled Prod- 
ucts Co., Waukesha, Wis. Among other 
items the accessory catalog describes a new 
black and white line of the company’s “Sno- 
wite” products especially designed for bath- 
rooms in modern low cost housing develop- 
ments. The other booklet presents cabinets 
and mirrors in a wide range of designs and 
prices. Heralding the advent of the new 
year and in keeping with the spirit of the 
holiday season, the house organ Splash 
strikes a keynote of confidence and optimism 
for 1941. Copies of the catalogs and of the 
house organ are available upon request to 
the company. 





Smaller Model Added to 
Diesel Engine Line 


Recently placed in production by Mack 
Trucks Inc. 34th St. & 48th Ave., Long 
Island City, N. Y., to round out its line of 





diesel engines for 1941 is a small edition 
of the two existing Mack-Lanova diesels 
known as model “END-405”. Designed for 
installation in four-wheel truck models of 
the 24,000-26,000 Ib. gross vehicle weight 
range, the new diesel was built especially 
for efficiency and economy. The engine de- 
velops 107 h.p. at the maximum governed 
speed of 2200 r.p.m. It employs the Lan- 
ova system of controlled combustion and 
operates at moderate compression and fuel 
injection pressure which contributes to 
smoothness of operation and engine dura- 
bility. Oil is fed under fixed pressure to 
main and camshaft bearings, through rifle- 
drilled lubrication passages. 





Booklets Devoted to Treated 
Lumber Culverts and Poles 


Two booklets available from the Koppers 
Co., Wood Preserving Division, Pittsburgh, 
Pa. describe prefabricated, laminated, pres- 
sure-creosoted wood culverts, and creosoted 
poles. The culverts have sections which in- 
terlock cornerwise and lengthwise to form a 
unified construction and are said to with- 
stand loads in excess of ten tons. The pole 
booklet compares the life and costs of treated 
and untreated poles and contains tables and 
material showing characteristics and sizes of 
various species of pole timber. 


























Southwest 
umber 


Mills Inc. 


Building Lumber 
Shop Lumber 
Industrial Items 


In Choice Ponderosa 


PINE 


You lumber buyers who are on the 
lookout for superior quality and de- 
pendable service on your pine lumber 
needs will be well pleased with the 
offerings of Southwest Lumber Mills 
Incorporated. With a permanent sup- 
ply of high-altitude, soft-textured Pon- 
derosa Pine, with two large modern 
plants and 20 up-to-date Moore dry 
kilns, here is a production capacity 
of 100 million feet per year. 





Let us supply your needs in Dimen- 
sion, Siding, Interior Trim, “Apache 
Brand” Mouldings, Ceiling, Casing, 
Base, Lath, Selects, Common. 


Our Eased-Edge Dimension is Double- 
End Trimmed. Properly seasoned, 
accurately manufactured, it KEEPS 
its size and shape. 


Straight Cars and Mixed Cars. 


Southwest Lumber Mills Inc, 


McNary, Arizona 


Mills at Flagstaff and 
McNary, Arizona 


DISTRICT SALES OFFICES 
PHOENIX, ARIZ.— ee OM Rerresentative 


CHICAGO _. D- A. WEIDLER 520 N. Michigan Ave. 


Manager Phone. Superior 


A. F. McKINLEY. Sales’ Ma 
NEW YORK room 1641 Grand Central Terminal Bldg. 


Phone, Murray Hill 5 - 5583 
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Large Attendance at Middle Atlantic 


PHILADELPHIA, Pa., Jan. 20.—The largest 
attendance and one of the most comprehen- 
sive programs it has ever presented marked 
the forty-ninth annual of the Middle Atlan- 
tic Lumbermen’s Association, held Tuesday, 
Wednesday, and Thursday, Jan. 14-15-16, at 
the Bellevue-Stratford Hotel, this city. 
Registration totaled slightly more than 1,000, 
and sixty exhibitors were represented. A 
feature was announcement of an increase in 
the executive staff and the creation of eight 
additional directorships, looking toward ex- 
pansion of services to members. 


Elect Officers for 1941 


J. Hammond Geis, of the John H. Geis 
& Co., Inc., Baltimore, was elected presi- 
dent, and Joseph W. Brosius, of the Brosius 
& Smedley Lumber Co., Wilmington, Del., 
vice president. Ray E. Latshaw, certified 
public accountant and formerly chief exam- 
iner of the Pennsylvania State Department 
of Insurance, was made treasurer, and Rob- 
ert A. Jones, director of public relations, 
became manager of the organization. J. 
Il‘rederick Martin was re-elected secretary. 

The general theme was “Results in 1941 

-Not Excuses.” 

One of the highlights was presentation 
Wednesday afternoon of the association’s 
annual Silver Plaque Award to H. R. Nor- 
thup, secretary-manager of the National Re- 
tail Lumber Dealers’ Association, recognizing 
his Small Homes Demonstration program for 
1940 as the outstanding service of the year 
for the lumber industry. 

The first general events, following the an- 
nual meeting of the board of directors Tues- 
day morning, were simultaneous open forums 

one on the Cost of Doing Business, Tax 
Problems, and effects of the Wage and Hour 
Law, conducted by O. V. Wallin, of Wolf 














Lindsey 8-Wheel 

Tractor Wagons are >; 5227p 
ideal for tractor log- ‘yy la Loon 
ging. They are used fa Position 


singly or in trains. to Load- 


LINDSEY 
8-Wheel 
Log Wagons 


continue to do the 
job cheaper and bet- 
ter for the practical 
logger. 


LINDSEY 
WAGON CO. 


Sole Manufacturers 





For snaking and 
bunching = o 

. Self-Loading S - 
Laurel, - Miss. ders. 


and Co., accountants; and the other on 
Freight Audits and Traffic Problems, con- 
ducted by Raymond S. Henning, traffic en- 
gineer and consultant. Both discussions were 
continued through morning forums on each 
of the remaining two days of the conven- 
tion. 

Following the official opening by George 
P. Kingsley, retiring president, Tuesday af- 
ternoon, the delegates were welcomed by 
Director of Public Welfare Charles A. 





J. W. BROSIUS, 
Wilmington, Del.; 
“Convention 
Changes” 


ARTHUR A. HOOD, 
New York City; 
“Masked Prophet” 


Grakelow, acting on behalf of Mayor Robert 
E. Lamberton. 

Joseph W. Brosius in a brief address 
called attention to the changes which have 
taken place in convention meetings in the 
past twenty years. “We could almost call the 
modern convention a school,” he declared. 
“If we are to make the most of our oppor- 
tunities, and in many instances make a 
profit, we must be well informed on the 
entire national picture. Consequently, con- 
ventions such as this have taken on an im- 
portance probably totally unforeseen not so 
many years ago.” 


Speaks on Home Values 


Lester Townsend, vice president, First 
Mortgage Co. of Philadelphia, read a paper 
prepared by Philip W. Kniskern, president, 
National Association of Real Estate Boards 
and president of the First Mortgage Co., 
who was unable to keep an engagement to 
speak himself. Mr. Townsend cited the non- 
technical and sometimes almost intangible 
values which make the difference between 
a house and a home. 

Other speakers Tuesday afternoon were 
William P. Carson, manager of financial re- 
lations of FHA in the Middle Atlantic ter- 
ritory, who outlined sales opportunities pre- 
sented by the FHA; and Kenneth C. 
Robertson, assistant to the administrator in 
the legal division of the Wage-Hour Divi- 
sion in Washington, who interpreted the 
Wage-Hour Law and answered questions re- 
lating to specific applications. 

Speakers on Wednesday afternoon were 
Carlton K. Matson, director of public rela- 
tions of the Libby-Owens-Ford Glass Co.; 
Spencer D. Baldwin, chairman of the legis- 
lative committee of National Retail Lumber 
Dealers’ Association; and Roy Wenzlick, 
real estate specialist, of St. Louis. 





“Retailers of lumber and other building 
materials,’ Mr. Matson said, “have seen a 
new type of dwelling take its place on the 
construction horizon during the past few 
months, and know that it is an answer to 
their problems of how to make a small resi- 
dence more beautiful, convenient, cheerful, 
and generally appealing to the great mass 
market which is ready to buy.” He referred 
to the “Design for Happiness” home which 
is sponsored by his company, which is being 
promoted through a technicolor film. 

Special events on Wednesday were a lunch- 
eon and 1941 style show for the ladies in the 
Burgundy Room of the Bellevue-Stratford 
Hotel at noon; a card party, entertainment, 
and tea, presented for the ladies later in the 
afternoon by the J. R. Quigley Co. 


Final Day of Convention 


Thursday, the final day, brought the elec- 
tion of officers and directors; the presenta- 
tion of the Costellodge Trophy (a silver 
cup) to Donald S. Willis, of Pennsgrove, 
N. J., for top score in the annual trap shoot 
held at Costellodge in the Pocono Moun- 
tains, through the courtesy of the J. R. 
Quigley Co.; and addresses by Arthur A. 
Hood, director of dealer relations of the 
Johns-Manville Corp.; John IF. Sears, spe- 
cial agent in charge of the Philadelphia di- 
vision of the FBI; and Capt. Eric H. Biddle, 
World War flier, head of the United States 
Committee for the Care of European Chil- 
dren, and eye-witness of the recent bomb- 
ing of London. 

Mr. Hood presented a dramatic dialog en- 
titled “10 Steps to 10% Net,” the speakers 
in which were Mr. Hood himself and a fig- 
ure identified only as “The Masked Prophet,” 
representing “the most successful dealer in 
America.” Mr. Hood declared that “No 
other industry could possibly contribute as 
much to the solution of our unemployment 
problem as the small construction industry.” 

Directors elected were: Watson Malone, 
Philadelphia; Frank Romig, Allentown, Pa. : 

. T. Armstrong, Ashley, Pa.; Dennis 
Wright, Bloomsburg, Pa.; Richard C. 
Scully, Coatesville, Pa.; Claude Ryan, Lan- 
caster, Pa.; Henry Palmer, Langhorne, Pa.: 
Jacob Keehn, Oley, Pa.; Charles Scheetzs. 
Jr., Millersburg, Pa.; Frank Buechley, 
Pottsville, Pa.; George Peck, Scranton, Pa.: 
John Lundy, Williamsport, Pa.; Ellis Wam 
baugh, York, Pa.; Maurice O'Neill, Camden, 
N. J.; Arthur Shoemaker, Ocean City, N. 
J.; D. F. Shields, Greenville, Del.: J. H. 
Geis, Baltimore, Md.; Elias Nutte, Denton. 
Md.; Hunter Bowers, Frederick, Md.; and 
Ez. A. Laken, Hagerstown, Md. 





Buys Oak for Cooperage 

MeEmpPHis, TENN., Jan. 20.—Award of 25,- 
000,000 board feet virgin white oak, now 
standing in the Ozark national forest, to the 
Chickasaw Woods Products Co., of Mem- 
phis, has just been announced. The success 
ful bid was for $27.87 per thousand, plus 
deposit of 50 cents for dale area betterment. 
The oak will be manufactured into cooperage 


at Russellville, Ark. 
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"Trees and Homes" Is Subject 
of Beautiful Color-Sound 


Tacoma, Wasu., Jan. 18.—The premier 
showing of the new technicolor sound film, 
“Trees and Homes,” was held in the beauti- 
ful theatre at Lakewood Center, Wash., a 
few miles south of Tacoma. It was _ pre- 
sented by the manufacturers and distributors 
of Weyerhaeuser Forest Products. The pic- 
ture was produced by the celebrated travelog 
picture producer, James H. Fitzpatrick, who 
was presented to the audience by Roderick 
Olzendam, director of public relations for 
the Weyerhaeuser Timber Co. Mr. Olzen- 
dam spoke of Mr. Fitzpatrick as “The 
Voice of the Globe” and the man who has 
traveled 750,000 miles during the last eleven 
years to all parts of all the countries in the 
world. 

Mr. Fitzpatrick explained that production 
of this picture was his first experience with 
a so called “commercial” film. He said that, 
to his surprise, it had been one of the most 
pleasant assignments he had ever had. 

The picture showed the splendid scenery 
of the rugged Northwest timbered country 
in its beautiful natural coloring. Policies in 
harvesting the matured timber crop of the 
Northwest were graphically explained. 

The preview was followed by dancing and 
refreshments in the Lakewood Community 
hall. The Lakewood theatre, where the pic- 
ture was shown, and the community hall, 
where the refreshments were served, are two 
of the units in a delightful rural community 
development built during the last few years 
on this lovely site southwest of Tacoma near 
Gravelly Lake and Fort Lewis. Norton 
Clapp, a Weyerhaeuser Timber Co. stock- 
holder, is responsible for the development 
of Lakewood Center. 





Joins "Show" Plant Catering 
to Mixed Car Trade 


ENUMCLAW, WaAsH., Jan. 18.—Paul Mor- 
gan, who until recently was plant superin- 
tendent for the Snoqualmie Falls Lumber 


Co., Snoqualmie Falls, Wash., has been made 
assistant general manager of the White River 


Lumber Co., Enumclaw. Mr. Morgan, al- 
though still a young man, has had many 
vears of experience in some of the larger 
operations of the Douglas fir area. He spent 
several years at the various fir operations 
* the Hammond Lumber Co. at Astoria, 
Garibaldi and Mill City, as well as promi- 
nent Columbia River operations. 

Louis Olson is vice president and general 
manager of the White River Lumber Co., 
of which J. P. Weyerhaeuser, Jr., is presi- 
dent. Mr. Olson has been actively asso- 
ciated with the company since it started in 
husiness 44 years ago, with Mr. Olson as 

partner and superintendent. During those 
years he has always Deen one of the operat- 
ing heads of the organization, and during 
the last several years has been vice presi- 
dent in charge of operations. He has now 
heen given the title of vice president and 
general manager. 

At the Snoqualmie Falls Lumber Co., Mr. 
Morgan has been succeeded as plant mana- 
ger by V. Bashaw, who has been Mr. Mor- 
gan’s assistant for some time. 

White River 
pioneer Douglas fir operations engaged in 
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the interstate rail trade. For more than 
four decades it has been operating at the 
same location and, strange as it may seem, 
the company today owns enough virgin 
timber to continue its large-scale operation 
for another forty years or more. 

Of course during the life of the operations, 
as the plants grew obsolete they were re- 
placed with new ones, the last of which was 
built completely new about eleven years 
ago. This is one of the show plants of the 
Pacific Coast region, and it caters almost 
exclusively to the rail trade, being well 


equipped for mixed-car service with its pro7 


duction of Douglas fir and western hemlock 
lumber and red cedar shingles. 


Company's Truck Sales Set 
New High Record 


Detroit, MIcH., Jan. 15.—U. S. domestic 
shipments of Dodge ‘“Job-Rated” trucks dur- 
ing the last quarter of 1940 were the larg- 
est for any last quarter in the history of the 
company, according to L. D. Cosart, sales 
manager, truck division, Dodge Brothers 
Corp. They exceeded the highest previous 
last quarter in 1935 by 44.9 percent. 

December, 1940, shipments, up 62.2 per 
cent over the same month a year ago, also 
set an all-time record. They were 39.8 per- 
cent above the highest previous December, 
which was also in 1935. 
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Lymber Co. is one of the 





and paying ability. 


baggage” to pay for. 


than 60 years. 





® The Credit Service he uses is ‘geared’ to his needs. 
him definite and complete coverage of the Lumber and Wood- 
working Industries—just the information he wants—no “excess 


Ne 


Worries 


@ When this Sales Manager receives an order, he turns to a 
Rating Book where he knows he will find up-to-date information 
—because the book is supplemented twice-a-week. 


@ He knows what is going on in the industry—he learns of the 
new concerns starting up, prospective buyers of his firm's prod- 
ucts — of Credit Rating changes of the firm's customers and 
prospects,” and of any happenings that affect purchasing power 


lt gives 


@ He uses the Lumbermen’s Red and Blue Book Service of credit 
and sales information, on which lumbermen have relied for more 
It meets his needs to a “T.” 


@ If you sell in wholesale quantities to buyers of lumber and 
allied products, it will fill your needs exactly. Let us prove it by 
30 days use of the complete service ON APPROVAL and without 
obligation. Write our nearest office. 


The services of our Collection Department are always 


available to you, and the rates are reasonable. 


Lumbermen’s Credit Association Inc. 
608 S. Dearborn St. CHICAGO -- 99 Wall St. NEW YORK CITY 
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NORTHEASTERN DEALERS 
ANALYZE THE PRESENT 


New York, N. Y., Jan. 21.—The 47th an- 
nual convention of the Northeastern Retail 
lLumbermen’s Association was officially 
opened at 2. o'clock, with President F. 
Howard Hinckley of Yarmouthport, Mass., 
in the chair. Gradually the Georgian room 
was filled by several hundred participants 
until “standing room only” was taken up. 
The opening address of welcome to the city 
was made by Andrew H. Dykes, president 
of the Dykes Lumber Co. of New York City. 
President Hinckley and Secretary-manager 
Paul S. Collier followed, the former—a vet- 
eran of the first World War—reviewing the 
trend of the normal yard trade and the ab- 
normal call for lumber that has developed 
through the year in supplying the require- 
ments of the Defense Program, while Sec- 
retary Collier resorted to a series of moving 








F. H. HINCKLEY, 


Yarmouthport PAUL S. COLLIER, 
a no port. 7 
hoc Rochester, N. Y.; 


President Secretary - manager 


pictures graphically depicting the many im- 
portant services to members supplied by the 
home office in Rochester and by its staff of 
field workers. 

The report of W. G. Sweet of Elmira, 
N. Y., as treasurer was followed by the re- 
port of W. F. Severn of Bridgeport, Conn., 
as national counsellor to the Chamber of 
Commerce of the United States, in the course 
of which he stressed the point that never 
before in its history had the activities and 
accomplishments of that organization been 
of such vital importance to the well-being 
of business and industrial life. 

I. N. Tate, vice president of Weyerhaeuser 
Sales Co., St. Paul, Minn., opened his ad- 
dress “This Changing Lumber Picture” with 
a chatlenge to the lumber industry to im- 
press its importance more strikingly than 
it had in the past. Mr. Tate traced 
“this changing lumber picture” by comparing 
the position of lumber during the two world 
wars, greatly to the advantage of lumber’s 
status in 1941. He outlined economic, social, 
industrial and political conditions, and very 
definitely predicted that the current year 


held promise for all branches of the lumber 
industry. He felt that there might be at- 
tempts at price fixing by government agen- 
cies, but that the law of supply and demand 
would continue to govern price trends, and 
free competition would hold prices at a fair 
level above cost. He also made a plea for 
rational forestry practices, and urged that 
trees be grown on the millions of acres of 
cleared land that are suited to no other use. 
Referring to the national debt and the spend- 
ing program of recent years as wasteful and 
unsound, he declared that the lumber indus- 
try was none the less patriotically devoted 
to the current spending program for Defense 
as it was both justified and necessary. 

The afternoon program came to an end 
with an interesting talk by Roy Wenzlick of 
St. Louis, president of Real Estate Analysts, 
Inc. This was his fifth annual appearance 
on this program. With a series of charts, 
graphs suspended from the wall, he traced 
many economic trends, including real estate 
and commodity values. 

Registrations to date are heavy and 
threaten to outstrip the total of 3,000 reached 
one year ago. The slogan for this year’s 
convention is “Be Prepared.” 





Ontario Dealers Announce Plans 
for Twenty-fourth Annual 
Toronto, Onvt., Jan. 6.—Preparations are 
now well under way for the 24th annual 
convention of the Ontario Retail Lumber 
Dealers’ Association. While the program 
will follow the pattern of previous conven- 
tions, this will be the first convention fol- 
lowing a complete year of war effort by 
Canada and undoubtedly the problems pe- 
culiar to the period will bulk large in the 
discussions. The convention will commence 
on the morning of Thursday, Feb. 13, and 
continue until noon on Saturday, Feb. 15. It 
will be held at the Royal York Hotel, 

Toronto. 





Southern Hardwood Convention 


Dated 


New OrzeANs, La., Jan. 22.—Southern 
Hardwood Producers (Inc.), which has 
headquarters at Memphis, Tenn., will hold its 
annual meeting at the Roosevelt Hotel, New 
Orleans, March 26 and 27—it has just been 
decided by a meeting of the board of di- 
rectors held here. 





Wartime Matters to Feature 
Canadian Convention 
MontTrEAL, Qvue., Jan. 20.—A_ deviation 
from the usual program to meet the special 
needs of wartime will be a feature of the 
“3rd annual meeting of the Canadian Lum- 
hbermen’s Association in the Mount Royal 
Hotel at Montreal on Feb. 4-5. Arrange- 
ments are being made for two luncheon 
meetings at which outstanding speakers will 
be asked to address those in attendance. The 
program itself will also lay greater empha- 

sis than usual upon business discussions. 
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Heads National Defense 
Production Division 


The production end of mobilization of this 
country’s industrial forces for defense is un- 
der the direction of John D. Biggers, presi- 
dent of the Libbey-Owens-Ford-Glass Co. 
Mr. Biggers, who has been chief aide to Wil- 
liam S. Knudsen, 
since President 
Roosevelt created the 
National Defense 
Advisory Committee, 
is now head of the 
production — division 
of the new Office of 





JOHN D. BIGGERS, 
Defense Production 
Head 





Production Manage- 
ment. 

In this position 
the glass company 
executive has the re- 
sponsibility of assist- 
ing private manufac- 
turers to keep pro- 
duction of defense 
materials up to schedule during the next 
24 months. In describing the new pro- 
duction division Mr. Biggers said it would 
operate “in between procurement and inspec- 
tion,” or between the award of contracts by 
the Army and Navy and the point where 
finished articles are ready for delivery. We 
are going to make the utmost use of business 
organizations that exist and step in to help 
them as their problems develop.” 

While much of his time is spent in Wash- 
ington remains in close touch with Libbey- 
Owens-Ford activities and continues as presi- 
dent of that company. 


Attempt to Modify Influences 
That Advance Prices 


[Special telegram to AMERICAN LUMBERMAN] 

WasHincton, D. C., Jan. 23.—Defense 
Price Commissioner Leon Henderson today, 
in an announcement to members of the Lum- 
her and Timber Products Committee of the 
National Defense Advisory Commission, 
threatened the industry with a draft of lum- 
ber by the Government, if lumber prices are 
not reduced. M. L. Fleishel, chairman of 
the Committee, had explained that pyramided 
bidding by holders of cost-plus-fixed-fee 
contracts, Wage and Hour law provisions, 
and increased prices of standing timber are 
responsible for increased prices. The Price 
Commissioner countered with the statement 
that the price index of lumber is much 
higher than that of other needed commodi- 
ties. He expressed willingness to work with 
the lumber industry toward the solution of 
its problems. Mr. Fleishel pledged the lum- 
ber industry to full support of all phases of 
the National Defence program. 








e 
Manages Plywood Firm 
Frank L. Zaug, treasurer and general 
manager American Plywood Corp., New 
London, Wis. has been elevated to the presi- 
dency. It makes paneling aircraft material 
and “New Londoner Hollow-Cone” flush 


doors. 
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Among Lumbermen's Clubs 


NYLTA Elects Directors; 
to Choose Officers 

New York, N. Y., Jan. 16—On Wednes- 
day evening, Jan. 15, a large number turned 
out for the annual NYLTA meeting. 

President Howard R. Cummings occupied 
the chair and gave an address of welcome 
io the members, pointing out the special 
need in times like these for organizations 
such as the New York Lumber Trade Asso- 
ciation to be in a position where it could 
properly function and assist in Defense. 

Secretary Fred W. Ritter gave a complete 
report of the work undertaken by the asso- 
ciation during the past year. In closing, 
Ritter said, “I believe the year 1941, for 
business of all types, will probably be the 
most momentous through which we have 
passed. The urgencies of Defense will no 
doubt see our government take action that 
will not only affect business enterprise dur- 
ing this emergency, but will in all probability 
change its permanent position in our eco- 
nomic society.” 

The officers will be elected by the board, 
which was elected at this meeting, when 
they meet in the latter part of January. 





Racine-Kenosha Lumbermen 


Reelect All Officers 

KENOSHA, Wis., Jan. 20.—All officers of 
the Racine-Kenosha County Lumbermen’s 
Club were reelected at the annual meeting 
at the Elks Club here. They are H. J. Trow- 
hridge, Kenosha Lumber & Coal Co., presi- 
dent; John A. Huck, Union Grove Lumber 
& Coal Co., secretary-treasurer. 


Promotional Work Wins Defense 
Orders for Oak Flooring 


MempPHis, TENN., Jan. 21.—Oak flooring 
will be utilized in a number of Defense 
housing projects, instead of other materials, 
because of promotional work done by the 
National Oak Flooring Manufacturers As- 
sociation and the trade promotion committee 
of the Lumbermen’s Club of Memphis— 
Ralph E. Hill, club committee chairman, told 
the club at its first 1941 meeting here. Mr. 
Hill is also secretary-manager of the Na- 
tional Oak Flooring Manufacturers Associa- 
tion. In one project in southern California 
alone, he said, a million feet of oak flooring, 
made in the South, will be used. 

Richard H. Bodine, newly-elected presi- 
dent, wielded the gavel for the first time. 
Committee reports showed that the club is 
in good financial condition, and has slightly 
less than two hundred members. 


Columbus Lumbermen's Club Re- 
elects Officers 


CoLtumsBus, Onto, Jan. 17—The annual 
meeting of The Lumbermen’s Club of Co- 
lumbus was held Jan. 17, at the Ft. Hayes 
Hotel. J. W. Slyh, chairman of the nom- 
inating committee for officers to serve in 
1941, recommended all 1940 officers be re- 
elected and this was done. Harold R. 
Frankenberg, Thrift Lumber, Inc., retains 
the presidency. Also reelected were Vice 
president T. D. Bates of H. H. Giesy & 
sros. Co.; R. R. Adams, also of the Giesy 








company, treasurer, and Kred V. 
Dillow Lumber Sales Co., secretary. 

The executive committee is considering a 
suitable location down town for a daily in- 
formal luncheon meeting place for all lumber 
men. The organization is composed of local 
and central Ohio retail lumber dealers and 
allied trades, and was formed for the pur- 
pose of promoting the interest of all persons 
connected with the lumber and timber prod- 
ucts industry, and to encourage the increased 
use of wood. 


Collins, 
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Drive Nets 21 New Members 


SPOKANE, WASH., Jan. 20.—The new year 
has started out auspiciously for the Spokane 
Hoo-Hoo club with a total of 21 new mem- 
bers signed up. A unique membership cam- 
paign was used. As a Christmas present, Ro- 
land Bayne, veteran of the order, was present- 
ed with a brace of ducks, Wacky and Quacky, 
and he was given orders to secure a new 
member before turning his charges over to 
a brother Hoo-Hoo with like instructions. 
}fe got his man in a hurry and thereafter 
the ducks made a rapid tour of the offices 
and yards of Hoo-Hoo members, evoking 
hilarity—and new members. 





Put Inventory to work 


--Makes 
an A-1 
basis for a 
loan when 
collateral- i -asNSeree. 
ized by Ee 


Feld Warehousing hy Douglas Guarkan 


Many companies in the lumber industry can readily find the 
short term funds they need in their Inventory. How well the 
arrangement works out for the company and how acceptable 


the resulting loan is to the bank is a matter we'd like to present 
to you specifically. 


Why not “Talk it Over” 


Working out of our 15 offices are competent men trained to supply 
you with full information about Field Warehousing in general, and 
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ownet Douglas-Guardian service in particular. We're working with the finest 
) . s ay 

eres, 2 bankers in every section of the country. “Over 18 years’ experience.” 
s* se? 


SEND THE COUPON telling us you're interested in having a Douglas- 
Guardian man call—or asking for our FREE booklet. 


DOUGLAS - GUARDIAN 
WAREHOUSE CORP. 


Nation - wide Field Warehousing Service 


Suite 1103 106 W. Monroe St., Chicago, Ill. 
118 No. Front St., New Orleans, La. 


Dallas, Texas San Francisco, Cal. Atlanta, Ga. 
Memphis, Tenn. Los Angeles, Cal. New York, N. Y. 
Rochester, N. Y. Springfield, Mo. Springfield, Mass. 
Tampa, Fla. Easton, Md. Cleveland, O. Portland, Ore. 


Pett wee ee ee eee ee 


{ DOUGLAS-GUARDIAN WAREHOUSE CORP. 
Suite 1103 106 W. Monroe St., Chicago, III. 


( ) Tell your ‘“Douglas-Guardian 
Man’’ to call when in our neigh- 
borhood, with understanding that 
such call entails no obligation. 





( ) Send us your booklet, ‘‘Finaneing the Modern Way.”’ 


Company name 


Address 


For the attention of 





































































They're loading the lumber. To- 


night it will be on its way. 


First-hand contact 
with the producers 
... That’s what counts 


LOCATING THE RIGHT KIND OF 
STOCK ... buying for PROMPT load- 
ing ... seeing that your order is 
ACCURATELY filled .. . getting ship- 
menis on their way at the earliest 
possible moment. . These are the 
services performed efficiently and eco- 
nomically by the right kind of West- 
ern Lumber Wholesalers. 


Right now, LOCATING the stock is 
an all-important factor of distribution 
and probably will be so for some 
time to come. 


The Western Wholesaler is out on the 
firing line. Out where the big trees 
grow, where the big mills are hum- 
ming. He is in constant touch with 
hundreds of mills. His organization 
is a clearing house for Western Soft- 
woods. Let the Western Wholesaler 
take care of your needs in Douglas 
Fir, Ponderosa Pine, Western Red Ce- 
dar, Idaho White Pine, West Coast 
Hemlock, California Sugar Pine. 


Below are listed Western Wholesalers. 
They will help you solve your prob- 


lems. 
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THE LUMBERMAN POET 





ENCOURAGEMENT 
From Issue of October 28, 1905 


I hold him dearest who aspires 
To kindle in my heart the fires 
Of best desires. 


I hold the man of all most dear 
Who, when I stumble, draweth near 
With word of cheer. 


I hold that man of best intents 
Who giveth me not paltry pence 
But confidence. 

For there are men who quick caress 
Will give to laurel crowned success 
To nothing less. 

But, oh, how dearer far are they 
Who help me on the upward way 
When skies are gray. 


If so it be that I attain 


The mountain peak, and leave the plain 


And paths of pain. 


My prayers shall first be upward sent 


For those dear friends of mine who lent 


Encouragement. 


THE BROTHERHOOD OF THE 
FOREST 


From Issue of October 28, 1905 


I love the man who loves the wood, 
Whate’er his creed, whate’er his blood. 
I may not know his native land; 

His creed I may not understand ; 

But, when we meet within the wood, 


There each is silent—understood. 


We worship then at selfsame shrine; 
We see the same celestial shine 

On lustrous leaf, on petaled flower; 
We feel the selfsame grace and power; 
Yea, kneeling on the selfsame sod, 


We worship both the selfsame God. 


I give who loves the wood my hands, 
For here is one who understands ; 
Who loves the wood I give my heart, 
For there responsive echoes start; 
We meet in this sweet brotherlhood— 


We meet as brothers of the wood. 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 














The General Car Shortage 

One would suppose the 
universal car shortage, 
which is now apparent, 


would induce a production pate in 
of various organizations of 


of more freight cars than 
seem to be manufactured which 
at the present time. 
* . ” 

A Minnesota Character— 

One of the most unique 
characters engaged in the 
lumber business in the 


Thomas 
it is for attending conven- 
tions, and he never misses 
an opportunity to partici- 


weakness, upon selling lumber 


table is printed as 


business card. 











cheap as any dealer in the 
Northwest, and the follow- 
ing table gives some idea 
deliberations of the variety of stock 
carried by him, as well as 
a member. his method of alphabeti- 
cally listing items for 
reference and convenience 
in making quotations. The 


appears on the back of his 








DUNCAN LUMBER COMPANY, INC. 


Distributors for EATONVILLE LBR,. CO. 


A “One Stop Station” for Lumber and Shingles, 


SEATTLE, WASH. 





Mauk Seattle Lumber Company 


Our Specialties: HOMESTEAD Brand Shingles, 


2x4-8’ Fir Dimension, SEATTLE, WASH. 





Morrill & Sturgeon 
‘- Lumber Co. 


the Mark of Quality 


Yeon Bidg., Portiand,Ore. 





CARL SODERBERG 


Spokane, 
Manufacturers and Wholesalers 


(Sawmill: Pine 
Products Corp., 


LUMBER COMPANY Prineville, Ore.) 


Washington 





WALES LUMBER COMPANY 


Old National Bank Building 


SPOKANE, - - - WASHINGTON 








Northwest is J. H. Thomas, 
who is sole proprietor of 
the Young America Lum- 
ber Co. at Young America, 
Minn. Delegates who were 
present when the North- 
western Lumbermen’s 
Association was formed at 
Minneapolis last winter, 
ean not fail to remember 
Mr. Thomas and his strong 
arguments against favor- 
ing the capitalists at the 
expense of the small 
dealer. He is a man 
of marked characteristics, 
and in personal appear- 
ance somewhat resembles 
the typical Yankee, as will 
be seen by the accompany- 
ing “portrait.” If Mr. 








He has not yet joined the 
Northwestern association, 
but Secretary Hollis does 
not despair of securing 
him before the next annual 
meeting and banquet. Mr. 
Thomas’ prides’ himself 





ALPHABETICAL REFERENCE 


Brackets ..0cses 
ok ee 
SSA ee 
ee, OCR 
Barn Paints ... 
Building Paper. 
Oe 
COGE DOE scene 
Corner Beads .. 
CRE sewesiws 
Cements ....... 
oe ee 
Drop Siding ... 
Eaves Troughs .. 
Fencing ....... 
Flooring ....... 
Fence Posts .... 
Fence Pickets .. 
Floor Paints ... 
Finishing ...... 
Glass, all kinds. 
Gang-sawed 
Lumber ..... 
aa 
Inodorous Board. 
Kiln Dried 
[Pe 
RY diy arisacons 
rena 
Moulding ...... 
New Style Lath. 
0. G. Battens.. 


Oil, Linseed ... 


PUNE SbSccceee 


Posts (7 to 12 
feet) rT. 
Plaster Paris . 
Portland Cement. 
Quick Lime ...- 
Red Paints ...-+ 
Roof Paper ...- 
eee 
Stuecd ...ccccee 
Stock Doors ..- 
Shingles ....-- 
Scantling ....++ 
Sheathing ...-- 
Sills oe 
Siding ..cecccese 
Stock Boards .- 
Spring Hinges... 
Sereen Doors 
Ship Lap ....-- 
Supporters ...-- 
Sand (for Pluck 
& plast.) ' 
Tar Board 
PapOr .ccccce 
Timbers . 
Transoms ...-++ 
Universal 
Mouldings 
Varnishes .. 
Whitewash 
EAC 26. cceens 
Windows, 
Glazed ...-++ 
Ete., Ete. .. 





















House Plan No. 267 
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Back in 1917 and 1918 the United States 
was at war, and one of its problems was to 
secure production of raw material for war 
purposes. Prominent among the materials in 
heavy demand at the time was Sitka spruce, 
used for the manufacture of airplanes. In 
order to speed up production, the United 
States Government began the development of 
logging and sawmill operations in some of 
the fine timber stands that contained consid- 
erable of this much desired species. 

The most ambitious of these Government 
sawmill plants was started at Toledo, Ore., 
near Yaquina Bay, and in one of the great 
stands of old-growth timber, which contained 
a large percentage of Sitka spruce. This 
plant was never completed by the Govern- 
ment because the need for speed-up pro- 
duction ceased with the Armistice. 

The property was taken over by a group 
of lumbermen, headed by the late C. D. John- 
son, and the sawmill completed and put into 
operation. Also there was other timber 
tributary to this big plant, which took its 
place in private lumber manufacturing. 

Now once again much of the world is at 
war and, while the United States is not en- 
gaged in combat, it is strenuously working 
on a Defense program and there is a great 
demand for construction materials. So this 
great plant of the C. D. Johnson Lumber 
Corp. is engaged in supplying large quanti- 
ties of war materials. 


England Uses Sitka for Combat Planes 

It is operating two shifts, producing daily 
650,000 feet of lumber, of which 30 percent 
is Sitka spruce. While it is true that United 
States airplanes are now being made mostly 
of metals, Sitka spruce airplane stock is 
much in demand in England, where it is con- 
sidered a superior material for construction 
of combat planes. The British, and in fact 
practically all Europeans, claim that wood is 
superior in many ways for such planes. It 
takes more shot holes to disable a wooden 
plane. In combat work, there are many 
cases where planes have to make emergency 
landings in rough fields, and when a wood 
plane comes down with a great deal of force, 
the material will spring back into place, 
while a metal once bent out of shape must 
be repaired. Then, too, the wood plane may 
be repaired on the field, but the metal plane 
has to be taken to a well equipped shop. 

One of the most important features of any 
sawmill operation, in the eyes of Dean John- 
son, president C. D. Johnson Lumber Corp., 
is its personnel, their esprit de corps. One 
of the gratifying things in the history of 
this company is the employer-employee rela- 
tionship. 


Systematically Seek to Prevent Accidents 


Also one of the things that has been con- 
sidered of great importance to the manage- 
ment has been accident prevention. This com- 
pany employs a full-time safety manager, 
whose business it is to organize the crew, 
inspect equipment, stimulate safety conscious- 
ness, recommend safety equipment, and in 
tact to do everything possible to prevent in- 
juries to men, and also to see that the men 
receive the utmost care if and when they 


Men and Management Pull Together 
at Mill Specializing in Sitka Spruce 


have been injured. Once a month the safety 
manager holds a meeting, which is attended 
by the heads of all the different departments. 
Such a meeting was held Thursday, Nov. 28, 
and, that being the so called old-fashioned 
Thanksgiving day, this group of foremen, 
superintendents, and various department 
heads, to the number of about fifty, sat down 
to a turkey dinner in the company restaurant. 
Each man present was given a copy of the 
company’s record for the past month and 
for the year to date, showing man-hours 
worked by each department, the number of 
accidents, days lost, accident frequency rate, 
and accident severity rate. The accident 
frequency rate is derived from a formula 
which shows the number of accidents that 
would occur per one million man-hours at 
the comparable rate for the department. The 
accident severity rate is the number of days 
lost per one thousand man-hours. 


President Suggests Better Night Lighting 


Leroy Hawkins, safety manager for the 
company, pointed out that the 1939 accident 
record for the company was better than the 
1938, and the 1940 record so far is better 
than the 1939, but he still insisted that there 
was much room for progress. The records 
showed the company has operated 1,208,507 
man-hours up to Oct. 31, has had 169 acci- 
dents; number of days lost, 3,483; with a 
frequency rate of 139, and a severity rate of 
2.88. Every man in attendance was called 
upon to report on those accidents charged 
against his department, and to make any 
suggestions for their prevention. At the con- 
clusion, the chairman, Mr. Hawkins, called 
on President Johnson, who, among other 
things, recommended increasing and improv- 
ing the plant lighting for the night shift. 

Heading the list of departments was the 
dry kiln with no accidents, but the one with 
actually the best record, because of the 
much larger number of man-hours, was the 
monorail and carrier department, showing 
one accident and two days lost time for the 
year to date. 





Western Pine Reviews a 


Fairly Good 1940 


PorTLAND, ORrE., Jan. 16.—Production of 
western pine lumber in 1940 totaled approxi- 
mately 5,200,000,000 board feet, a review of 
the year’s record of mills in eleven Western 
States reveals. Output of western pines is 
second only to that of Douglas fir and as- 
sociated species of the Pacific Northwest, 
production of which in 1940 totaled 7,086,- 
865,000 board feet. Manufacturers report a 
fairly profitable year in 1940, due to sharp 
increase in demand in the last quarter, the 
direct result of Defense buying. During 
the first three quarters of the year, it is 
generally stated, profits were negligible. 
Mills have been able to supply the trade with 
most of its needs, despite the emergency de- 
mand late in the year, and now, with peak 
of demand passed, trade needs are being well 
filled, it is said. Outlook for 1941 continues 
favorable. 















Because its faster .. . 
more accurate ... and 
easier to operate! 


This new Type GP DeWalt model is 
available in several sizes, ranging 
from 112 to 3 HP. Offers the same 
world-famous “flexibility” found in 
larger DeWalts. Wire, write or phone 
for more data... 


PRODUCTS 

DE WALT prea s 
535 Fountain Ave. 

LANCASTER, PA. U. S. A. 
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You'll like the Lennox inSt. Louis,too. 
Here in a handy downtown loca- 
tion, you'll find cheery, comfortable 
surroundings ... sleep-inviting beds, 
famous food and drink...everything 
to make your stay pleasant. 


All rooms have private bath and 
guest-controlled radio. Rates: 50% 
of all rooms $3.50 or less, single; 
$5.00 or less, double. 
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Associations’ Plans and Activities 


Oak Flooring Manufacturers See 
Favorable Year 

MemPHIs, TENN., Jan. 20.—The annual 
meeting of the National Oak Flooring Man- 
ulacturers’ Association was concluded here 
Jan. 8. The meeting was well attended and 
was decidedly optimistic insofar as the out- 
look for new residential construction was 
concerned. 

According to Ralph E. Hill, secretary- 
treasurer, the dealers have not bought any- 
thing now for a month or more, but resi- 
dential contracts are increasing and with 
anything like a breaking of winter, the deal- 
ers will be in the market. Currently, it is 
estimated that there are over 100,000 car- 
penters engaged in camp construction, but it 
is believed that by the time the frost is out 
of the ground, these men will be interested 
in the prospect of returning home and work- 
ing steadily at a lower rate per hour. 

The manufacturers state that at the pres- 
ent time the industry is 150 percent sold on 
its popular item of 214”, while all sizes and 
grades considered, it is sold 75 percent as 
against 55 percent a year ago. Another 
factor is that they have 14% million feet 
less of stock than they had a year ago, and 
$'4 million feet more of orders. 

Also considered at the meeting was the 
fact that rough lumber has been consumed 
extensively during the past year, and its 
production was reduced. What effect the 
Defense Program may have upon private 
residential construction was also discussed. 

NOFMA directors who were elected for 
1941 are: Wm. G. Whitman, T. C. Mat- 
thews, R. W. Hanly, McEwen Ransom, 
J. G. Smith, D. S. Watrous, Chas. A. 
Briggs, Lyle Motlow, J. T. Erwin and J. 
Ray Greenway. These men then selected 
Wm. G. Whitman as president. 





Southern Pine Association to 


Convene in March 

New Organs, La., Jan. 22.—The 26th 
annual meeting of the Southern Pine Asso- 
ciation, comprising lumber manufacturers 
from all Southern states, will be held at the 
Roosevelt Hotel in New Orleans, March 13 
and 14, H. C. Berckes, secretary-manager, 
announced here today. 

Among the important matters for consid- 
eration at this meeting, Mr. Berckes said, is 
continued cooperation of Southern pine man- 
ufacturers with the government and Defense 
industries in providing lumber for the De- 
fense Program, and plans for further assist- 
ance to government officials and industries 
engaged on-war orders in procuring lumber 
needed for plant expansion and housing for 
industrial workers. 

The SPA meeting will be held at the same 
time and place as the annual meeting of the 
Louisiana Building Material Dealers Associ- 
ation, dates for which are March 12-14, so 
that the manufacturers and retailers may 
have opportunity to attend sessions of both 
conventions. 

Secretaries of state and regional lumber 
dealers’ associations in Southern pine con- 
suming territory will be invited to participate 


in the SPA convention, Mr. Berckes stated. 
One of the problems now conironting the 
manufacturers is that of maintaining ade- 
quate supply of lumber to fill the needs of 
retail yards and still promptly furnish the 
great quantities of lumber needed by the 
government for its defense construction 
projects. The manufacturers thus far, he 
said, have been able in almost all instances 
to fill dealers’ orders promptly. This sub- 
ject will be thoroughly discussed, with retail 
representatives participating, at the Southern 
Pine Association sessions. 





Michigan Dealers Plan Program 

for Successful Convention 

Granp Rapips, MicuH., Jan. 21.—Promis- 
ing a program packed with outstanding 
speakers, educational and social entertain- 
ment, and unique exhibits, the Michigan Re- 
tail Lumber Dealers’ Association’s plans for 
the annual meeting have been announced. 
Among those scheduled to address the as- 
sembled dealers are Roy Wenzlick, real 
estate economist, St. Louis, Mo.; Ray- 
mond M. Foley, state director for the FHA, 
Detroit; Otto Lieber, Jr., Lieber Lumber 
& Millwork Co., Neenah, Wis.; Irving W. 
Clark, Westinghouse Electric & Manufac- 
turing Co., Mansfield, Ohio; Roger S. Fink- 
bine, president, National Retail Lumber 
Dealers’ Association, Des Moines, Iowa and 
others. 

An extensive entertainment program is 
also planned, both for the men and the ladies 
who attend the convention. Special drawings 
for prizes will be another feature. 





Michigan Salesmen to Have 
Meeting in February 

Detroit, Micu., Jan. 22.—The Michigan 
Association of Traveling Lumber & Sash & 
Door Salesmen announces that it will have 
its annual meeting in Grand Rapids, Mich., 
at the Pantlind Hotel on Feb. 5, and its 
midnight “Frolic” during the evening of Feb. 
5. The latter will also be at the Pantlind. 
30th sessions are in connection with the 
Michigan Retail Lumber Dealers’ Associa- 
tion meeting. 





Wisconsin Dealers Prepare for 
Annual Meeting 


MILWAUKEE, WIs., Jan. 22.—The Wiscon- 
sin Retail Lumbermen’s Association is pre- 
paring again to be host to a representative 
group at the 51st annual convention at the 
Milwaukee Auditorium here on Feb. 18-20. 
Various meetings, convention sessions and the 
building material exposition will all be held 
in different halls of the auditorium. The 
entertainment features and the women’s aux- 
iliary events will be at the Hotel Schroeder, 
only two blocks from the auditorium, Secre- 
tary Don S. Montgomery pointed out. 

With special effort made to provide time 
and encourage inspection of exhibits as an 
integral part of the convention program, 
these dealers find new and improved mate- 


rials and merchandise with intelligent counsel 
at displays so the dealers can in turn advise 
their customers how to adapt these things to 
their own building and remodeling problems. 

In planning the 1941 convention program, 
recognition was given to the problems of 
the industry to be faced during the coming 
year, President C. S. Walker said. Worth- 
while ideas and suggestions will be developed 
by speakers to guide the dealers and assist 
them in formulating merchandising and ad- 
vertising plans and sales policies. Changed 
conditions are to be met and business meth- 
ods must be adopted and readjusted to the 
new order resulting from fundamental 
changes in the national economy. The low 
cost housing program is to be further de- 
veloped and the industry geared to do its 
part in averting a housing shortage resulting 
from expending the defense industries in this 
area. 





Home Show and Annual Meeting 
for Virginia Dealers 


RicHMonpD, Va., Jan. 21.—Plans for the 
Richmond National Home Show, which will 
be held Feb. 18-21, and the annual meeting 
of the Virginia Building Material Associa- 
tion, which will be held Feb. 19-21, are rap- 
idly shaping up, and programs will be sent 
to members the week before the convention, 
according to Harris Mitchell, secretary. 

The home show is opened to the public a 
day before the convention officially opens, 
and will remain open during stated periods 
all during the time that the convention is in 
progress. 

In a bulletin to members, Secretary Mit- 
chell advises, “By detaching yourselves from 
the commanding considerations that take 
your time, minute after minute, hour after 
hour, you will be able to glean ideas during 
your constructive convention that won’t oc- 
cur to you at your desk. For those who 
can attend their annual convention, it will 
pay them in this single direction alone.” 





Philadelphia Wholesalers Elect 
New Officers 


PHILADELPHIA, Pa., Jan. 20.—George L. 
Felter, well known wholesaler of this city, 
was elected president of the Philadelphia 
Wholesale Lumber Dealers’ Association at 
its annual meeting Jan. 9. He succeeds Vin- 
cent S. Clymer, of Wright Bros. Lumber Co. 
Mr. Felter has been in the wholesale busi- 
ness as an individual since 1932. He for- 
merly was secretary of the Arthur E. Lane 
Lumber Corp., of New York. Named as 
directors were David A. Kay, Ralph Souder, 
FE. J. Marriner and Vincent S. Clymer. 

Mrs. Mollie C. Mason, sister of John I. 
Coulbourn and recently admitted to partner- 
ship in Coulbourn Bros., and Sid L. Darling, 
secretary and directing manager of National- 
American Wholesale Lumber Association, 
were among the guests at the dinner meet- 
ing. It was announced during the meeting 
that Ben T. Hazard has been elected vice 
president of the Penn Lumber Co., of which 
his brother, Horace G. Hazard, is the head; 








Ja 





January 11, 1941 


and that T. Noel Butler and Thomas L. Ash- 
bridge have been admitted to membership in 
the firm of Wistar, Underhill & Co. Brief 
addresses or remarks were made by Mrs. 
Mason, Mr. Darling, Mr. Butler, and Wil- 
liam Ross, who became a partner in Coul- 
bourn Bros. at the same time as Mrs. Mason. 
Reports were read by the following: Fred- 
erick A. Underhill, historian; A. B. Wright, 
committee on inland waterways and Panama 
Canal; T. Noel Butler, committee on rail- 
roads and transportation; B. C. Currie, for- 
estry committee. 





New England Lumbermen Set 
Date for Annual Meeting 
MANCHEsTER, N. H., Jan. 20.—W. D. 


Veazey of Laconia, N. H., president of the 
New England Lumbermen’s Association has 
set Friday, Jan. 31, at the Hotel Carpenter 
in this city,,as the date and place for the 
annual meeting. The business session in the 
forenoon will be followed by luncheon, after 
which there will be addresses by officials of 
the Timber Salvage Administration and the 
Eastern Pine Sales Corp., when the market 
status of eastern pine will be discussed. 
Membership in the association consists 
chiefly of manufacturers of native pine in 
northern New England. 





West Virginia to Discuss Defense 
at Annual Meeting 

BLUEFIELD, W. Va., Jan. 20.—Building 
industry problems arising from the Defense 
program will be discussed at the annual con- 
vention of the West Virginia Lumber and 
Builders’ Supply Dealers’ Association to be 
held here Feb. 10-12. 

Reservations are being made for more 
than 300 from all parts of the state, accord- 
ing to announcement by Secretary Sam H. 
Diemer of Fairmont. While the program 
had not been completed it was indicated the 
convention will be addressed by a number 
of nationally prominent representatives of the 
industry. Morning and afternoon sessions 
are scheduled with an annual banquet and 
dance concluding the event. 





Hold Joint Meeting to Discuss 


ere rer 


Coming Conventions 
Jan. 28-30—Southwestern Lumbermen’s 
Association, Municipal Forum, Wichita, 
Kan. Annual. 
Jan. 29-31—Ohio Association of Retail 
—* Dealers, Neil House, Columbus, 
oO. 
Jan. 30—New England Wholesale Lumber 


Association, University Club, Boston. 
Annual. 
Jan. 30-31—Pacific Division, National 


Wooden Box Association, San Francisco, 
Calif. Annual. 

Jan. 31—New England Lumbermen’s As- 
sociation, Hotel Carpenter, Manchester, 
N. H. Annual. 

Feb. 4-5—Canadian Lumbermen’s Associa- 
tion, Mount Royal Hotel, Montreal, Que. 


Annual. 

Feb. 4-6—Michigan Retail Lumber Deal- 
ers’ Association, Pantlind Hotel, Grand 
Rapids, Mich. Annual. 

Feb. 4-6—American Wood Preservers’ As- 
sociation, Brown Hotel, Louisville, Ky. 
Annual. 


Feb. 5—Michigan Association of Traveling 


Lumber & Sash & Door Salesmen, Pant- 
lind Hotel, Grand Rapids, Mich. Annual. 

Feb. 5-7—Lumber Dealers’ Association of 
Western Pennsylvania, William Penn 
Hotel, Pittsburgh, Pa. Annual. 

Feb. 5-7—Iowa Retail Lumbermen’s Asso- 
ciation’s Eighth Annual Merchandising 
Clinic, Des Moines Coliseum, Des Moines, 
Iowa. Annual. 

Feb. 10-12—West Virginia Lumber & 
Builders’ Supply Dealers’ Association, 
West Virginian Hotel, Bluefield, West 
Va. Annual. 

Feb. 12-14—Lumber and Supply Dealers’ 
Council, Convention and Building Mate- 
rial Exhibit, Ansley Hotel, Atlanta, Ga. 
Annual. 

Feb. 11-13—Illinois Lumber & Material 
Dealers’ Association, Stevens Hotel, Chi- 
cago. Annual. 

Feb. 13—Lumber 


and Timber Association 


of Ontario, Royal York Hotel, Toronto, 
Ont. Annual. 

Feb. 13-15—Ontario Retail Lumber Deal- 
ers’ Association, Royal York Hotel, To- 


ronto, Ont. Annual. 

Feb. 14—Panhandle Lumber Dealers’ As- 
sociation, Herring Hotel, Amarillo, 
Texas. 


Feb. 18-20—Wisconsin Retail Lumbermen’s 
Association, Milwaukee Auditorium, Mil- 
waukee, Wis. Annual. 

Feb. 19-21— Virginia Building Material 
Association, Hotel John Marshall, Rich- 
mond, Va. Annual. 

Feb. 20-22—Western Retail Lumbermen’s 
Association, Olympic Hotel, Seattle, 
Wash. Annual. 

Feb. 25—Northern Indiana and Southern 
Michigan Retail Lumber Dealers’ Asso- 
ciation, Indiana Club, South Bend, Ind. 
Annual. 

Feb. 26-28—Nebraska Lumber Merchants’ 
Association, Omaha Municipal Audi- 
torium, Omaha. Neb. Annual. 

March 6-7—Southwestern Iowa Retail 
Lumbermen’s Association, Chieftain Ho- 
tel, Council Bluffs, Iowa. Annual. 

March 11-12—North Dakota Retail Lum- 
bermen’s Association, City Auditorium, 
Fargo, N. Dak. Annual. 

March 13-14—Southern Pine Association, 
Roosevelt Hotel, New Orleans, La. An- 
nual. 

March 12-14—Louisiana Building Mate- 
rial Dealers’ Association, Roosevelt Ho- 
tel, New Orleans, La. Annual. 

March 20-21—Mississippi Retail Lumber 
Dealers’ Association, Robert E. Lee Ho- 
tel, Jackson, Miss. Annual. 

March 26-27—Southern Hardwood Produc- 
ers (Inc.), Roosevelt Hotel, New Orleans, 
La. Annual. 





April 7-9—Lumbermen’s Association of 
Texas, Hotel Galvez and Buccaneer, 
Galveston, Tex. Annual. 


April 15-17—American Forestry Associa- 
tion, Ambassador Hotel, Los Angeles, 
Calif. Annual. 
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Importent and necessary in the National Defense 
Program is the provision and need for low-cost 
housing for industrial workers and their families. 
In full accord with this demand, American Enam- 
eled Products Company now offers to the build- 
ing industry a specialized line (No. 1100 Series) 
to meet all requirements of price and quality. 
Made only in Black or White, genuine porcelain 


enameled finish—fused on cast iron, these “Bath- 
room Beautifiers” possess the same virtues of 


House Marketing 

New Or -EAns, LA., Jan. 20.—Real Estate 
brokers and operative home builders will 
have a joint meeting to discuss their rela- 
tionship to each other in the marketing of 
houses. The meeting will be held in New 
Orleans Jan. 27 in connection with first-of- 
the-year meetings there of the National As- 
sociation of Real Estate Boards. The board 
of directors of the association and the ex- 
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NEW 
Bathroom 


ef strength, beauty and utility that have made 
ecutive boards of its institutes and divisions Beautifiers SNO-WITE the symbol of quality in bathroom 
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the association, in which realtors of all the 
central and south central States are invited to 
take part. 

Conference dates are Jan. 29-31 inclusive. 
The directors meeting is on Jan. 28. Instal- 
lation of officers of the association for the 
year 1941 will be held on the evening of 
Jan. 29, when the incoming president, Philip 
W. Kniskern, will outline what he sees as 
essentials for maintaining good balance in the 
real estate structure in a Defense economy. 
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Texas Association Is Planning 
for 1941 Convention 


GALVESTON, TEx., Jan. 20.—Preliminary 
plans for the 55th annual convention of the 
Lumbermen’s Association of Texas are now 
being laid. This convention will be held in 
Galveston on April 7-9 in the Hotel Galvez 
and the Buccaneer. The Hotel Galvez will 
be headquarters for the business part of the 
convention, and the Buccaneer will be the 
entertainment headquarters. Exhibit spaces 
in the Galvez will line the lobby from end 
to end, it is stated, and surround the con- 
vention hall. 

Committees have been appointed and are 
already at work, attending to the many de- 
tails that must be taken care of to insure a 
successful convention. 





Material Exposition to be Feature 


at Convention 

Des Moines, Iowa, Jan. 21.—The 8th An- 
nual Merchandising Clinic and Building 
Material Exposition of the lowa Retail Lum- 
bermen’s Association will be held at the Des 
Moines, Coliseum, February 5, according to 
W. H. Badeaux, secretary. 129 exhibitors will 
have displays of available new merchandise. 

The business sessions for the convention 
will be opened by R. V. Porter, Oskaloosa, 
president of the Iowa association. Other 
speakers who will be presented on the 3 day 
program will include: J. S. Bryant of the 
Asphalt Roofing Industry Bureau of New 
York City; Glen Newton of Nevada, Iowa: 
I. N. Tate, vice president of the Weyer- 
haeuser Sales Co. of St. Paul, Minn; Myron 
K. Pederson of Rilco Laminated Products, 
Inc. of Albert Lea, Minn.; Roy Wenzlick, 
compiler of real estate statistics, St. Louis, 
Mo.; and E. I. Morse, General Finishes, 
Inc., St. Paul, Minn. Two outstanding 
technicolor commercial films will be shown 
during the convention. 

Other high lights of the convention will 
be the banquet, and the Hoo-Hoo Stag 
dinner. The Ladies Auxiliary of the Iowa 
Retail Lumbermen’s Association has planned 
luncheons, dinners and theatre parties. 





Wholesale Lumber Dealers Have 
Satisfactory Meeting 


Toronto, Ont., Jan. 20.—The annual 
meeting of the Wholesale Lumber Dealers’ 
Association, Inc., was held at the Albany 
Club, Toronto, on Jan. 13. L. M. Stark 
occupied the chair, and election of officers 
resulted as follows: President, C. R. Bur- 
gess, Toronto, and Vice president, F. V. 
Wilson, Toronto. 

A satisfactory treasurer’s report was pre- 
sented and approved. L. D. Barclay pre- 
sented a report on the Toronto Lumbermen’s 
Christmas party. A _ surplus of $89 had 
been donated to charities and to the Tele- 
gram’s War Victims Fund. Also, 91 pairs 
of mitts and 89 pairs of socks had heen 
divided among Toronto charities. 





Seek Rate Equalization 

RicHMonp, VA., Jan. 22.—Utilities offi- 
cials, lumbermen and carriers’ representatives 
met here today to discuss the possibility of 
reducing freight rates on lumber shipped be- 
tween North Carolina and Virginia to 
equality with those on shipments intrastate 
in North Carolina. 
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Newsy Notes of Persons and Places 








American Hardwood Co., Los Angeles, 
announces the appointment of Hal Eberle to 
the industrial and lumber yard sales staff in 
its Southern California territory. 


Lewis J. Lewis, president of Palburn, Inc., 
3uffalo wholesaler, will leave shortly for 
a six weeks’ business and pleasure trip to 
the Pacific Coast. 

G. E. Karlen, Karlen-Davis Lumber Co., 
of Tacoma, Wash., has been elected to a 
two-year term on the board of governors of 
the Washington Athletic Club in Seattle. 





A Canadian Chip of a 
Fighting Block 


Vancouver, B. C., Jan. 18.—William 
Flavelle, of this city, sub-lieutenant Royal 
Canadian Naval Volunteer Reserves, left 
Jan. 11 for Halifax, where, it is expected, he 
will take special training during the next 
three months. Lieut. 
Flavelle, who is 19, 
was the youngest 
officer to obtain his 
rank in the Canadian 
Navy, which he did 
just a few months 
ago. At 12, he started 





LIEUT. WM. 
FLAVELLE, 
Vancouver, B. C.; 
Trains for Pilot in 
Canadian Naval Air 
Force 





in as a Sea Scout 
and has continued 
right through, hav- 
ing had 7 years 
training, and last 
year gave up his 
regular courses at 
school to put in his 
entire time studying navigation. 

He is the son of Mr. and Mrs. Aird 
Flavelle, of Vancouver. His father is presi- 
dent of Thurston-Flavelle (Ltd.), Port 
Moody, B. C., one of the most important 
manufacturers of red cedar lumber on the 
Pacific Coast. Two of his uncles, Gordon 
Flavelle, now a logger of Vancouver, and 
Stuart Flavelle, of New York, distinguished 
themselves in the Royal Air Force during 
World War. No. 1, while his great uncle, 
the late Sir Joseph Flavelle, of Toronto, 
Ont., was knighted by King George V for 
his services to Britain. 





Henry Feist, vice president and treasurer 
of John Feist & Sons’ Co., planing mill 
proprietors, Buffalo, N. Y., has been elected 
a director of the Buffalo Trap & Field Club. 


Mrs. H. P. McDermott. wife of the man- 
ager of the Wisconsin Retail Lumbermen’s 
Association’s mortgage department, has been 
installed worthy matron of Chapter 190, 
Order of the Eastern Star, Pewaukee, Wis. 
Mrs. McDermott is active in various fra- 





ternal and social organizations, and is a past 
president of the Pewaukee Woman's Club; 
past president and an organizer of the 
League of Women Voters; first president 
of the Waukesha County I[ederation of 
Women’s Club and is now president of the 
Pewaukee Parent-Teachers Association. 


George Cone, sales manager of the lumber 
division of the l'ruit Growers’ Supply Co., 
Susanville, Calif., was lately a visitor to 
friends in the Buffalo, N. Y., lumber trade. 

KF, Lisle Peters, of the Louisiana Western 
Lumber Co., Inc., of Lake Charles, La., a 
prominent retail lumberman, has been named 
a member of the advisory council for the 
Division of Employment Security of the 
Louisiana Department of Labor. 


Mare de Bruin, Bruin Lumber Company, 
wholesalers, Los Angeles, Calif., was a re- 
cent visitor to San Ilrancisco on business 
and renewing old acquaintances. Mr. de 
Bruin was formerly associated with Gorman 
Lumber Co. in San Francisco. 


Charles Devlin, publicity, Douglas Fir 
Plywood Association, was the toastmaster at 
the annual dinner of the Tacoma, Wash. 
Advertising and Sales Club, Jan. 6. He is a 
past vice president and a member of the 
board of directors of the club. 


R. Guerette of Beaupre, Guerette & Co., 
Ltd., with spruce operations at Estcourt, 
Quebec, was a Boston visitor on Jan. 14. 
His plant is operating to capacity, chiefly 
upon orders for the British war office and 
in connection with the Canadian defense pro- 
gram. 

G. F. Jewett, vice president of Potlatch 
Forests, Inc., with Mrs. Jewett, returned to 
Spokane recently after a four weeks eastern 
trip to his old home at Rock Island, IIl., and 
also St. Paul, Chicago and St. Louis. At 
St. Louis he had a minor foot operation 
which detained him there a week. 


Herbert H. Clarke, purchasing agent for 
the Wheeler-Osgood Sales Corp., Tacoma, 
Wash., was in charge of arrangements for 
the January meeting of the Purchasing 
Agents’ Association of Washington held in 
Tacoma, Jan. 9. The program included an 
inspection of the Wheeler-Osgood plant. 


Truman W. Collins, noted pine operator, 
this week was elected director of the 
United States National Bank of Portland, 
one of the nation’s larger banks. He suc- 
ceeds his father, the late E. S. Collins, 
lumberman and philanthropist, on the bank 
board. 


W. R. Kent, president Southern Air Serv- 
ices, Memphis, Tenn., will personally super- 
vise the Government’s new aviation school at 
Pine Bluff, Ark. Mr. Kent is vice president 
and secretary of the Anderson-Tully Co., 
large lumber dealer of Memphis, and Vicks- 
burg, Miss. He is an aviation enthusiast. 


Horace A. Bailey of Bailey & Delano 
Lumber Co., Boston, and president of New 
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England Wholesale Lumber Association left 
Jan. 15 for a visit at Florida shore resorts. 
He will return in time to attend the annual 
meeting of the wholesale association at the 
University Club, Boston, on Jan. 30. 

Ben Franklin Springer of Milwaukee, 
well known among lumbermen, was in Chi- 
cago Jan. 17 attending the birthday meeting 
of the Ben Franklin Club held at the Union 
League Club, and he heard the address of 
Grove Patterson, distinguished editor of the 
Toledo Blade, who spoke on “Three Things 
That Matter.” 

Charles Young of the intercoastal depart- 
ment of Blanchard Lumber Co., Boston, is 
away for a tour of the mills and shipping 
points on the West Coast. The company’s 
western office has just been moved from 
Seattle to Portland, Ore. at 436 Pacific 
Building, where Leo Ryan, associated with 
the company. many years is now in charge 
of its West Coast business. 

Completing two years of apprenticeship 
in the retail end of the lumber business in 
Los Angeles, Donald R. Philips, Jr., son 
of D. R. Philips, Sr., partner in the firm 
of Lawrence-Philips Lumber Co., Los An- 
geles, was assigned to the sales staff begin- 
ning Jan. 15, with a territory in the 
Southern California retail field. Don, Jr., is 
a graduate of the University of Southern 
California. 

Two Buffalo, N. Y. lumbermen are spend- 
ing winter vacations in Florida: William 
P. Betts, secretary of the Buffalo Lumber 
Exchange, and Joseph Zoladz, of the Joseph 
Zoladz Lumber Co. Nelson S. Taylor, vice 
president and treasurer of Taylor & Crate, 
Inc., will leave on Jan. 30 for Vero Beach, 
Fla. H. Morton Jones, president of the 
R. T. Jones Lumber Co. has returned from a 
short visit to Miami Beach, Fla. 


Prominent lumbermen are identified with 
the recently formed “Associated Industries 
of Mississippi,” the objects of which include 
the cooperation of business in Defense. 
Headquarters will be in Jackson, Miss. L. O. 
Crosby, prominent southern pine lumber 
manufacturer of Picayune, Miss., is presi- 
dent. Directors include Carl Freiler, of Can- 
ton, Miss., well known hardwood man; A. 
I. Learned and W. A. Moore, of Natchez, 
and J. H. Harris, of Laurel. 


David E. Brown, secretary of the Long 
Lake, Lunaber Co., Spokane, Wash., Mrs. 
Brown, their daughter Jean and nephew 
Robert Wert, left recently for Cleveland, 
Ohio, where Mrs. Brown will take delivery 
of a new car, drive to New York and 
thence south to Miami. At Miami the 
party will go to Porto Rico by plane stop- 
ping at several intermediate points. On the 
return from Miami, they will drive to Los 
Angeles and up the coast home. They will 
be gone about a month. 


W. Erwin Taylor, president and manager 
of the Hughes Brothers at Bloomington, 
Ind., former president of the Bloomington 
Chamber of Commerce, and a member of the 
Rotary Club, received the 1940 Kiwanis 
Club star of service award. The award was 
for his service to the community as _presi- 
dent of the Community Chest drive, of the 
White River Council of Boy Scouts, vice 
chairman of the Indiana Y.M.C.A., advisory 
board chairman of the Red Cross member- 
ship campaign and in other capacities. 
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Retail Yard Changes 


MARCELINE, Mo.—Edward W. Hall has 
assumed the management of the Linn County 
Lumber Co. at Marceline. Mr. Hall comes 
licre from Washington, Kans., where he was 
prominent in civic affairs. E. W. Lehnhoff, 
his predecessor, has.gone to St. Joseph, Mo., 
where he will manage N. D. Biles & Co. 


BLooMINGTON, CaL.—P. W. Earls, an em- 
ployee of Hayward Lumber & Investment 
Co, has been promoted to the managership 
of the company’s yard at Bloomington. 


FLORENCE, TrEx.—Louis Messer has been 
appointed manager of the Mutual Lumber 
Co. here. Before he was promoted, Mr. 
Messer had been assistant manager of the 
company's yard at Killeen, Tex. 


AsHLEY, Itt—New manager of the 
Southern Illinois Lumber Co. here is Leslie 
Beck. Mr. Beck is from Fairfield, II. 





Lumberman Is Candidate for 
State Senate 

RicuMonp, Va., Jan. 22.—Garland Gray, 
of Waverly, Va., head of the Gray Lumber 
Co. and executive vice president of the Bank 
of Waverly, has announced himself as a can- 
diate for the Virginia State Senate, the sixth 
senatorial district. 

Familiarly known to his friends as “Peck,” 
Mr. Gray, a native of Sussex county, is a 
member of the Commonwealth Club of 
Richmond and is widely known in Richmond 
as well as throughout Southeastern Virginia. 
He is chairman of the Virginia State Port 
Authority and a trustee of the University 
of Richmond. 





Company Acquires New Property 
for Custom Millwork 


Announcement was made recently by 
Charles M. Hines, senior vice president of 
Edward Hines Lumber Co., and Frank J. 
Heitmann, president of the Heitmann Lum- 
ber Co., 5854 South Ashland Ave., Chicago, 
of the acquisition of the business of the Heit- 
mann Lumber Co. by the Edward Hines 
Lumber Co., also of Chicago. 

The expansion of Hines custom millwork 
business since that department was inaugur- 
ated four years ago necessitated the enlarge- 
ment of production facilities, and the pur- 
chase of the modern Heitmann woodwork- 
ing mill is expected to fulfill this need. 

Frank J. Heitmann will become an official 
of the Edward Hines Lumber Co. and Henry 
O. Heitmann will serve in an advisory ca- 
pacity. The consolidation was in accord 
with their wish -to be partially relieved of the 
responsibilities connected with the operation 
of a large lumber firm. 





Sheboygan-Calumet Lumbermen's 


Club Elects New Officers 


ELKHART LAKE, Wis., Jan. 20.—Jos. Rich- 
ardson, Richardson Bros. Co. of Sheboygan 
Falls, has been elected president of the 
Sheboygan-Calumet Lumbermen’s Club, to 
succeed Larry Scott, W. D. Scott & Co., 
Glenbeulah, Wis. Earl G. Kroehnke, Chil- 
ton Millwork Co., Chilton, has been named 
secretary-treasurer. 
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Klamath Pine 


You'll like the way this Algoma Klamath 
Ponderosa meets the most exacting re- 
quirements in building and woodwork- 
ing. It’s strong, firm lumber of fine tex- 
ture, easy workability and all-around 
good quality. Here is Shop Lumber 
(carefully kiln-dried), Common, Selects, 
General Building Lumber, Pattern Lum- 
ber, Yard and Shed Stocks, Dimension. 
Bevel Siding, Knotty Pine Paneling, 
Mouldings, Sash and Door Cut Stock. 
Industrial Cut Stock, Lath, Pickets, Box 
Shook, Crating. 


The Algoma lumber line has the quality 
sales appeal. It makes good with users 
and makes new trade for dealers. 


Member of the Western Pine Association 


ALGOMA LUMBER CO. 


ALGOMA, OREGON 


Klamath N 
Dine! 
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Reorganize to Speed Defense 


President Acts to Speed 
Defense Housing 


WasuinctTon, D. C., Jan. 20.—Claritica- 
tion of the status of the Defense housing 
program was issued by President Roosevelt 
in an executive order which granted Coor- 
dinator Charles F. Palmer’s office sweeping 
powers, placing it directly under the Office 
for Emergency Management of the Execu- 
tive Office of the President. Coordinator 
Palmer will be responsible only to the 
President. The order was taken to indicate 
that the President favored speedier action. 
It is believed that there will be a swing 
toward more centralized procurement, and 
possibly a ceiling on rents. President Roose- 
velt is known to feel that costs of living 
of Defense workers should not be increased, 
as any tendency in this direction would un- 
doubtedly inspire agitation for higher wages 
for workmen engaged in Defense industry, 
and ultimately raise costs of Defense prep- 
aration. 

Private Industry to Have Opportunity 

Shortly after the Order was issued, Co- 
ordinator Palmer said: 

“This office will continue to complement, 
not supplant, the facilities of existing Fed- 
eral Agencies in the housing field. Up to 
the present time, through legislation initiated 
by the Coordinator, and with his advice, 
contracts have been awarded for the con- 
struction of 28,927 dwelling units, funds have 
been allocated for 49,276 units and, under the 
stimulus of the new program, it is estimated 
that during the present month allocations for 
25,000 additional dwelling units will be made. 
All of this building is taking place in vital 
Defense areas. 

“Private industry will continue to be given 
the opportunity, and encouraged, to carry 
out its normal function where it is capable of 
supplying dwelling units commanding eco- 
nomic rentals, and where the permanence of 
the need makes private investment practic- 
able. The President’s order particularly 
stipulates that the Coordinator shall facili- 
tate the execution of approved housing pro- 
grams through private industry or through 
appropriate Governmental agencies, and 
take steps to eliminate obstacles which im- 
pede the expeditious provision of Defense 
housing.” 


Additional Contracts for Housing 

Additional construction of Defense hous- 
ing units, on which contracts were awarded, 
are: 

Municipal Airport, West Palm Beach, 
Fla.: 150 family units; cost, $475,000. Two 
contractors, Algernon Blair, of Montgom- 
ery, Ala., and Paul A. Miller, of Leesburg, 
Fla., will receive a fixed fee of $25,000, 
and will be allowed 120 calendar days. 
Construction to be supervised by P.B.A. 
field engineers 

Projects for U. S. Army were announced 
for Fort Sill, Okla.; Jackson, Miss.; Fort 
Meade, South Dakota, and Riverside, Calif. 
Contract for 150 family units at Fort 
Sill was awarded to Charles M. Dunning 
Construction Co., Oklahoma City, Okla.: 
cost, $465,000; contractor’s fixed fee, $22,- 
500; 130 calendar days allowed for com- 
pletion. 

Harvey A. Nichols, of Los Angeles, 
Calif., received award for 150 units near 
March Field, Riverside: cost, $488,000; 
fixed fee of $24,000; 125 calendar days. 


Contract for 50 units near Municipal Air- 
port, at Jackson, Miss., was awarded to 
Dye & Mullings (Inc.), Columbia, Miss.; 
cost, $148,500; fixed fee, $8,300; 105 calen- 
dar days. Contract awarded to Henry 
Carlson Co., Sioux Falls, S. D., calls for 35 
units at Sturgis, S. D., near Fort Meade; 
cost, $121,500; fixed fee, $7,000; 120 eal- 
endar days. 

New Housing and Armament Plants 

New projects announced were: 

New Hampshire, Portsmouth, Ports - 
mouth Navy Yard, construction 800 units. 
South Carolina, Columbia, Fort Jackson, 
construction 150 units. 

The War Department announced the 
award of the following contracts for arma- 
ment plant construction: 

1. TNT and DNT plant at Sandusky, 
Ohio, to be operated by Trojan Powder 
Co., Allentown, Pa., to E. B. Badger & 
Sons, Boston, Mass., for $9,388,330. 

2. Bag-loading plant, near Pulaski, Va., 
to be operated by Hercules Co., Wilming- 
ton, Del., to Mason & Hanger Co., New 
York, N. Y., for $9,376,390. 

3. Airport at Charlotte, N. C., to Goode 
Construction Co. and Blythe Bros. (Inc.), 
both of Charlotte, N. C., for $1,187,127. 

Fort Devens, Mass., 300 housing units, 
awarded to C. J. Maney Co. (Inc.), Sumer- 
ville, Mass.; cost, $1,003,000. 

Municipal Airport at Tucson, Ariz., 135 
family units, awarded Porter W. Womack 
Construction Co., Phoenix, Ariz.: cost, 
$394,000. Award to Carl N. Swenson Co., 
San Jose, Calif., for 175 units near Hamil- 
ton Field at San Rafael, Calif., cost 
$521,000. 

Municipal Airport, Boise, Idaho, 100 
housing units, awarded to J. O. Jordan & 
Son, Boise, Idaho; cost, $235,300, and to 
H. R. H. Construction Corp., New York. 
N. Y., for 200 housing units near Mitchel 
Field, Hempstead, L. I., New York, cost. 
$717,000. 


All Defense Production Put 
Under Unified Control 


Wasuincton, D. C., Jan. 21.—President 
Roosevelt has created a new agency to di- 
rect America’s Defense program, headed by 
Wm. S. Knudsen and Sidney Hillman, and 
the other members of the body, known as 
the Office of Production Management. are 
Cabinet Members Stinson and Knox. OPM 
will have full responsibility for construction 
and procurement of arms and material for 
America and foreign nations. Its three sub- 
divisions are: Production—directed by John 
Biggers; Purchases—by Donald Nelson: and 
Priorities—under Edw. R. Stetinius, Jr. The 
old Priorities Board has been abolished, and 
a new one of six members established. The 
new Priorities Division will determine 
everything in connection with Priorities, but 
the actual official orders imposing such pri- 
orities will be issued by OPM. The Ex- 
ecutive Order thus defines the duties of the 
new Agency: 

a. Formulate and execute in the public 
interest all measures needful and appro- 
priate in order (1) to increase, accelerate, 
and regulate the production and supply of 
materials, articles and ecuinment and the 
provision of emergency plant facilities and 
services required for the national defense, 
and (2) to insure effective coordination of 
those activities of the several denart- 
ments, corporations. and other agencies of 
the Government which are directly con- 
cerned therewith. 

b. Survev, analyze, and summarize for 
purposes of coordination the stated re- 
quirements of the War and Navy and 
other Departments and Agencies of the 





Government, and of foreign governments 
for materials, articles, and equipment 
needed for defense. 

ce. Advise with respect to the plans 
and schedules of the various Departments 
and Agencies for the purchase of mate- 
rials, articles, and equipment required for 
Defense, to co-ordinate the placement of 
major Defense orders and contracts and 
to keep informed of the progress of the 
various programs of production and sup- 
ply. 

d. Plan and take all lawful steps nec- 
essary to assure the provision of an ade- 
quate supply of raw materials essential 
to the production of finished products 
needed for Defense. 

e. Formulate plans for the mobilization 
for Defense of the production facilities of 
the Nation, and to take all lawful action 
necessary to carry out such plans. 

f. Determine the adequacy of existing 
production facilities and to assure their 
maximum use; and, when necessary, to 
stimulate and plan the creation of such 
additional facilities and sources of pro- 
duction and supply as may be essential 
to increase and expedite Defense produc- 
tion. 

g. Determine when, to what extent, 
and in what manner priorities shall be 
accorded to deliveries of material as pro- 
vided in Section 2(a) of the Act entitled 
“An Act to Expedite National Defense 
and for other Purposes,” approved June 
28, 1940. Deliveries of material shall take 
priority, as provided in said Act, in ac- 
cordance with such determination and the 
orders issued in pursuance thereof by the 
Office of Production Management. 

h. Perform the functions and exercise 
the authorities vested in the President by 
Section 9 of the Selective Training and 
Service Act of 1940. 

i. Serve as the liaison and channel of 
communication between the Advisory Com- 
mission to the Council of National Defense 
and the Departments of War and Navy 
with respect to the duties imposed upon 
the Commission by the following named 
Acts, and with respect to all other matters 
pertaining to Defense purchasing and pro- 
duction: Public Nos. 667, 781, 800 and 801 
and Public Resolution No. 95, 76th Con- 
gress. 

j. Perform such other functions as the 
President may from time to time assign 
or delegate to it. 


Calls for Unified National Support 


The following are excerpts from statement 
issued by members of the Office of Produc- 
tion Management. 

The President has said that the United 
States must become the arsenal of democ- 
racy. To create such an arsenal and to 
insure its efficiency and adequacy, require 
far more than its management can pro- 
vide. We shall have need of the active, 
aggressive and enthusiastic co-operation 
of every man, woman and child in the 
United States. In the immediate future, 
everything in our national life must be 
subordinated to the necessity for defense. 
Industry must subordinate its concern 
over the possible future effects of tre- 
mendous immediate expansion; it must be 
satisfied with a normal return for new 
capital required. The active, intelligent 
and patriotic co-operation of the men 
who man machines is vital; labor must 
avoid any attempt to make improper use 
of its position in the present world-wide 
emergency. If the totalitarian forces of 
the world are victorious, both capital and 
labor will become the involuntary vassals 
of an all-powered State. We expect and 
must have the kind of co-operation from 
everybody that counts no sacrifice too 
great to make if it will contribute to a 
more successful and more efficient defense. 
It is this spirit which we seek to invoke, 
and it is in a similar spirit that we 
undertake this great task which the Com- 
mander-in-Chief has committed to our 
hands. 
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Quartermaster's Construction 
Division Reorganized 


Wasuincrton, D. C., Jan. 21.—Nine prin- 
cipal construction zones, each in charge of a 
Zone Constructing Quartermaster, have been 
established by Maj. Gen. Edmund B. Greg- 
ory, quartermaster general. The purpose of 
this reorganization, is to expedite the tem- 
porary emergency construction program. 

Zone numbers and areas with names of 
zone constructing quartermasters assigned to 
each zone, are as follows: 


Zones; Headquarters and States Com- 
prising Zones; Zone Constructing Quarter- 
masters. 


Ist—Headquarters: Boston, Mass., Maj. 
R. G. Richards, QMC, Maine, New Hamp- 
shire, Vermont, Connecticut, Massachu- 
setts, Rhode Island. 

2nd—Headquarters: New York, N. Y., 
Lt. Col. M. A. MacFadden, QMC, New York, 
New Jersey, Delaware. 

srd—Headquarters: Baltimore, Md., Ma- 
jor J. H. Burgheim, QMC, Pennsylvania, 
Maryland, Virginia, District of Columbia. 

4th—Headquarters: Atlanta, Ga., Col. H. 
L. Green, U. S. A., Retired, Tennessee, 
North Carolina, South Carolina, Louisiana, 
Mississippi, Alabama, Georgia, Florida. 

5th—Headquarters: Columbus, Ohio, Maj. 





B. F. Vandervoort, QMC, Ohio, Indiana, 
West Virginia, Kentucky. 
6th—Headquarters: Chicago, Ill., Maj. 


E. C. Hayden, QMC, Wisconsin, Michigan, 
Illinois. 

7th—Headquarters: Omaha, Neb., Maj. M. 
E. Townes, QMC, North Dakota, South Da- 
kota, Minnesota, Wyoming, Nebraska, 
Iowa, Kansas, Missouri, Arkansas. 

8th—Headquarters: San Antonio, Tex., 
Lt. Col. E. V. Dunstan, QMC, Colorado, Ari- 
zona, New Mexico, Oklahoma, Texas. 

9th—Headquarters: San Francisco, 
Calif., Lt. Col. E. M. George, QMC, Wash- 
ington, Idaho, Montana, Oregon, Cali- 
fornia, Nevada, Utah. 

Zone constructing quartermasters will be 
under the exclusive control of the quarter- 
master general in all matters pertaining to 
construction activities under QMC jurisdic- 
tion, but, in matters of discipline, police and 
sanitation, they will be under the control of 
the corps area commanders whose zones cor- 
respond in number and in territorial limits 
with the construction zones. 

In the reorganization, the former eleven 
divisions of the construction division have 
been reduced to five, with the following off- 
cers in charge: Lt. Col. W. D. Styer, C. E., 
executive officer; Lt. Col. M. B. Birdseye, 
QMC., assistant executive officer; Col. L. R. 
Groves, C. E., chief, operations branch; 
Capt. C. F. Robinson, C. E., chief, control 
section; Lt. Col. J. W. Younger, QMC., 
chief, administrative branch; Col. R. D. Val- 
liant, QMC., chief, real estate branch; Lt. 
Col. W. A. Pashley, QMC., chief, accounts 
branch; Lt. Col. E. H. Leavey, C. E., chief, 
engineering branch. 





Engineer Corps Will Buy 
for Air Bases 


WasuinocrTon, D. C., Jan. 20. — Construc- 
tion at air bases has been transferred from 
the jurisdiction of the Quartermaster Corps 
of the Army to that of the U. S. Engineer 
Office of the Army. Listing of the division, 
the districts and stations of the Corps of 
Engineers, follow: 


NORTH ATLANTIC DIVISION—Boston 
District—Stations at Manchester, N. a 
and Bangor, Me.; offices at Boston, Mass., 
3rd floor, Park Square Bldg., 31st St., 
James Ave. Providence District—Stations 
at Hartford, Conn., and Westover Field, 
Mass., offices at Providence, R. I., 819 In- 
dustrial Trust Bldg. New York District 





Amenmcanfiumberman 


—Station at Mitchell Field, N. Y., offices 
at 17 Battery Place, New York City; 
Puerto Rico District—Stations at Puerto 
Rico, 36th Pursuit, Puerto Rico Base, Ft. 
Buchanan, P, R., Borinquen Field, and 
Virgin Islds. (St. Croix), offices at New 
York City, 17 Battery Place. 


SOUTH ATLANTIC DIVISION — Balti- 
more District—Station at Middletown Air 
Depot, Pa., office at Baltimore, Md., 322 
Post Office Bldg. Washington, D. C., Dis- 
trict—Stations at Bolling Field, D. C., and 
Frederick, Md., offices at Washington, 
D. C., First and Douglas St., N. W. Nor- 
folk District—Station at Langley Field, 
Va., office at Norfolk, Va., 415 Post Office 
and Court House. Charleston District— 
Stations at Charlotte, N. C., and Columbia, 
S. C., offices at Charleston, S. C., 29 Cus- 
tomhouse. Savannah District—Stations at 
Augusta, Ga., and Savannah, Ga., offices at 


Savannah, Ga., P. O. Building. Jackson- 
ville District—Stations at Drew Field, 
Fla. (Tampa), Jacksonville, Fla., Mac- 


Dill Field, Fla., and West Palm Beach, 
Fla., offices at Jacksonville, Fla., 240 U.S. 
Custom House and P. O. 


GULF OF MEXICO DIVISION — Mobile 


District—Stations at Atlanta, Ga., Max- 
well Field, Ala., Meridian, Miss., Mont- 
gomery, Ala., S. E. Air Depot, Mobile, 


Selma, Ala., Tallahassee, Fla., and Eglin 
Field, Fla., offices at Mobile, Ala., 533 
U. S. Courthouse & Customhouse, P. O. 
Box 1169. New Orleans District—Stations 
at New Orleans, La., and East Baton 
Rouge, La., offices at New Orleans, La., 
foot of Prytania St. Galveston District— 
Stations at Brooks Field, Tex., Duncan 
Field, Tex., Ellington Field, Tex., Kelly 
Field, Tex., Randolph Field, Tex., and 
San Angelo, Tex., offices at Galveston, 
Tex., U. S. P. O. Customhouse and Court- 
house Building, 25th St. and Ave. F. 


LOWER MISSISSIPPI VALLEY DIVI- 
SION—Vicksburg District— Barksdale 


Field, La., and Jackson, Miss., offices at 
Vicksburg, Miss., U. S. P. O. and Court- 
house, P. O. Box 60. 

SOUTHWESTERN DIVISION — Tulsa 


District—Station at Oklahoma City, Okla., 
office at Tulsa, Okla., 416 Wright Bldg., 
P. O. Box 61. Caddoa District—Station 





at Albuquerque, N. Mex., office at Caddoa, 
Colo. 


UPPER MISSISSIPPI VALLEY DIVI- 
SION—St. Louis District—Stations at Jef- 
ferson Barracks, Mo., and Scott Field, I1., 
offices at St. Louis, Mo., 816 U. S. Court- 
house and Customhouse, P. O. Dr. T., 
Plaza Station. 


MISSOURI RIVER DIVISION — Kansas 
City District—Stations at Marshall Field, 
Kan., and Sherman (Leavenworth), Kan., 
offices at Kansas City, Mo., 601 Davidson 
Bldg., 10 East 17th St. Omaha District— 
Station at Lowry Field, Colo., office at 
—. Nebr., 1709 Jackson St., Omaha, 
Nebr. 


OHIO RIVER DIVISION — Pittsburgh 
District—Station at Connelsville Airport, 
Pa., office at Pittsburgh, Pa., 925 New 
Federal Bldg. Cincinnati District—Sta- 
tions at Patterson Field, Ohio, and Wright 
Field, Ohio, offices at Cincinnati, Ohio, 522 
U. S. Post Office & Court House, P. O. 
Box 1234. Louisville Districts—Stations at 
Godman Field, Ky., Chanute Field, III., 
and Bowman Field, Ky., offices at Louis- 
ville, Ky., Room 612 Federal Bldg., P. O. 
Box 59. 


GREAT LAKES DIVISION—Detroit Dis- 
trict—Stations at Selfridge Field, Mich., 
and Ft. Wayne, Ind., offices at Detroit, 
Mich., 605 Federal Bldg. 


SOUTHERN PACIFIC DIVISION — Los 
Angeles District—Stations at Wendover 
Field, Utah, March Field, Cal., Mines 
Field, Cal., Muroc Lake, Cal., Ogden Air 
Depot, Utah, Salt Lake City, Utah, and 
Tucson, Ariz., offices at Los Angeles, Cal., 
Rooms 527-533, 751 South Figueroa St. 
San Francisco District—Stations at Sa- 
linas, Cal., Hamilton Field, Cal., and Mof- 
fett Field, Cal., offices at San Francisco, 
Cal., 401 Customhouse. Sacramento Dis- 
trict—Stations at Stockton Airport, Cal., 
McClellan Field, Cal., and Fresno, Cal., 
offices at Sacramento, Cal., 208 Post Of- 
fice Bldg., P. O. Box 1739. Honolulu Dis- 
trict—Stations at Hickam Field, T. H., 
Morse Field, T. H., Wheeler Field, T. H., 
Barking Sands, T. H., and Hawaii De- 
partment, offices at Honolulu, T. H., Pier 
2-A Foot of Channel St. 


NORTH PACIFIC DIVISION—Portland 








From long experience (61 years) ESSCO 
Mills have developed lumber drying to a 
point so near the point of “Moisture Equi- 
librium” that shrinkage in storage or use 
will be imperceptible, whether kiln or air 
dried. It is the care taken in selection and 
production and the length of drying time 
that determines low moisture content, 
rather than the method. 


In the present state of the lumber market, 
it is more and more important that mer- 
chants, with a reputation to maintain, handle 
the driest lumber they can secure. You 
can depend upon The Exchange to supply it. 


EXCHANGE SAWMILLS 


1111 R. A. Long Co Kansas City, 








ees Trade-Marked—Grade-Marked = 


Southern Pine — Southern 
Hardwoods — Ponderosa 
‘Pine — West Coast Woods 








Oak Flooring 
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the Superiority of This 


Lumber from Alamogordo 


Again and again, customers tell us of 2 


their satisfaction with this top quality 

stock. No matter how exacting your 
requirements may be. you. too, will | 
like this lumber. Here’s Fir from the 
Sacramento Mountains. Lumber cut 

from timber that grows at an altitude N 
of 10,000 feet. Especially suitable for 
construction work. Ponderosa Pine. E 
soft-textured. easily workable. This 
modern mill has_ up-to-the-minute e 
manufacturing facilities. Send your or- 

ders and inquiries to Southwest Lum- —_ 


ber Co.. Alamogordo. New Mexico. 
Douglas Fir, White Fir 
Ponderosa Pine 
Box Shook and Crates woe 








SUGAR & WESTERN 


PINE AGENCY 


#1 MONTGOMERY ST. 


SAN FRANCISCO, CALIFORNIA 


G i) GA (ea Pattern Lumber 


Selects and 


PINE  s- 


California Ponderosa Pine 
Mouldings and Cut Stock 


4 








SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS i | FACTORY 
YARD STOCK CLEARS 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 28 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 











J JAMES W. SEWALL SW 


Consulting Forester 
JAMES W SEWALL PHILLIPS & BENNER 
Old Town. Maine Ruttan Block 
Established 1910 Port Arthur, Ontario 
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District—Stations at Portland, Ore., and 
Pendleton, Ore., offices at Portland, Ore., 
628 Pittock Blidg., S. W. 10th Ave., and 
Washington St. Bonneville District—Sta- 
tion at Boise, Idaho, office at Bonneville, 
Ore. Seattle District—Stations at Ever- 
ett, Wash., Spokane, Wash., McChord 
Field, Wash., Elmendorf Field, Alaska, 
and Ladd Field, Alaska, offices at Seattle, 
Wash., 754 Central Bldg., 800 Third Ave. 








All stations listed will be under expansion, 
with plans calling for improvement of exist- 
ing and additional facilities. 





Study Teco for Defense 


WasHtineton, D. C., Jan. 20.—Discussing 
the characteristics of wood, and laying par- 
ticular emphasis on the grading of structural 
lumber and the use, action, and advantages 
of timber cennectors in heavy timber con- 
struction, J. E. Myer and James H. Carr, 
Timber Engineering Co. engineers, recently 
lectured before a special class on Materials 
and Specifications at George Washington 
University here. This class is one of the 
National Defense Training Units organized 
by the U. S. Department of the Interior 
through its Office of Education as part of 
the nationwide program to train specification 
writers, inspectors, draftsmen, design engi- 
neers etc. Mr. Myer conducted tests on 
bolted and connector joints, and Mr. Carr 
discussed the results of these tests and the 
benefits and advantages of constructing with 
timber connectors. Slides illustrating the 
many types of timber structures employing 
connectors were shown. Literature descrip- 
tive of the Teco system was distributed to 
the students. 
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Test Ready-Cuts for Defense 


Ba.timore, Mp., Jan. 18.—Possible sav- 
ing in cost and time by the use of prefabri- 
cated houses for Defense projects and for 
military posts is to be explored in a big 
scale experiment to be undertaken at the 
Naval powder plant at Indianhead, Md. Half 
a dozen manufacturers of ready-cut dwelling 
units, both of permanent and mobile types, 
will within the next two weeks erect demon- 
stration units. Representatives of the Fed- 
eral Housing Agency and the Public Build- 
ing Administration will check the results. 





Quartermaster Reinstates 
Hardwoods in Buying List 


MempPuis, TENN., Jan. 21.—Announce- 
ment that the Quartermaster’s Office of the 
U. S. Army, had officially reinstated hard- 
wood lumber for the building of Army can- 
tonments, was received here today by South- 
ern Hardwood Producers (Inc.). Certain 
species and grades may now be used for 
sheathing, subflooring, roofing and_ siding. 
Use of hardwoods was stopped some time 
ago when certain manufacturers shipped 
Government projects lumber that was so 
dense in structure as to be unusable. The 
National Hardwood Lumber Association 
proposed new rules and grades, and these 
were approved by the National Advisory 
Defense Commission, and later by the Quar- 
termaster’s Office. Rules for the new No. 2 
construction boards grade appeared in AMER- 
ICAN LUMBERMAN of Jan. 11, page 53. 


Building Record--Prospects 


1940 Construction Estab- 
lishes 10-Year Record 


New York, Jan. 20.—Building and engi- 
neering contracts awarded in the 37 eastern 
States during 1940 totaled $4,003,957,000, 
according to l'. W. Dodge Corp. This total, 
largest since the year 1930, represented a 
13 percent increase over 1939. Last year 
was the seventh consecutive year of con- 
struction volume increases. 

The 1940 record included: $1,294,640,000 
for non-residential buildings, representing a 
34 percent increase over the preceding year ; 
$1,596,944,000 for residential buildings, a 
20 percent increase; and $1,112,373,000 for 
public works and utilities, an 11 percent de- 
crease from 1939. 

Public projects were predominantly for 
Defense, their large volume more than off- 
ting the decline in civilian public projects. 
Private commercial, manufacturing, and resi- 
dential buildings all increased very consid- 
erably. For the year as a whole, private 
ownership construction increased 191% per- 
cent over 1939 in dollar volume, compared 
with a 5% percent increase in public own- 
ership projects. 

Residential building had, last year, its 
largest contract volume since 1929, con- 
sisting principally of small-house construc- 
tion. The residential contract total of $1,- 
596,944,000 was divided as follows: Apart- 
ments, hotels, and dormitories, $331,331,000, 
a 14 percent decrease from the preceding 


year; one- and two-family houses, $1,154,- 
868,000, a 24 percent increase; other shelter 
(principally buildings of the barracks type), 
$110,745,000, nearly a seven-fold increase. 
The total number of new, combination, and 
converted family dwelling units provided in 
one- and two-family houses increased nearly 
16 percent from 271,386 in 1939 to 314,369 
in 1940. 

The big construction increase of 1940 was 
far from evenly distributed throughout the 
country. Very large increases were recorded 
for New England, the Middle Atlantic 
States, the Southeastern and Gulf sections, 
Southern Michigan, and the Kansas City 
area. The Chicago and St. Louis areas had 
moderate increases (10 percent in each 
case); the Pittsburgh and Cleveland areas 
just equalled their 1939 records; the Minne- 
apolis area ran slightly behind the previous 
vear; while the New York State-northern 
New Jersey area and the Cincinnati area 
ran considerably behind 1939. 





Home Building for Families of 
Moderate Income Gains 


Wasuincton, D. C., Jan. 21.—Three out 
of every ten new small homes financed by 
FHA-insured mortgages during 1940 were 
purchased by families with annual incomes 
of less than $2,000, it was announced by 
Federal Housing Administrator Abner H. 
Ferguson. According to preliminary statis- 
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tics on 1940 home building activity through 
the facilities of the Federal Housing Admin- 
istration, the benefits of the FHA-insured 
mortgage program again were utilized by a 
broader section of the nation’s moderate in- 
come families to acquire new homes of their 
own. This continued the trend apparent 
since the beginning of the FHA program in 
1934 and 1935. In 1940, about 23 percent 
of all new single-family homes financed by 
FHA-insured mortgages were purchased by 
families with annual incomes of between 
$1,500 and $2,000, as compared with 20.7 
percent in 1939, while 28 percent were ac- 
quired by families with incomes of between 
$2,000 and $2,500, as against 27.6 percent 
in 1939. 





Southern California Active 


San FrAncisco, CALIF., Jan. 18.—As the 
year ended, building activity in southern 
California was at a high level, according to 
Security-First National Bank monthly sum- 
mary. The outlook is regarded as unusually 
favorable. Projects currently being planned 
total more in dollar value than has been 
the case for many years. The largest ex- 
pansion is expected in Army, Navy and in- 
dustrial construction, although residential 
building is expected to continue brisk. 





Twin Cities Schedule Show 


MINNEAPOLIS, MINN., Jan. 21.—The 
Northwest Builders, Home and Flower 
Show will be held at the Minneapolis Audi- 
torium, for the tenth time, on March 15 to 
22. More than 150 wholesalers, manufactur- 
ers and retailers exhibited their products on 
the three floors of the auditorium last year 
and most of the space has been sold for this 
year’s show, says H. H. Corp, manager. 





Campaign for USHA 


Program 


MINNEAPOLIS, MINN., Jan. 20.—Better 
Housing Week was observed in Minneapolis 
last week, being sponsored by the Minnesota 
Better Housing Association, which is con- 
ducting a campaign for a law to permit 
Minnesota municipalities to undertake a low- 
cost housing program under Federal au- 
thority. Robert M. Sentman, assistant 
regional director of U. S. Housing Authority, 
spoke at a luncheon at the Y. M. C. A. as 
part of the observance. 





Costs Little Advanced; Home 
Building Attractive 


Los ANGELEs, CALIF. Jan. 18.—Despite 
tremendous National Defense requirements 
for lumber, other materials and labor, 
cost of home building advanced only an 
infinitesimal amount between the fall of 1939 
and the fall of 1940, declares C. W. Pinker- 
ton, Los Angeles, chairman Southern Cali- 
fornia Homes Foundation and _ secretary 
Southern California Retail Lumbermen’s 
Association. The home that cost $3,000 in 
October, 1939, cost no more than $3,075 in 
October, 1940, on basis of Government 
building cost indexes. Home financing costs, 
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under the FHA plan, were much less in 1940 
than in 1939, with interest rate lowered from 
5 to 4% percent. “Families of moderate in- 
come,” said Mr. Pinkerton, “are building 
while the building is good—and it still is 
very good.” 








Baltimore's Largest Building 
Year Since 1929 


}ALTIMORE, Mp., Jan. 20.—General byild- 
ing operations in this city were more active 
in 1940 than for any year since 1931, with 
the total cost of the construction put at 


$31,152,438. But the increase was largely 
due to slum-clearance projects and erection 
of apartments, so that the record for the 
ordinary style of building does not loom up 
as impressively as might be supposed from 
the figures published by the Building En- 
gineer, 

Dwelling construction last year accounted 
for 2,507 houses, with the valuation run- 
ning up to $8,725,640, while the 1939 per- 
mits indicated the erection of 2,099 houses 
valued at $6,921,235. Business edifices re- 
ceived less attention, so that the addition of 
warehouses and stores for private account 
fell rather behind various previous years. 
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MARCHING FEET... 



























TO YOUR STORE, 
MEAN PROFITS! 


























Lead them in via the BPS Proved Sales Plan 





ROUTE TO 
PROFITS 


Have you ever said to yourself, as so many lumber dealers do 
every day in the week, “If I only had a way to turn those 
‘Marching Feet’ into my store—it sure would help business.” 

If you have said that—here’s the way to turn them into your 
store, a way to new paint sales—and in a comparatively simple 
manner. You do it the BPS way, a proved method now being 
used by hundreds of dealers all over the country. 


Now, there’s nothing magic about this formula. Yet it works. 


For it’s built on a foundation of common sense to overcome your most difficult 


problem of turning “just looking” prospects into active “buying” customers. 


Here’s what happens: This plan creates the desire to paint . . . 
aids in color selection . . . cautions the prospect to buy from you. 
You get a parade of “marching feet” right into your store. Store 
traffic is increased. And so are sales and profits. 

To have these advantages you should be the exclusive BPS 
Patterson-Sargent franchise dealer in your community. Write 
The Patterson-Sargent Company, Cleveland, at once on how 
you can get on this proved road to profits. 
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Engineer Discusses Com- 
pany's Products at Convention 
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= WasHIncron, D. C., Jan. 22.—The engi- 
neering and research services of the Timber 
“ Dense Engineering Co., and their value to the 
+ * . . retail lumber dealer, were discussed by W. 
Mississippl A. Adam, Teco engineer, at the camer con- 
vention of the Indiana Lumber and Builders 
Supply Association meeting in Indianapolis, 
P| N F January 7, 8 and 9. 
| Mr. Adam pointed out the increasing im- 
| portance to the lumber industry of the heavy 
SELL IT FOR ALL construction market. “Timber is the most 
STRUCTURAL USES 
You can sell Sallis lumber with 
100% assurance that it will be in 
all ways SATISFACTORY to your | 
customers. Fine-textured, easy to | 


work, STRONG, FIRM, DUR- 
ABLE. Count on us for everything 
in Shortleaf— Yard and Shed 
Items, Eased-Edge Dimension, 
Flooring. Ceiling, Siding, Finish, 
Mouldings. Casing, Base. Shed 
stock is kiln-dried. Air-dried items 
are Lignasan-treated. 


| Annual Capacity 35,000,000 Feet 
tl 











1. GC. and G. M. & N. Rallroads 


SALLIS sranoon miss. 
































economical building material of all,” he said, 
“and by our working with the retail lumber 
dealer more and better timber structures can 
be built.” 

The Teco engineer also described the more 
recently developed Teco termite shields. 
“Teco shields,” he stated, “meet the require- 
ments of the U. S. Bureau of Entomology, 
and when installed according to directions, 
they will provide one mechanical means of 
preventing termite attack.” 





[con BEAUTY, FINISH 
and UTILITY DIXIE 
BRAND OAK FLOOR- 
ING HAS NO EQUAL! 





Ohio Concern Entertains 


The Elyria Lumber & Coal Co., Elyria, 
Ohio, recently held its second annual com- 
pany party. The party is purely a social 
get-together for employees of the company 
and contractors and architects with whom 


WE DO NOT MAKE the company does business. The party this 

year was attended by 35 people, and in- 
THE MOST OAK cluded three plastering contractors, three 
FLOORING BUT WE mason contractors, six people representing 
DO MAKE THE three generations of Crehores from the yard, 
BEST! one architect and a number of general con- 


tractors and carpenter contractors. The 








W.R.WRAPE STAVE COMPANY 


Post Office Box 182 
LITTLE ROCK, ARKANSAS 








View taken at plant of the 


COLONIAL CEDAR COMPANY Ochoco Lumber Co., Prineville, 


Ore. showing dry kilns equipped 
2501 Northlake Ave., Seattle, Wash. with master thermostatic record- 


Red SHAKES ing controllers 
Cedar 


“Totem,” Hand-Split -- “Fitite,” Processed 
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Crehores present were Charles J., treasurer 
of the company, Robert H. and Charles M. 

Dinner was served in a private dining 
room of a Cleveland Hotel at six-thirty in 
the evening. 

“There was no speech making and no ef- 
fort to drum up trade,’ said Charles 
J. Crehore. “Our only purpose was to show 
our appreciation of the co-operation we are 
receiving. It was an unusual aggregation of 
building mechanics, some of whom have very 
interesting backgrounds. There were na- 
tives of Russia, Czechoslovakia and Hun- 
gary in the party. They added a lot of 





W. A. Adam, Timber Engineering Co. engineer, explains the application of Teco termite shields 
at the exhibit booth during the Indiana Lumber and Builders Supply Association convention 


interest by relating some of their experi- 
ences getting to this country. Elyria is a 
small town, and a trip to the big city was 
a matter of unusual interest to many in the 
party. After dinner we were hosts to the 
group at a professional hockey match in 
Cleveland.” 





Oregon Mill Cuts 70,000 
Feet Per Shift 


PRINEVILLE, ORE., Jan. 21.—Records kept 
by kiln operator Adolph Byrd show that the 
Ochoco Lumber Co. here are seasoning ap- 
proximately 1,500,000 feet of pine each 
month. Reports say that the company is 
cutting between 60 and 70 thousand feet of 
lumber per shift from a stand of more than 
a billion feet of Ponderosa pine. W. E. 
Lamm is general manager of the operation. 

Four recently installed Moore cross-cir- 
culation dry kilns season the mill’s output. 
They are equipped with automatic devices 
for controlling and recording the drying ele- 
ments and controlling the roof ventilators. 
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‘THE BUSINESS RECORD 








Business Changes 


ALABAMA. Millers Ferry — Hamrick-Pear- 
son Lumber Co. succeeded here by C. C. Pear- 
on Lumber Co. 

CALIFORNIA. Graeagle — California Fruit 
ixxchange succeeded by Graeagle Lumber Co. 

Oakland—Graw Lumber Co. succeeded by C. 
I", Conkey, 8127 East 14th Street. 

ILLINOIS. Anna and Jonesboro—Union 
County Lumber Co. succeeded by Associated 
l.umber Industries, Ine. 

Chicago—Heitmann Lumber Co. succeeded by 
itdward Hines Lumber Co. 

Illiopolis—Bruce Lumber Co. succeeded by 
Illiopolis Lumber Co. 

Walnut—Shearburn Lumber & Supply Co. 
succeeded by Gonigam-Bass-Hill Co.. who plan 
to convert the Shearburn buildings into a plant 
for the prefabrication of GBH-WAY houses 
and farm buildings and have formed a new 
company known as the GBH Housing Co. 

IOWA. tilbertville—Gilbertville Grain & 
Lumber Co. succeeded by L. L. Froning. 

KENTUCKY. La Center—La Center Lumber 
(o. succeeded by R. T. Sale. 

MICHIGAN. Detroit—Claude Campbell Lum- 
ber Co. sold to Highland Park Lumber Co. 

MINNESOTA. Duluth—Wright Lumber & 
Coal Co, sold to Fullerton Lumber Co. 

Savage—F. J. Arnoldy yard purchased by K. 
W. Westerberg and will be known as Wester- 
berg Lumber Co. 

MISSOURI. Garden City—Farmers Lumber 
& Supplv Co. succeeded by Benson Lumber & 
Supply Co. 

Marshall—Marshall Lumber Co. here sold to 
Leidigh & Havens Lumber Co. of Kansas City. 
Mo., and will be operated as the Home Lumber 
Co. 

NEW YORK. Carmel—Dain Supply Co.. 
Ine., branch here succeeded by Dain & Dill. 
Ine. 

Central Vallev—J. M. Barnes & Co. succeeded 
by Barnes & Elmer Lumber Co., Inc. 

NORTH CAROLINA. Louisburg — Burgess 
Lumber Co. name changed to South Atlantic 
Manufacturing Co. 

OHIO. Alger—Clark Supply Co. succeeded 
by J. Foster Smith. 

Delphos—Henry H. Ricker has taken into 
partnership his son and son-in-law and the 








Roller Beds for Cab-Over- 
Engine Trucks Available 


Roller bed equipment for cab-over-engine 
trucks has been made available by The R-B 
‘o., Guinotte & Euclid Ave., Kansas City, 
Mo. The models for the cab-over-engine 
vehicles are part of the “R-B Roll-Off” line 





Single roller 8 x 14 foot "R-B Roll-Off Bed" 
as applied to a cab-over-engine |'/2 ton truck 


roller truck beds which are said to speed 
the lumber unloading operation by moving a 
pile of boards from a truck as a unit. The 
beds come in single and four roller types 
for all makes and sizes of trucks. They are 
shipped with the bumper section detached 
but can be assembled and fitted to a chassis 
in a short time. A catalog and prices will 
be sent upon request to the manufacturer. 
Truck owners whose request for information 
gives the make and model of their truck 
will also receive suggestions and prices on 
proper roller equipment for their vehicles. 


name of the new firm will be Henry H. Ricker 
& Co. 

Lowell—Rechsteiner Bros. Co. succeeded by 
J. A. Schwendeman & Sons. 

New Concord—Leo Noble Lumber Co. suc- 
ceeded by L. F. Murray Lumber Co. 

OREGON. §S: ; ingle Co. suc- 
ceeded by J. T. Tooley. 

PENNSYLVANIA, Pittsburgh—Emerald Lum- 
ber Co. succeeded by Stirling Lumber Co. 

TENNESSEE. Tennessee Ridge—M. M. Buck 
succeeded by Barnes & Cook. 

TEXAS. Dalhart—Roberts & Olver Lumber 
Co, here succeeded by Herman Steele Lumber 
Co., Mr. Steele having bought controlling in- 
terest in the Dalhart yard, though Roberts & 
Olver Co. also maintain an interest. 

McAllen—Tewell-Thomas Lumber Co.. Inc.. 
changed name to Thomas Lumber Co., Ine. 

VIRGINIA. Suffolk—Burgess Lumber Co. 
changed name to South Atlantic Manufacturing 
70. 

WYOMING. Spear Lumber Co. lo- 
cal yard sold to Florence Lumber Co. 


Incorporations 


INDIANA. Anderson—Hoosier Sash & Door 
Co., Ine.; wholesale lumber, plumbing, hard- 
wood, roofing etc. 

Evansville—Charles T. Voyles, Inc.; lumber 
business. 

NEW YORK. New York City—Manhattan 
Lumber Co., Inc.; building supplies. 

NORTH CAROLINA. Grantsboro—Pierce- 
Jones Lumber Co.; $50,000. Saw and planing 
mill. 

OHIO. Ashland—Koons Lumber Co. incor- 
porated by E. I. Koons, G. F. Gongwer, Fran- 
ces Shanks. 

VIRGINIA. Abingdon—Miller & Bradley, Inc.; 
$15,000; to manufacture and deal in all kinds 
of lumber and millwork. 


New Ventures 


LOUISIANA. Baton Rouge—B. P. Lyons 
Lumber Co. has been opened and will handle 
a complete line of building materials. 

NEW MEXICO. Dora—J. D. Peters, Sr., and 
his son, J. D., Jr., are making preparations to 
open a lumber yard here. 

TEXAS. Bandera—The Home Owned Lum- 
ber Co., to be operated by T. J. Anderwald 
and V. F. Kalka, will occupy the former Ban- 
dera Lumber Yard premises. 

Big Sandy—Mansfield Hardwood Lumber Co. 
is erecting offices and warehouses and _ will 
handle oi] field supplies and general building 
materials. 

Centerville—T. C. Robeson has opened a 
lumber and hardware business. 

Houston—John Edwin has leased site at 
1517-19 Washington and will open a lumber 
yard. 

VIRGINIA. East Falls Church—Home Build- 
ers Supply Co. recently opened. 








New Mills and Equipment 


INDIANA. Odon—H. A. Taylor Lumber Co. 
is rebuildng sawmill recently destroyed by fire. 

OREGON. Boring—Valberg Lumber Co. has 
rebuilt planing mill recently destroyed by fire. 
The foundation has been laid for the new saw- 
mill to replace the one also destroyed by fire. 

Medford—Trowbridge Sash & Door Factory 
will be opened at Tenth and Grape Streets. 

New Era—J. E. Squire and son, J. A., are 
expending approximately $10,000 in a new 
shingle mill here. 

Roseburg—Alley Bros., wholesale and retail 
lumber dealers at Santa Monica, Calif., are 
constructing a lumber remanufacturing plant at 
Greens Station, five miles south of Roseburg. 


Casualties 


COLORADO. Cheraw—Holbrook Lumber & 
Supply Co. suffered fire loss estimated at 
$12,000. 

GEORGIA. Metter—Metter Lumber’ Co.'s 
plant damaged by fire, with loss estimated 
between $12,000 and $15,000. 

NEW YORK. New York City—Bush Lumber 
& Supply Co., Inc., 480 Hamilton Avenue, and 
Bennett Bros., manufacturers of wooden pack- 
ing boxes at 454 Hamilton Avenue, damaged 
by fire. 

Wellsville—F. E. Lunn & Son Lumber Co. 
planing mill damaged between $10,000 and 
$15,000 by fire; loss covered by insurance. 
Stored lumber and other mill structures saved. 

WASHINGTON. Buckley—Buckley Hemlock 
Mills, Inc., planing mill destroyed by fire, with 
loss estimated at $15,000. Will be rebuilt as 
soon as insurance is adjusted. 

WEST VIRGINIA. Charleston—Summersville 
Lumber Co. and Superior Woodworking Co. 
damaged by fire. 
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Long Leaf Lumber 
Means Long Life 
for Buildings 


This is the lumber liked by 
dealers, builders, architects 
and contractors ... because 
it is DEPENDABLE all the time 
Cut from choice timber, care- 
fully manufactured, it has 
quality through and through. 


You can recommend it for any 
building use, foundation to 
roof. 


Aristocrat of Structural Woods 





WIER LONG LEAF 


HOUSTON, TEXAS. 
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ELIZABETH, LOUISIANA 


Timbers, chemically treated to 
prevent stain. 
Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 








WHITE PINE (2*—__ 


California White 
Also and Sugar Pine 


Fir Wallboard S733" 2%, products 


William Schuette Company 
New York 


Office—4i East 42d St. PITTSBURGH, PA. 

















Seattle, Wash. 


WEST COAST WOODS RAIL — Prices 
are steady and show practically no re- 
cent change. Government orders continue 
to dominate the market, but retail yards 
are buying moderately in mixed cars. 
Trading is easier than during the rush 
early in December. Mill stocks are pretty 
well balanced. No. 2 dimension and 
D flooring and ceiling are in heavy de- 
mand for Defense requirements. There is 
a fair demand for timbers; small Oregon 
mills which get these out have large 
order files running to at least 30 days. 
Tending to accumulate are 1x4-inech flat 
grain flooring and 1x4-inech ceiling in 
grades B&better and C. It is understood 
that large British Columbia mills are 
being equipped to kiln dry boards and di- 
mension, so as to be able to ship mixed 
ears; some of this lumber is already being 
moved at about $1 under American prices. 


INTERCOASTAL—A good demand 
exists, but available tonnage is contracted 
far ahead, and shipping space is the first 
consideration in trading. 


CALIFORNIA—Space is a problem, but 
so far most orders have called for water 
movement, and buying for rail shipment 
has not increased to any extent. Demand 
is good. 








SHINGLES—Lower grades of 5X are 
firmer. Curtailment was considerable dur- 
ing late December and early January, 
No. 1 5X are still oversold. Shingle weav- 
ers have given 60 days notice they will 
terminate present contracts on March 4, 
and have asked for a raise all through 
the industry of 10 cents an hour. 


LOGS—Prices are firm and unchanged. 
The Puget Sound inventory as of Jan. 1 
shows a slight decrease in hemlock, but 
supplies of all species are adequate. 
There have been no major interruptions 
to logging operations so far this winter, 
although some camps at high altitudes, 
that is up to 3,000 feet, are now handi- 
capped by snow. 


Vancouver, B. C. 


BRITISH COLUMBIA'S logging camps 
will return to big scale production during 
January, unless unexpectedly adverse 
weather prevails, according to the B. C. 
Loggers’ Association. Many of the op- 
erations on Vancouver Island are now at 
comparatively high elevation, and con- 
siderable snow has fallen. Heavy rains 
caused minor damage to roads and 
bridges, but it is expected that, with the 
market demand continuing strong, the in- 
dustry will roll up production in impres- 
sive volume this year, as in 1940. id 
Dewey Anderson, president of the associa- 
tion, looks for another active season in 
the woods. “Forest products,” declares 
Mr. Anderson, “are vital war materials. 
Canada has been called upon to supply 
unprecedented quantities of timber for 
war use in Great Britain and other battle 
areas. These demands, and the require- 
ments of our own Canadian armament 
programme, have placed a great load on 
the productive facilities of the forest in- 
dustries in British Columbia.” 


SHINGLES—The yearly quota of British 
Columbia red cedar shingles that are al- 
lowed into the United States duty free 
was filled by Nov. 30, according to figures 
released by the Department of Trade and 
Commerce. Therefore between Dec. 1, 
1939, and Jan. 1, 1940, when the new quota 
for 1940 opened up, shingles were charged 
duty. Even with a charge of 25 cents 
per square, some B. C. shingles go into 
the United States, local exporters say, 
Exporters generally are satisfied with the 
system as it does permit the export of 
shingles over the quota limit, if the mill 
is willing to absorb the 25-cent duty. The 
old export agreement did not allow any 
export at all over the set limit. As 80 
percent of B. C.-red cedar shingle produc- 
tion goes to the United States, it is an 
essential market. 


TIMBER ROYALTIES for British Co- 
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lumbia have been increased in the Van- 
couver and Prince Rupert forests dis- 
tricts. In No. 1 the current rate of $1.35 
is raised to $2, and No. 2’s, which have 
also stood at $1.35, will move up to $1.50. 
These figures apply to the Vancouver 
forest district, which includes Vancouver 
Island and half the Coast line. In the 
northern half of the B. C. Coast within 
the Prince Rupert area, the increase in 
Nos. 1 and 2 is much less. A new class 
of small timber will be charged royalty 
under classification of mine timbers. This 
will include timber with tops of four 
inches and under. 


Spokane, Wash. 


INLAND EMPIRE PINES — Orders are 
being received in good volume especially 


for this time of year. Shipments are 
keeping the order files from filling un- 
duly. Mill stocks are broken, but not 


so badly but that they are fairly adequate 
in all items except those which the sud- 
den Government buying has’ almost 
cleaned out, specifically No. 3 common 
and dimension, although Inland Empire 
dimension stocks are not as depleted as 
those of No. 3 boards. 


San Francisco 


LUMBER CHARTERS—The market to 
Orient was reported inactive. The Aus- 
tralian market appeared stronger with 
berth lines asking $33, but with no takers 
reported. Lumber offerings continue to 
sSWamp intercoastal lines. Conference 
rates remain at $16. 


COASTWISE MOVEMENT—First report 
by the Pacific Lumber Carriers’ Associa- 
tion since the October-December steam 
schooner tie-up due to maritime strike, 
shows a movement of 86,259,400 feet from 
October to December, inclusive. The 
maritime strike was in force from Oct. 4 
to Dee. 5. The October-December, 1940, 
distribution was as follows: 


Feet 
SMM PYOMCIBCO onic cic casecciwne 21,441,200 
a eee 634,000 
Los Angeles Harbor............ 55,274,700 
ee ee eee 8,527,900 
EEN” hn acta a. 005 wm eared eiegiie 381,600 
| ee ee 86,259,400 


At mid-January, fifty-eight steam schoon- 
ers were reported in operation in the 
trades—fifty-two coastmise and six off- 
shore. 


LUMBER AND BUILDING MATERIALS 
SALES—California retail sales of lumber 
and building materials were 21 percent 
higher in November, 1940, than for the 
same month in previous year. 


Kansas City, Mo. 


SOUTHWESTERN MARKET—The lum- 
ber market is beginning to feel the effect 
of direct efforts of the Defense commis- 
sion to check price advances, but demand- 
supply conditions sustain present levels. 
Rains and snows throughout the South- 
west this month have cut materially into 
production. Mills, where it is possible, 
are operating at capacity in order to fill 
back orders. The volume of new business 
fell off notably in the last ten days. 
Shipments have been in excess of output 
and sales. Retailers have taken to the 
more conservative side, and have with- 
held from making large commitments. 
Country. yards have been buying spar- 
ingly and would like to step up their pur- 
chases, but are waiting to see what effect 
Government measures may have on future 
prices. 


SOUTHERN PINE—A good demand con- 
tinues, both from Government and private 
building sources. Prices have shown vir- 
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tually no change in the last two weeks. 
Common lumber seems to have the edge 
in current buying. 


WESTERN PINE—Production has been 
maintained, but sales and shipments show 
a definite increase over output. New 
business is not running nearly as heavy 
as it was a few weeks ago, but retail 
yard orders have increased. Order files 
remain large and it will take several 
weeks of capacity operations to make any 
inroads on them. Some of the mills which 
a month ago were refusing to accept new 
business are now taking orders again, 
although prompt delivery is not specified. 


SHINGLES—A recovery of about 5 cents 
a square was noted in the market this 
week, with No. 1 16-inch finding the best 
support. No. 2’s are not as strong as 
are Nos. 1 and 3. 


Minneapolis, Minn. 


NORTHERN PINE—Orders have taken 
on a definite upward swing since the 
holiday doldrums, and manufacturers are 
optimistic. Stocks of some items are 
becoming scarce, so there are prospects 
of price increases all along the line in 
the not far distant future. 


NORTHERN WHITE CEDAR — Indica- 
tions of business expansion are found in 
the steady increase in inquiries. Woods 
operations still are being handicapped, 
heavy snowfall occurring before’ the 
swamps were frozen. Seasoned posts of 
almost all sizes already are in short sup- 
ply. There have been no recent changes 
in quotations, which are strong. 


MILLWORK—A slight gain in actual 
business, and a considerable increase in 
inquiries are noted. Manufacturers are 
planning for greatly increased demand in 
early spring. Stock items continue in 
active call. Government agencies are 
heavily in the market, and yard require- 
ments continue unusually large for this 
season. A combination of heavy demand, 
advanced costs of raw materials, and 
some difficulty in obtaining them, makes 
price mark-ups almost certain. 


Tacoma, Wash. 


WEST COAST WOODS—With Defense 
buying providing the principal stimulus, 
demand is good with no indication of a 
let-up, and prices are strong. Plants are 
operating steadily to keep up with pres- 
ent orders and anticipated requirements. 
Waterborne movement has been fairly 
steady, although somewhat of a scarcity 
of bottoms has been a handicap. Ply- 
wood, veneer and door manufacturers con- 
tinue to enjoy excellent business. Mild 
weather is enabling logging operations to 
continue piling up an ample reserve of 
raw material. 


Portland, Ore. 


WEST COAST WOODS—Mills are oper- 
ating at near capacity, stocks are low 
and irregular, backlog of orders is heavy 
and prices are considered fully steady. 
Logs are high, inventory none too good. 


INTERCOASTAL— Though January 
usually is a very dull month, this year 
the Atlantic seaboard retailers are send- 
ing in a healthy volume of new business 
and every effort is being bent to obtain 
ship space for nearby tidewater delivery. 
Steamship lines are booked far ahead, 
however, and there is an increasing in- 
terest in rail shipment; the spread be- 
tween costs of rail and water haul is 
less than for many years. 


COASTWISE 





Business, rail and water, 





is better than normal for the season. 
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ion’s Lumber Centers 


Prices are steady, and mills are doing 
their best to fill orders as fast as possi- 
ble. It appears that California will be 
a big buyer this year. Willamette Valley 
mills are in best position to supply rail 
demand, 


RAIL, NEARBY, LOCAL—The strictly 
rail market is none too brisk. Nearby 
and local shipments are active, as build- 
ing is going ahead on both cantonment 
and home construction in this area, where 
winter means more rain than snow or ice. 


LOGS—The market is declared to be 
“tough.” There is a very strong demand 
for peelers, and for almost anything else 
for that matter. Prices are a good $3.50 
a thousand higher than they were last 
summer. Weather has been more favor- 
able to logging than sometimes in Jan- 
uary, but the demand is such as to take 
anything merchantable. 


Memphis, Tenn. 


SOUTHERN HARDWOODS — The mar- 
ket remains stable, although demand has 
slackened somewhat, with orders run- 
ning at about two-thirds normal produc- 
tion and slightly under output. A heavy 
backlog of orders is permitting a volume 
of shipments in excess of new business 
and of production, and preventing any ac- 
cumulation of stocks. Air dried hard- 
woods are said to be hard to get in the 
central producing area. Reports from the 
Chicago furniture show indicate that buy- 
ing was limited only by the desire of 
manufacturers to keep within their ca- 
pacity to produce; it was indicated that 
oak furniture was enjoying a renaissance. 
The industry was heartened to learn that 
the Army Quartermaster had again 
placed hardwoods on the list of mate- 
rials acceptable for cantonments. 


OAK FLOORING demand has declined 
slightly. Prices are firm, although a few 
items have eased off. The popular 24%- 
inch width continues oversold. Mills are 
still paying $37, $33 and $27 for rough 
oak flooring stock. 


Norfolk, Va. 


NORTH CAROLINA PINE—There has 
been a very good Defense demand for 
timbers, sizes, small framing, roofers ete. 
The Government or its contractors have 
had to re-buy thousands of feed of lum- 
ber because of non-delivery on original 
orders. Cold, rainy weather has natur- 
ally slowed up production, drying and 
shipments. Everything bought today is 
wanted the next day. Mills have more 
business offered them than they can prop- 
erly handle; but many new mills have 
come into operation, so a great deal of 
lumber is being produced, but all small- 
mill lumber will have to be handled 
through large planing mills or whole- 
salers. Some lumbermen are inclined to 
think that the “peak” of Defense buy- 
ing has been reached, but recent pur- 
chases in this particular section would 
indicate otherwise. Prices have shown 
no further advance but are firmly held. 


Houston, Tex. 


SOUTHERN PINE—The market con- 
tinues strong, although there has been a 
decline in prices on many items of $1 
to $3. No. 2, 1x6-inch had sold as high 
as $32, mill, but can now be purchased 
for $28@30; 1x8- and 1x10-inch No. 2 ship- 
lap sold as high as $35, mill, but can be 
had at $31@33, mill, with other items in 
Proportion. Stocks are very scarce, par- 
ticularly in Nos. 2 and 3. Retail yards 
are buying just their actual needs, which 
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are heavier than prior to the first of the 
year, though house building has slowed 
up somewhat, owing to recent advances in 
No. 2 common and its searcity. The rail- 
roads are buying grain doors earlier than 
usual because of scarcity of stock, and 
this buying will clean up practically all 
stocks of No. 3 lumber. Railroads con- 
tinue to buy decking, car siding and 
bridge timbers, and many roads are con- 
tinuing their building programs. The tim- 
ber market continues strong, with a 
heavy volume of timbers being creosoted. 


Iexport trade remains light, although some 
stock is moving to the Islands and South 
America. 


HARDWOODS—With stocks scarce, the 
market continues strong. It is difficult 
to place orders for large blocks of hard- 
wood, and flooring oak is especially scarce. 
Oak flooring is very firm. An enormous 
amount of rain the past 90 days has seri- 
ously interfered with production, but the 
weather is showing some improvement. 


SHINGLES AND LATH—Shingle demand 
has gained since the first of the year, 
with prices up about 5 cents a square; 
yards had low pre-inventory stocks. Pine 
lath are scarce, but demand has slack- 
ened and No. 1 now range $5@5.50, mill, 
with No. 2 strong at $4.50, mill. 
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Purpose 


That’s our story 


Southern Pine 


Oak Flooring 


For forty years known 
for its superior quality 


Branded KIRBY, your 


assurance of quality 


Southern Hardwoods 


Available in mixed cars 


KIRBY 
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When you order from Crater Lake Box & 
Lumber Company you'll receive the famous 
pine from the Klamath district. Stock of fine. 
soft texture and straight, close, even grain. 
carefully seasoned, accurately manufactured. 
Selects and Common, S4S, Yard and Shed 
Stock, Factory Lumber, Bevel Siding, Knotty 
Pine Paneling. Dimension, Lath, Mouldings. 
Box Shook, Crating. Now is a good time to 
start handling this BETTER lumber. 


Members of the Western Pine Ass‘n 


Send Your Orders to e 


oly We tmee-Wd-§ Sprague 


River 
BOX & LUMBER CO. ’ 
Oregon 




















THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Millis and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 

















GILLIES BROS. Ltd. 


BRAESIDE, ONTARIO, CANADA 


cenuine WHITE PINE ‘se. 


Air-Seasoned e Water-Cured 


for nearly 100 years. Capacity 30,000,000 feet annually. 


Members N. W. L. D. Assn. 


DRY STOCK--ROUGH or DRESSED. PROMPT SHIPMENT. 





Vest Pocket Ready Reckoner 4,330"! vex 


pocket manual 
including a lumber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous useful lumber 


tabulations. Prepaid, 50 cents. 


AMERICAN LUMBERMAN, Publisher, 431 So. Dearborn St., Chicago 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Jan. 20.—Lumber activi- 
ties in New England will be partly sus- 
pended this week as retailers, wholesalers 
and manufacturers converge on New York 
for the big Northeastern Retailers conven- 
tion Tuesday to Thursday, inclusive, with 
the annuals of Intercoastal Lumber Dis- 
tributors Association on Tuesday, and of 
Northeastern Lumber Manufacturers Asso- 
ciation on Thursday. The season of annual 
trade meetings in the East will draw to a 
close with those of New England Wholesale 
Lumber Association at Boston on Jan. 30, 
and New England Lumbermen’s Associa- 
tion at Manchester, N. H., on Jan. 31. 

A complete survey of waterborne stocks 
at landing terminals and wholesale distribu- 
tion yards at Atlantic ports north of Hat- 
teras shows a total Jan. 1 of 131,573,407 
feet, a drop from 155,000,000 feet through 
December. These totals are far below nor- 
cal. In this column two weeks ago, total 
water deliveries at Boston in 1940 were 
given as 104,511,696 net feet. We now have 
the tally at State Pier in New London in 
1940 at 25,989,532 feet, against the annual 
average in the previous six years of 22,891,930 
feet. Receipts at Boston docks in January 
to date are well under a million feet, and 
the tally for the full month will be well 
below normal. 





WEST COAST WOODS—The effective 
date for the advance of $1 in the steamer 
rate, from $16 to $17, has been fixed by 
the Steamship Freight Association as 
March 1. Offices here report few if any 
unsold lots at the terminals. Very little 
new business is being booked for mill 
shipment, as there is no ship space avail- 
able before early April. Most quotations 
for dimension fir are at full page 18 of 
West Coast list No. 33, with some offices 
holding at $1 premium. Boards are well 
sold up and very firm at $39@39.50 for 
No. 2, and $36@36.50 for No. 3 on dock, 
with small lots to dealers at the whole- 
sale yards firm and active at $40.50@41 
for 2’s, and $38@38.50 for No. 3. 


EASTERN SPRUCE—Probably current 
production of every item in the spruce list 
is covered by orders booked at prices 
named by the seller. Canadian shippers 
who have any stock to offer on this side 
are quoting at or above delivered prices 
of Maine mills. At the moment there are 
no offerings of 2-, 3- or 4x4-inch scant- 
ling at under $38, with most sales at $39. 
For 2x6- and T-inch, the delivered price 
by rail is $40. There are no offerings of 
2x10- and 12-inch at under $46@47. Ran- 
dom cargoes, with a fair percentage of 
the smaller sizes delivered at waterfront 
ports north of the Vineyard sell at close 
to $38 when available, and dimension 
schedules at around $40@41. The pro- 
duction of boards has increased sharply, 
but demand is absorbing all offerings. The 
1x4- and 5-inch delivered at Boston rate 
points are firm at $39@40; 6- and 7-inch 
at $43; 8- and 9-inch at $45, and up to 
$48 for the 10- and 12-inch. Most items 
were advanced $1 last week by most 
shippers. The call for 1x2 and 3-inch 
bundled furring takes al] offerings at 
close to $37@38, with an occasional sale 
by a small mill at $1 less. 


LATH AND SHINGLES —Prices for 
standard lath have been advanced slightly, 
as an offset to added production costs. 
Mid-winter demand is light, but mill out- 
put is gauged to care for current orders, 
an@ all surplus slabs are turned to the 
pulp plants to avoid accumulation of lath. 





For 1%-inch today, delivered at Boston 
rate points, the range is $3.75@3.85, with 
the 15-inch at $4.20@4.25. Eastern white 
cedar shingles for early spring use are 
quite active at $3.95 for extras, $3.75 for 
clears and $2 for 2nd_ clears. There 
is an accumulation of clear walls, and 
the price is shaded from $2.90 to as 
low as $2.75. For extra No. 1’s the price 
is uniformly $2.25. Pressure sales of 
West Coast red cedars have been in good 
volume at a wide price range. There are 
British Columbia shippers holding at 
$4.76 for 18-inch No. 1 Perfections, but 
most sales are close to $4.56, and we hear 
of one sale as low as $4.45 per square, de- 
livered. Most sales of 16-inch 5X No. 1 
are at $4.26@4.31; No. 2, uniformly $3.36, 
and No. 3 are $2.82@2.91. There are few 
if any waterborne shingles in stock here, 
as all available ship space is needed for 
lumber. 


PINE BOXBOARDS—-The eall for inch 
round edge by the box makers is limited, 
as spring requirements at many box 
shops have been covered by contracts 
made with the Salvage Administration 
for sawing “hurricane” logs at Govern- 
ment mills. Regular operators are cut- 
ting less round edge, and sale prices for 
inch range from $12 to as high as $15, 
f.o.b. shipping point. No. 3 and 4 com- 
mon square edge rough are held at 
$34@39 for 1x5- and 6-inch; $35@38 for 
7-, 8- and 9-inch; $36@40 for 10-inch, and 
$37@43 for 12-inch. 

EASTERN HARDWOODS — The larger 
modern mills are well sold ahead on 
all of the better grades of both maple 
and birch, with the former in the stronger 
price position. FAS in 4/ or 8/4, either 
maple or birch, is scarce and eagerly 
sought, chiefly by furniture factories. The 
4/4 is on a price parity at close to $88@92, 
but most sales of the thicker, chiefly 
2-inch, maple are at $100@105, with birch 
ruling $4@8 less. The 25,000,000 feet of 
mixed native hardwoods salvaged by the 
Government from hurricane felled logs 
will be allotted later this week when bids 
are opened. 


NEW YORK, N. Y. 


Local dealers, most of whom are now 
through with stock taking, are devoting all 
their time to getting ready for 1941. They 
are preparing for the slack that must be 
taken up when Defense program slows up. 
That there will be a large amount of private 
house construction during 1941 seems almost 
certain. Some predict an increase over last 
year, and this seems to be the opinion of the 
I‘ HA officials here. In all yards, stocks are 
above normal, because there is expected to 
he some difficulty in getting certain items as 
time goes on. Another reason no doubt is 
the announcement that Intercoastal Steam- 
ship rates are going to increase $1 on March 
1, and dealers are trying to get as much 
West Coast lumber through as they possibly 
can before this increase becomes effective. 

SOUTHERN PINE—A great many mills 
have large order files, as there is still 
considerable to be shipped on Defense 
orders. However, dealers can get their 
southern pine requirements if they are 
willing to pay the price. There has been 
some leveling off in quotations. 


WEST COAST—Larger mills that have 
been affected by strikes, reopened last 
week, and it may be that production 
speeded up to catch up with demand. 


WESTERN PINES — Ponderosa is not 
any easier to get, and Idaho is almost at 
a premium. ~All prices remain very firm. 


SPRUCE—Most Maine spruce mills are 
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working on a 24-hour schedule, but can- 
not begin to meet demand. Dry spruce is 
hard to buy. Prices are very stiff. 


HARDWOODS—Dealers all report a de- 
cided pick-up in business. Stocks have 
been considerably increased, but certain 
items are very hard to obtain. Low grade 
hardwood flooring is at a premium, 
strengthening almost daily. 


Buffalo, N. Y. 


Lumber trade is holding up well for 
this time of year, and prices are being 
well maintained. Wholesalers feel that 
while Government buying continues on 
a large scale, the mills will have limited 
stocks to offer, and they expect a firm 
market for at least three months ahead. 


HARDWOODS—Demand has improved, 
after a short period of quiet at the start 
of the new year. Prices are firm, and 
have had a natural increase due to better 
sales. Consumers are not buying far 
ahead of present needs, but are finding it 
necessary in numerous instances to re- 
plenish depleted stocks. 


WESTERN PINES — Prices show little 
change. Mill stocks are not large, while 
orders are coming in well. Idaho pine 
recently had a price advance and this is 
being maintained. It is difficult to obtain 
prompt shipment of some items in this 
wood, or in Ponderosa pine. Retailers are 
not placing many orders, owing to the 
unfavorable weather. 


NORTHERN PINE—Demand is fair for 
this time of year, while prices remain 
firm. The outlook is for an active mar- 
ket in the lower grades within the next 
few months, owing to increased needs for 
crating stock. 


Pittsburgh, Pa. 


Distributors find it a bit difficult now 
to get materials, due to Government De- 
fense purchasing, and are trying to round 
out their inventories. Industrial users are 
buying pretty freely. Rain and cold 
weather affected consumption adversely 
during the early part of January, but 
now rather open weather has the ten- 
deney to stimulate buying. 


Baltimore, Md. 


NORTH CAROLINA PINE—Demand for 
cantonments is even more urgent than 
before the year-end lull, and call from 
private buyers is active, with the result 
that prices have advanced. 


LONGLEAF PINE—The market is going 
along at a fairly even gait, and prices are 
practically unchanged. 


CYPRESS—The market is showing an 
upward tendency. Production is readily 
absorbed. 


WEST COAST WOODS—Receipts here 
are larger and current requirements are 
generally taken care of without real 
delay. Quotations are firm or advancing. 


HARDWOODS—Stocks are being stead- 
ily reduced, while weather conditions 
serve to hold down output. In the view 
of experts, a positive shortage is to be 
expected before long and buying pressure 
will force a sharper rise than any that 
has yet occurred. Scarcity of tonnage 
restricts exports. Gums and poplar are 
stronger than oak, ash and chestnut. 





Steel Company Appoints 
New Sales Managers 


Robert L. Glose has been appointed sales 
manager and Thomas C. Phillips, dealer 
sales manager of the newly established Con- 
struction Products Division of Pittsburgh 
Steel Co., Pittsburgh, Pa. Mr. Glose has 
heretofore been manager of welded fabric 
and construction products sales for the same 
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company, and Mr. Phillips, who was for- 
merly associated with Pittsburgh Steel has 
for the past six years been with Johns- 
Manville Corp., New York. 

The Construction Products Division of 
the steel company will have charge of the 
sales of all wire fabric construction products 
such as reinforcement wire for roads, drive- 
ways, sidewalks, walls, floors, roofs, etc., 
and the line of Pittsburgh “Steeltex” (wire 
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reinforcement with integral paper backing) 
for plaster, stucco, stone and brick veneer 
and floors. 

The new policy of placing the sale of 
these related products under a single respon- 
sible construction products division is de- , 
signed to afford better service to distribu- 
tors and users of these products generally. 
The company’s several district offices also 
will have sales representatives of these spe- 
cial products. 





R-B ROLL-OFF BED rour-nouer TvPe 
FOR ALL MAKES and SIZES OF TRUCKS, TRAILERS, LOADING WAGONS 


THOUSANDS of satisfied 
users are keeping their 
trucks ON THE GO. 





FOR MORE THAN 20 YEARS R-B rollers have been shipped to thousands of 
lumbermen throughout the U.S. A. and to foreign countries under agreement 
to refund the purchase price if unsatisfactory in any way. 


NOT ONE HAS EVER BEEN RETURNED 


Our 20-year experi- 
ence is available to 
you. Write NOW for 
catalog and prices— 
or better. give us 
the make and model 
of your truck. We'll 
be glad to suggest 
the proper roller 
equipment for it. 


™* THE R-B COMPANY ‘eucic'ave’ Kansas 








Mixed Car 
Shipments of 
Frames and 
High Quality 
Box Shook 
Let us Quote. 
Write Us 
Today. 










for the dealer. 






S&H Bradley Miller Wa 


hd G MMMM MA 
“SFames 


Dealers Are Constantly Building New 
Trade on These Frames of 


BRADLEY - MILLER 


What a satisfaction it is to handle frames like thesel Frames 
that you KNOW will FIT and LAST and SATISFY. Frames that 
are weather-tight and wear-resisting. 
White Pine, of modern design and precision manufacture, that 
do not warp, swell or split. No wonder they win new trade 
We also make Ponderosa Pine Frames of same 
manufacture and grade as the Genuine White Pine. 


1 BRADLEY - MILLER & COMPANY 

























Frames of Genuine 


BAY CITY, MICHIGAR 














BIRCH & SOFT MAPLE 


We have a good supply of Soft Maple in 
4/4, 5/4, 6/4 and 8/4; also 4/4 and 5/4 Com. 
Birch. Let us quote you. 


Cotton HANLO 


ODESSA , N-Y. 




















at dependable prices. 


DEPENDABLE SOURCE OF SUPPLY 


Now is the time when the smart buyer is the one 
who sticks close to a dependable source of supply 
and dependable quality. Many straight price buyers 
now find themselves out on a limb 


dependable source of supply. dependable quality 





. We offer a 
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Set of Blue Prints and 


ree BOOK 


as, “HOW TO READ BLUE PRINTS” 


Sent to Employees of 
LUMBER DEALERS 


This Free Trial Lesson on ‘“‘How to Read Blue 
Prints.“" and a set of blue print plans,—to 
show you how this 37 year old School for 
| Builders makes it easy for men in lumber 
yard offices to list material, estimate costs, 
etc. Drawing of plans included if wanted. 
LEARN AT HOME IN SPARE TIME 
Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials and building contractors 
urge employees to get this training. For Free 
Trial Lesson address: 


CHICAGO TECH COLLEGE 


A-425 Tech Bldg., 118 E. 26th St., Chicago, III. 

















- < 
Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens | 











GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 
Foreign Forwarders, Customs Bro- 


kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 


& aca 
WT.SMITH LUMBER CO. 


YELLOW PINE & HARDWOODS 














Vv JUL Vorsbest! 








Loggi A 
SSINE| rash C. Bryant 
Have you 2 problem to solve ia tc i we 


tine ically? ¢ 
Ty-4—~™ reference book 
fer sapntentent timber owners, 
nite a So. Dearborn St. 
: 1So. 
American Lumberman © Chicago. IIL 
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Miniature Logging Tools 
Carved from Wood 


Strict attention to minute detail was ad- 
hered to by the late W. P. Drain, Muskegon, 
Mich., as he carved from wood miniature 
replicas of the tools he had used during his 
active life in logging camps. Mr. Drain, 
now deceased, did his carving with a jack 
knife over a period of several years while 
an invalid unable to move from his chair. 

Special care was lavished on the horse and 
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lumber demand. In the final half of the 
year, production was short 501 million feet 
against intake of new orders. With produc- 
tion rising to 7,086,000,000 board feet on 
the bulge of Defense buying, 1940 was the 
largest year for West Coast lumber since 
1930, when production was _ 7,638,000,000 
feet. The sudden flood of Defense business 
left the industry with an exceptional volume 
of unfilled orders, 692,748,000 feet, and with 
unusually low stocks. While the peak of 
Defense business has been passed, probably 





Old-Time Michigan Logger Carves Wood Miniatures of Camp Tools 


ox teams, every hair of their manes and tails 
being fashioned from wood and set into 
individual holes punched for the purpose. 
Harness for the teams was carved separately 
and is complete with rings and buckles of 
wood. 

The hand tools shown in the foreground 
of the picture are, top to bottom from left 
to right, as follows: log marker, scaler’s 
rule, swamp hooks, neck yoke, logging 
tongs, pick-a-roon, boot jack, peavey, pike 
pole, two canthooks, log lifter and a two 
man saw. The team farthest to the right is 
hitched to a water tank mounted on a double 
bunk set of sleighs. Two men are pumping 
water into the tank which is like those used 
in early logging operations to water roads 
to form a thick coat of ice over which logs 
could be hauled. 

The human faces have been given a nat- 
ural expression, no two of them alike, and 
microscopic inspection of the work is said 
to reveal the minuteness of detail. 

A wide variety of other items not per- 
taining to the logging industry and not 
shown in the picture were also artistically 
fashioned from wood by Mr. Drain. The 
complete outfit is being offered for sale by 
his widow, who may be reached by writing 
to the AMERICAN LUMBERMAN. 





Defense Buying Made Good 
Year for West Coast 


SEATTLE, WAsH., Jan. 18.—The feature of 
the past year for West Coast lumber was 
the sudden influx of orders for Defense, says 
the West Coast Lumbermen’s Association. 
This turned 1940 from an ordinary lumber 
year into a good lumber year. Residential 
and other private construction was well sus- 
tained throughout the twelve months. In 
the last six months, the Government bought 
about two billion feet of lumber, 600 to 650 
million feet being taken from the West 
Coast. This new business came out of a 
clear sky, and the industry was unable to 
increase production rapidly enough to meet 
fully the suddenly augmented volume of 


40 percent of its total requirements remains 
to be met. This will represent many 
smaller shipments for many different pur- 
poses, from Defense housing to shipyard 
construction. On this basis, the 1941 lum- 
ber bill will carry a greater diversity of 
items than in past periods. 


Paint Exhibit Stresses 
Economy and Style 


New York, N. Y., Jan. 20.—In an effort 
to demonstrate how lumber and paint go 
hand in hand to give the home owner the 
most for his building dollar as well as the 
greatest satisfaction throughout the years, 
the 1941 exhibit of the Lead Industries As- 
sociation, sponsors of the Lumber Products- 
Better Paint Campaign, stresses the econ- 
omy and style obtainable with a home built 
of wood and decorated with paint. 

A modern house front attractively styled 
with white lead and oil forms the background 
of the exhibit. An accompanying electric 
sign points out how the various elements of 
the house have been treated to give the 
utmost in style and protection. At the front 
of the booth a master painter will be in 
attendance to answer all questions concern- 
ing paint and painting, and to give actual 
demonstration to illustrate his answers. 

Emphasis in the exhibit has been placed 
on the satisfaction of the home buyer, who 
today expects not only the long life and 
low upkeep cost provided by the lumber- 
built house, but also the ability of this lum- 
ber home to be styled easily and inexpen- 
sively with paint. 








Building Products Manufac- 
turer Adds to Production 


New York, N. Y., Jan. 20.—An addition 
to its production facilities was recently 
revealed by the Certain-teed Products Corp. 
here when H. J. Hartley, president of that 
concern announced the purchase of the 
Gypsteel Gypsum Plank division of the 
American Cyanamid and Chemical Corp. 
The change will become effective in Feb- 
ruary or early March, and until that time 
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American Cyanamid will continue to provide 
the trade with the gypsum plank. 

Certain-teed will take over machinery and 
equipment now in use at Cyanamid’s Linden, 
N. J. plant but the building: will be retained 
by the latter company for the manufacture 
of chemicals. Gypsteel plank is to become 
a new item in the line of gypsum wallboards, 
etc. manufactured by Certain-teed. 


Lumber Firm Aids War's 
Cause by Gift to Employees 


Victoria, B. C., Jan. 20—With the object 
of boosting the war savings campaign in 
Victoria by what is virtually a straight-out 
gift to the company’s four hundred odd em- 
ployees, the Cameron Lumber Co., as from 
last December, raised the wages of all its 
workers by $4 a month each, in the form 
of War Savings Certificates. 

Announcement of the company’s decision 
was made by A. W. Millar, secretary-treas- 
urer, at the Cameron Lumber Co. Social 
Club’s annual banquet. 

There are no strings attached to the gifts 
of certificates, which will cost the company 
between $1,000 and $1,200 a month, in addi- 
tion to the $28,000 already contributed by 
the Cameron firm on its own account in war 
savings certificates and Canadian bonds. The 
plan will be put into effect by adding $4 
to the wages of each employee on the pay 
roll, provided the employee is prepared to 
accept the increase in the form of a $4 cer- 
tificate made out in his name and handed 
over to him each month. 








New Booklet on the Square; 
Simplifies Roof Building 


A new illustrated booklet now 
from the AMERICAN LUMBERMAN is en- 
titled “The Carpenter’s Square and_ Its 
Use,” and offers complete information on 
that subject in dialogue form. 

Particular attention is given to the uses of 
all the scales and tables on the steel fram- 
ing square, including a detailed explanation 
of their functions in connection with roof 
construction. 

Although the book is dedicated to boy 
builders who are learning the trade it has 
been enthusiastically accepted by amateur 
and experienced carpenters. They have found 
it especially helpful in solving roof construc- 
tion problems. 

The few retail lumber dealers to whom 
the book has previously been offered were 
favorably impressed. One punched a hole in 
the corner, looped in a string and hung it 
on the wall of his office saying, “Every day 
someone comes in here who wants to build 
but can’t because he can’t read a square. I 
am going to tell them to read this little 
book.” 

The guide to the use of the square was 
written by M. M. Romig, B.S., head of the 
Industrial Arts Dept. of a Portland, Ore. 
high school and has been copyrighted and 
sponsored by the State Building Congress, a 
Portland organization dedicated to ‘“Build- 
ing Builders.” Any returns on the book 
above its actual cost are used in this work 
of encouraging and stimulating boys to learn 
the building trades. Copies are available 
for 25 cents each from the AMERICAN 
LUMBERMAN, 431 So. Dearborn St., Chicago, 
Ill. Prices for quantity lots will be sent 
upon request. 


available 
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Winners of Cash Prize 
Contest Announced 


Winners of the cash prize contest spon- 
sored by The Stanley Works, New Britain, 
Conn. during November have recently been 
announced. The purpose of the contest was 
to find a name for a newly developed set of 
garage door hardware for swing-up doors 
which is said to be automatic and economi- 
cal. Nearly 1000 entries were submitted, 
but the first prize of $50 went to Jesse 
Swagerty, Swagerty Trading Post, Clayton, 
Union Co., N. M. 

The name submitted by Mr. Swagerty 
was “Econ-O-Matic,” a composite of the 
words economical and automatic. 

The second prize winner of $25.00 was 
Karl A. and L. B. Walbert, 239 E. Weiss 
St., Topton, Penn. Third prize, 


$10.00, 
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went to George F. Scheid, Peden Iron & 
Steel Co., Houston, Tex. 

Prizes of $5.00 each were awarded to: 
Lewis L. Alcorn, Iowa Builders Supply Co., 
Cedar Rapids, Ia.; Freemont W. Arbeiter, 
3runswick, Miss.; Eckl Hardware, Roches- 


ter, N. Y.; A. L. Evans, 13 S. 6th St, 
Minneapolis, Minn.; L. J. Lulay, 420 S. 
14th St. Salem, Ore. The prize money 


was mailed to the eight winners by Special 
Delivery on December 23, 1940. 

The name “Econ-O-Matic” will apply only 
to the new set of swing-up door hardware 
and is featured in a four page announcement 
for the wholesaler and dealer and a colorful 
envelope stuffer for the dealer to give his 
trade. Both have been prepared only re- 
cently and may be secured by writing The 
Stanley Works and asking for B157 for 
the dealer announcement, and B158 for the 
consumer envelope stuffer. 








BUYING OFFICE 





ATTENTION! LUMBER MILLS 


we are GAR ano CARGO BUYERS 


of SOUTHERN PINES--WESTERN PINES 
DOUGLAS FIR--HARDWOODS 


SEND US YOUR STOCK LISTS AND PRICES 


WHOLESALERS TO THE GOVERNMENT 


BALTIMORE LUMBER CO. 


P. 0. BOX 387 


BALTIMORE, MD. 








THESE 
DEPENDABLE 
PRODUCERS CAN 


SUPPLY ALL 
YOUR NEEDS 





Dealers, builders and architects have great liking for this dependable 


lumber, North Carolina Pine. 


A wood of beauty, utility, strength and 


durability, it has a wide variety of uses in both interior and exterior 
construction. The reliable firms named below can supply you with all 


building items in North Carolina Pine. 


your needs. 


Write today and tell them 





ELLINGTON-FAY LUMBER CO. 
Fayetteville, N. C. 
SPA Grade Marked Lumber 


Mfrs. Flooring, Ceiling, Casing, Moldings, Roofers 


and Framing Lumber. Kiln Dried and Air Dried. 








PROMPT SERVICE on STRAIGHT or MIXED CARS 


BURRUSS LAND & LUMBER CO. 
Lyachberg, Va. 
Kiln Dried, Grade Marked N. C. Pine. R. R. Material 


a specialty. Car Lining and Decking. Mills 
im Va. and N. C. 
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A New Publication on Beech 
Is Ready 


“Beech—lIts Production, Properties, Uses, 
Seasoning and Treatment” is a 76-page bul- 
letin prepared by Professors R. J. Hoyle, H. 
L. Henderson, J. O. Blew and N. C. Brown 
of New York State College of Forestry. 
Considerable space is devoted to prevention 
of splitting and checking by correct methods 
of air or kiln drying. Preservative treat- 
ment is dealt with. Production, structure, 
properties, characteristics and uses are cov- 
ered. The publication is well illustrated with 
diagrams, charts, tables and photographs. 
Technical Publication No. 51 is obtainable 
for 30 cents from the College, Extension De- 
partment, Syracuse, N. Y. 








DON’T FORGET! 


We cordially invite you to visit 
the DeWalt exhibit at your asso- 
ciation’s convention this year. 
Our complete line of new 1941 
models will be on display. Be 
sure to ask about the “convention 
special.” It’s a real money-maker 
in any yard. 

Wire, write or phone... 


DE WALT PRODUCTS 


CORPORATION 
535 Fountain Ave. 
LANCASTER, PA. U. S. A. 
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OPERATED HOTELS 


Jn Cleveland 
HOTEL HOLLENDEN 


Jn Columbus 


ri 
SE THE NEIL HOUSE 


Jn Akron 
THE MAYFLOWER 





In Corning, h.}. 
BARON STEUBEN 
HOTEL 


4 | 





Jn Jamestown, hb. 
THE JAMESTOW 
and 

THE SAMUELS 





4 


The hotels that check with every travel standard 


—_ 
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NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


WasuinctTon, D. C., Jan. 20.—Following is the National Lumber Manufacturers’ Associa- 
tion’s report for two weeks ended Jan. 11, 1941, covering mills whose statistics for both 1941 
and 1940 are available, and percentage comparisons with statistics of identical mills for the 
corresponding period of 1940: 


TWO WEEKS: 
Total Softwoods 
Total Hardwoods... 


Total Lumber ..... 


Av. No. Per- 
Mills Production cent 
Rpteg. 1941 of 1940 

390 370,790,000 111 
93 19,893,000 95 

466 390,683,000 110 
80 22, 


Total Flooring .... 


759,000 


137 


Per- 

Shipments’ cent 
1941 of 1940 

450,302,000 129 

20,434,000 125 

470,736,000 129 

18,888,000 149 


7 Per- 
Orders cent 
1941 of 1940 
404,183,000 104 
17,364,000 04 
421,547,000 104 
11,914,000 % 





NATIONAL STATISTICS FOR DECEMBER BY REGIONS 


WasHINGTON, D. C., Jan. 20. 
tion’s report for the four weeks ended Dec. 28 and for fifty-two weeks ended that date, 
covering mills whose statistics for both 1940 and 1939 are available, and percentage comparison 
with statistics of identical mills for the corresponding period of 1939: 





Av. No. Per- 
Mills Production cent 

FOUR WEEKS: Rpteg. 1940 of 1939 
Softwoods: 
Southern Pine ..... 116 125,062,000 106 
Wet CONSE 6 ccccce 124 375,358,000 105 
Western Pine ..... 98 233,996,000 107 
California Redwood 13 31,311,000 119 
Southern Cypress . 9 7,216,000 8S 
Northern Pine ..... 8 730,000 


Northern Hemlock. 


Total Softwoods.. 


Hardwoods: 


Southern Hardw’ds. 
Northern Hardw’ds. 


Total Hardwoods. 
Total Lumber.... 


Oak Flooring ..... 
Maple, Beech and 
Birch Flooring .. 


FIFTY-TWO WEEKS: 


Softwoods: 

Southern Pine ..... 
WOSt COQst ..cces. 
Western Pine ..... 
California Redwood 
Southern Cypress.. 
Northern Pine ..... 


Northern Hemlock. 


Total Softwoods.. 


Hardwoods: 


Southern Hardw’ds. 
Northern Hardw’ds. 


Total Hardwoods. 

Total Lumber ... 
Oak Flooring ..... 
Maple, Beech and 

Birch Flooring .. 


tUnits. 


121 1, 
124 +5, 
96 3, 
13 
9 
8 
17 


388 11, 


770 
17 


87 
458 11, 
65 


15 


10,586,000 


786,967,000 


30,153,000 
11,093,000 


41,246,000 


828,213,000 
38,732,000 


5,010,000 


585,542,000 
180,202,000 
518,461,000 
391,635,000 
111,109,000 
136,923,000 


102,329,000 


026,201,000 


59,450,000 


209 





107 


94 
72 





87 
106 


101 
107 
108 
107 

8S 
128 


132 





107 
99 
115 


10: 
106 


Shipments 
1940 


131,211,000 
414,050,000 
297,140,000 
35,381,000 
10,987,000 
11,093,000 


8,240,000 
913,035,000 


33,761,000 
12,281,000 
46,042,000 
959,077,000 
31,029,000 


4,506,000 


1,749,426,000 
5,403,652,000 
3,864,338,000 


423,436,000 
130,209,000 
138,538,000 


91,339,000 
11,800,938,000 
364,904,000 
131,340,000 
496,244,000 
12,297,182,000 
470,948,000 
61,572,000 


Per- 
cent 
of 1939 


126 
122 
124 
162 
148 
150 


152 





126 


12% 

140 
129 
126 


107 
108 
111 
114 
103 
102 

84 


109 
96 
108 


99 
108 


Orders 
1940 


124,042,000 
388,814,000 
263,634,000 
40,649,000 
8,845,000 
8,446,000 
7,823,000 


862,135,000 


31,436,000 
12,516,000 
43,952,000 
906,087,000 
22,470,000 


3,696,000 


1,777,840,000 
5,561,817,000 
3,929,421,000 
436,603,000 
126,898,000 
142,096,000 
89,812,000 


12,064,487,000 


360,410,000 
138,921,000 


499,331,000 


12,563,818,000 
489,812,000 


57,971,000 


Following is the National Lumber Manufacturers’ Associa- 


Per- 
cent 


of 1939 


134 
112 
106 
205 
121 
112 


179 
117 


127 
196 
141 
118 


108 
110 
113 
117 
113 

98 


110 
97 
119 


102 
110 





REGIONAL UNFILLED ORDERS AND STOCKS DEC. 28 


Wasnurncton, D. C., Jan. 20—Following is the monthly statement by regions of eight 
groups of identical mills and two groups of hardwood flooring plants of unfilled orders and 


gross stock footage on Dec. 


Softwoods— 


Southern Pine ...... 
Went COGse .cccccses 
Western Pine ...... 
California Redwood 
Southern Cypress ... 
Northern Pine ...... 


Northern Hemlock 


Total Softwoods . 
Hardwoods— 


Southern Hardwoods 
Northern Hardwoods 


Total Hardwoods 


Total Lumber ... 


Flooring— 
Oak Floorin 


Maple Flooring ..... 
?TUnits of production. 


eoeeeee 


eeeeeee 


eeeeeee 


eoeeeeee 


eee eeee 


28: 








No. of Unfilled Orders Gross Stocks 

Mills 1940 1939 940 1939 
110 90,645,000 61,890,000 352,863,000 437,335,000 
124  540/058,000 381,893,000 778,940,000 $41,496,000 
93 274182000 197,783,000 1,299;678,000 1,454,642,000 
13. 49,165,000 27,574,000 268,221,000 295,753,000 
9 10,000,000 4°847'000 173,571,000 194,634,000 
8 $788,000 4'916.000 111,776,000  122/279,000 
11 4,966,000 1,569,000 80,792,000 70,810,000 
368 977,804,000 680,472,000 3,065,841,000 3,416,949,000 
#72 —-40,828,000 35,339,000 220,769,000 258,448,000 
14 17/277,000 9'263.000 98°143,000  104/160,000 
“86 «58,105,000 44,602,000 318,912,000 362,608,000 
443 1,035,909,000 725,074,000 3,384,753,000 3,779,557,000 
75 -46,960,000 41,700,000 63,222,000 76,594,000 
16 8'460,000 9'443.000 14°982'000 15,565,000 
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RELATION OF UNFILLED ORDERS TO STOCKS 


WASHINGTON, D. C., Jan. 20.—Following is statement of seven groups of identical mills of 
unfilled orders and gross stock footage on Jan. 11: 


No. of Mills Unfilled Orders Gross Stocks 
41 19 





begin was vice president of the Cascade 
Timber Co. Miss Newbegin attended An- 
nie Wright Seminary in Tacoma. Mr. Ken- 
nard attended the University of Califor- 
nia. He is associated with the Coast Sash 
& Door Co., Tacoma. 
COWGILL-CASKE'Y—Miss Ann Showal- 
ter Caskey was married to Jack Hardwick 
Cowgill in Lexington, Ky., Jan. 3. The 
bride is the daughter of Mrs. Catherine 
Caskey of Lexington and New York City 
and W. E. Caskey of Bramble Farm. The 


7\ 





Reporting 1941 1940 
Total Softwoods* .......... 390 984,886,000 744,246,000 3,176,950,000 3,553,475,000 
Total Hardwoods* ......... 96 60,913,000 54,277,000 334,466,000 381,747,000 
TOCA EMCEE ook 6s saisse sv vic 471 1,045,799,000 798,523,000 3,511,416,000 3,935,222,000 
OBE BPIGGTINE «6 ccc ccc.cwsecs 75 40,773,000 45,949,000 66,586,000 79,923,000 


*Of Northern mills, 15 mills reported on unfilled orders; 16 mills on stocks. The 
total number of mills (486) includes 15 northern plants that are in both softwood and 


hardwood subtotals. 


groom is the son of Mr. and Mrs. Elmer 
G. Cowgill and is associated with the 
Combs Lumber Co., Lexington. 


GREELY-SPURGEON—Miss Jean Spur- 





Western Pine Summary 


PortTLaANpD, Ore., Jan. 17—The Western 
Pine Association reports as follows on 
operation of identical Inland Empire and 
California mills during the two weeks ended 
Jan. 11: 

Report of an Average of 99 Mills: 
Total for 2 weeks ended 


Jan. 11, 1941 Jan. 13, 1940 
Production 88,924,000 78,532,000 
Shipments .... 136,050,000 105,455,000 


Orders received 132,672,000 109,453,000 
Report of 104 Identical Mills: 

Jan. 11, 1941 Jan. 13, 1940 

Unfilled orders. 305,473,000 223,845,000 

Gross stocks. .1,419,933,000 1,555,364,000 
Report of 104 Identical Mills: 


-——Total for Year———, 
1941 1940 


Production 91,146,000 80,312,000 
Shipments F 141,779,000 109,141,000 
Orders ........ 188,165,000 114,237,000 





Southern Pine Statistics 
[Special telegram to American LumsEaman] 
New Or.eEANS, La., Jan. 22.—Following 

is a summary of reports from southern pine 
mills for two weeks ended Jan. 18: 
Average weekly number of mills 124; 


Units,+ 102 
Two-Weeks 
Three-year average production* 60,641,000 


Actual MPFOGUCTION .. 0. cccsccves 65,967,000 
aa eer eee 67,452,000 
CVGCTE TOGGIVOR occ cts wisvionss 81,711,000 


Number of mills, 123; Units,+ 103 
On Jan. 18, 1941 
UWTIOR OUROTE 2 cctecsccivces 101,670,000 
hp ee er 268,544,000 


*Oct. 26, 1936, to Oct. 28, 1939. 
TUnit is 304,000 feet of “3-year average” 
production. 


Stock Millwork 


Volume of stock sash, doors and frames 
produced during December declined 20 per- 
cent from the previous month, the National 
Door Manufacturers Association has an- 
nounced. The December output, however, 
exceeded that of December of last year by 
15 percent. 








Frame Residence Costs 


Following are index numbers of construc- 
tion costs (based on 1926-1929 average as 
100), compiled by E. H. Boeckh & Associ- 
ates (Inc.), Cincinnati, Ohio, covering frame 
residences : 


1926- 
1929 1937 1938 1939 Jan. 
Area— Ave. Avge. Avg. Avg. 1941 
BATRRER, oie ce cks 82.7 79.0 81.6 82.8 96.2 
Baltimore .....107.2 88.8 91.9 93.5 109.0 
Birmingham .. 91.7 80.5 86.3 87.8 100.6 


a 116.3 103.3 104.1 106.2 118.0 
CRICERO 2.606 109.2 104.8 107.9 110.6 123.6 
Cincinnati .....100.5 98.8 100.4 103.2 112.7 
Cleveland ..... 107.2 105.1 105.8 106.2 115.6 
OO eee 103.1 89.9 91.2 95.1 109.2 
Denver ........ 95.0 111.9 109.0 112.1 112.0 
2 aa 103.3 93.9 97.1 98.8 112.0 
Kansas City....100.3 95.8 102.5 104.4 119.3 
Los Angeles.... 92.7 93.4 89.7 93.6 100.3 
Minneapolis ... 92.8 101.6 101.2 101.9 111.9 
New Orleans... 93.3 83.4 86.3 89.0 104.9 
New York City.133.3 110.5 118.9 122.1 129.7 
Philadelphia ..100.3 91.4 93.8 99.2 113.3 
Pittsburgh ....113.3 109.8 112.7 113.8 121.1 
St. Louis.......118.6 98.2 104.1 107.0 117.5 
San Francisco... 87.7 96.7 97.7 99.2 105.8 
ee 84.5 92.6 96.5 96.7 104.5 


The engagement of Kathryn Ada 
Newbegin, daughter of Mrs. George D. 
Newbegin and the late George D. New- 
begin, prominent Tacoma, Wash., lum- 
berman, to Robert Guy Kennard, son of 


Tacoma, was announced recently. Prior 
to his death a few months ago, Mr. New- Ind. 


ny 





CROSS-CIRCULATION 


geon of Muncie, Ind., was married to Al- 
bert Greely of Yorktown at the home of 
the bride’s parents, Mr. and Mrs. William 
Chase Spurgeon, Jan. 1. Mr. Greely is the 
owner of the Yorktown Lumber Co., York- 
town, Ind. 


OSBORN-BIEGEL—Miss Clara Biegel, 
daughter of Mrs. Charles Biegel, was mar- 
ried to Jesse T. Osborn, of Crown Point, 
Ind., Jan. 4. Mr. Osborn is associated with 
the Henderlong Lumber Co., Crown Point, 


Hymeneal 


and Mrs. Guy W. Kennard, also of 


If It’s Paul Bunyan Pine, 
You Know It’s Dried Right! 


One thing you can be sure of--“Paul Bunyan 
Pine” is dried RIGHT! 


With a daily capacity of 600,000 board feet, 30 
Moore Cross-Circulation Kilns season “Paul 
Bunyan Pine” of Red River Lumber Co., West- 
wood, Cal., uniformly to desired moisture con- 
tent, producing high quality drying. 





North, South, East and West -- aggressive 
lumber manufacturers have installed the 
Moore Cross- Circulation System. . . they 
have reduced drying costs, increased hold- 
ing and drying capacities, and improved 
quality of seasoning. 





Old-type kilns--of either end- or fe | 
cross-piling design--are being con- f 2 ; | 
verted economically to the Moore i | 
Cross-Circulation System, and 
have proven a profitable invest- 
ment for their owners. 


Our experienced dry kiln en- 
gineer will gladly call and dis- 
cuss your drying problems. 
Write today--no obligation. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 
JACKSONVILLE, FLORIDA 
VANCOUVER, B.C. 
NORTH PORTLAND, ORE. 








INTERNAL FAN SYSTEM 
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1940 MARKET IN REVIEW 


Total lumber industry bookings during 
1940, as reported by identical mills, exceeded 
the 1939 by 10 percent; they were 9 percent 
above output and 7 percent above shipments, 
and bookings were 2 percent ahead of the 
shipments. At the end of the year, gross 
stocks were 11 percent lower than at the 
beginning, while unfilled orders had in- 
creased 43 percent. At the beginning of 
1940, unfilled orders covered only about 19 
percent of gross stocks, and at the end they 
amounted to 31 percent. Softwood book- 
ings exceeded production by 9 percent, and 
shipments by 2 percent, and bookings were 
2 percent above shipments. During the year, 
gross stocks declined 11 percent, and unfilled 
orders increased 43 percent; at the beginning 
of 1940, unfilled orders covered 20 percent 
of gross stocks, and at the end, 32 percent. 
Large-mill production of softwoods would 
undoubtedly have reached higher levels had 
it not been for maritime and plant strikes 
on the West Coast, which successively en- 
forced heavy curtailment in output.  Soft- 


wood percentages follow closely those for 
total lumber, softwood production having 
amounted to about 96 percent of total. Hard- 
wood bookings, 2 percent more than the 
1939, were 3 percent above output, and 1 
percent above shipments; bookings exceeded 
shipments by less than one percent. Gross 
stocks were 14 percent lower at the year 
end, and unfilled orders up 26 percent; at 
the beginning of the year, unfilled orders 
made 13 percent of gross stocks, and at the 
year-end, 19 percent. Relations between pro- 
duction and shipments—of total lumber, 
softwood, hardwood and hardwood floor- 
ing—throughout 1939 and 1940 are de- 
picted in the accompanying graph, which 
was prepared by Mrs. Grace J. Landon, 
statistician of National Lumber Manufactur- 
ers’ Association. The chart is based on 
operations of the larger mills that reported 
for each year, but their 1940 output will 
probably make a smaller percentage of the 
total than in normal years, because many 
small mills were brought into activity as a 


result of Defense buying. Small-mill activity 
had been braked by the Wage-Hour enforce- 
ment drive that started in June, but revived 
with Defense purchasing. The statistical 
reports on which graphs are based represent 
less than 25 percent of southern (except 
cypress) production; 73 to 91 percent of 
western output, and 90 percent of northern; 
industry figures running about 50 percent of 
later Census totals. 

The statistical charts show that softwood 
mill production in 1940 followed closely the 
1939 pattern, rising steadily from January, 
with a dip in the July forest fire hazard 
period, to peak in October, then falling off 
steeply, but that 1940 low and peak were 
both at a higher level than the 1939. A 
radical difference is in the relation of ship- 
ments to production; in 1939 shipments fell 
below production in mid-November, but in 
1940, because the mills had been accumulat- 
ing a big back-log of unfilled orders, ship- 
ments continued in excess of production 
over the year-end. 


LUMBER & HARDWOOD FLOORING —PRODUCTION and SHIPMENTS— 1939-1940 
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Hardwood shipments were almost continu- 
ally ahead of production in 1939, so the 
mills entered 1940 with low stocks; ship- 
ments kept about even with production in 
the first half of 1940, and then attained a 
lead which they held to the end of the year, 
that represented further depletion of stocks. 
Hardwood flooring shipments, with the start 
of Defense buying, rose considerably above 
production, but, largely as a result of stock 
depletion, dipped below in the last quarter 
of the year. 

The industry, which had been geared to a 
large export trade, suffered a further war- 
curtailment of its overseas markets in 1940, 
the footage moving abroad in the first eleven 
months having declined 13 percent below the 
1939 level, whereas imports were only 2 
percent less than the 1939. Domestic supply 
was further augmented by the coming into 
the market of large quantities of Northeast 
“hurricane” pine, and by increasing activity 
of small mills in the second half of the year. 

The hardwood market labored under the 
burden of an increase of about 15 percent in 
imports, while exports were off about 60 
percent. For the loss of its foreign markets 
the hardwood industry has been partly com- 
pensated by an increase in furniture plant 
purchases. Operations at these plants had 
reached a low of 41 percent normal in May, 
1938; were at 56 percent in January, 1939, 
and reached 71 percent in September, 1940. 

The accompanying price graphs, prepared 
by AMERICAN LUMBERMAN, reveal a rather 
wide divergence in their curvature, during the 


second half of 1940, between Bureau of Labor 
and industry indices. Bureau index is on a 
revised basis of a much more comprehensive 
list of items, but is compiled from a building 
consumption viewpoint as part of a building 
materials index, whereas mill figures are 
averages based on both lower and higher 
grades; prices of many common building 
items were more affected by Defense buying 
than was the mill average. 

The three-year general trend, 1938 to 1940 
inclusive, of all price curves was gradually 
upward from a low in the middle of 1938 
to the middle of 1940 and then a sudden 


upswing in response to Defense buying; but . 


northern maple flooring, perhaps because 
of the relative inactivity in new industrial 
plant construction, steadily declined through- 
out 1938-1939 and until influenced by De- 
fense buying in mid-1940. It is notable that, 
under severe impact of the Wage-Hour law 
on production costs, southern pine advanced 
at a greater rate than did West Coast woods 
and Ponderosa, and that there has been a 
steadily increasing divergence between 
southern pine and these competitive soft- 
woods. 

Total construction in 37 eastern States in 
1940 was below 1939 levels until May, but 
volume mounted rapidly in the secend half 
of the year, under the influence of the De- 
fense program; and residential construction 
showed a similar relationship to 1939. To- 
tal 1940 construction was 13 percent above 
the 1939; public building increasing 5% 
percent, and private, 194 percent. The num- 


ber of one- and two-family units built in 
1940 was 16 percent larger than in 1939, 
and there was a 24 percent increase in their 
valuation. In 8 Western States, total con- 
struction kept close to 1939 levels in the 
first months, and then rose to far above 1939 
levels; while residential building in the re- 
gion doubled and sometimes almost tripled 
the 1939 in the remaining months. FHA 
new construction loans in 1940 were con- 
sistently far ahead of 1939 records; but from 
March to July the modernization loans were 
below 1939 levels, then rapidly increased to 
much above 1939 figures. 

Frame residence construction costs rose 
from 100.2 (Boeckh index) in January of 
1939 to 103.9 in December, and in Decem- 
ber, 1940 stood at 110.4. There was a com- 
pensating rise in residential rentals, Indus- 
trial Conference Board index of cost of 
occupancy moving from 86.2 in January, 1939 
to 87.4 in October, 1940. That salaries 
and wages, adjusted index of Department 
of Commerce, rose from 82.3 in January, 
1939 to 91.7 in October, 1940; while Depart- 
ment of Agriculture index of cash income 
from farm marketings rose from 67.5 in 
January, 1939, to 80.5 in October, 1940, in- 
dicates that rentals are lagging real income 
in their advance. The influences of increas- 
ing urban and rural incomes, and of rising 
rentals, will probably overcome the deterrent 
to dwelling construction, of rising costs. 
And the lumber industry is assured that in 
addition to its usual market it will be called 
upon for large quantities of Defense material. 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


Bast and west side mills have reported the following average f. o. b. mill sales 
southern pine to the Southern Pine Lumber Exchange, 


in the period of Jan. 


Tices on 
New Orleans, La., for sales made 


13-18, but where prices for this period were not available, prices for the 


month to date have been inserted and starred (*): 


West East West East 
Side Side Side Side 
Flooring Standard Ceiling Standard 
Lengths %x4 Lengths 
== oe 
Baebetter 62.58 63.00 B&better.. 39.52 39.58 
pee wa : 53.40 *53.00 _ re 38.31 38.67 
— 38.50 ....)D -------- 26.83 27.41 
1x3 flat 
rain— _ Surfaced Finish 
sewetner. . 49.49 51.06 Standard Lengths 
Saye SES 17.49 46.00 
a idee wae 37.36 35.50 Bé&better 
iF riftt— ye — thick— 
B&better.. 69.00 65.7574  |......, 64.39 58.00 
Cc eas, | ee 67.27 64.00 
ee: 38.06 38.06 Oh on inde 65.70 58.05 
1x4 flat | EAS 64.92 57.69 
rain— ee; eee 69.12 64.30 
B&better.. 49.56 50.68]129 ....... 90.09 81.13 
Me racphox creas 47.21 46.1015x6/4 thick— 
«pave pes 36.05 35.3214 6, 8.... 74.88 68.50 
End Matched ox10 aie aes 85.36 79.33 
Flooring, 2 to 8-foot edee we @ 104.44 91. 0 
1x3 rift— oad 
B&better.. 57.78 56.00) ineh thick— 
, iereeags *50.01 ... 6 re teeees oats pet 
vgrain— PLLLI IID 50:88 49:80 
R&better.. 42.02 42.62 1x: 5&10 94.62 55.79 
nore 39.14 40.00)12 ------- 67.40 68.22 
oe 24-49 29.50 
ixd ‘rift— Rough Finish, 
mabetter. 57.00 55.25 Standard Lengths 
eeeeecees 45.00 * 2.50 B&b tt 
| Saiedhce *39.00 nada 
1x4 flat ws . Se 420.20 *57.50 
grain— —— .» "59.00 *61.50 
Bé&better.. 38.45 38.711 Pe? 4 sings 65.50 
reaper: 36.21 *36.50 58/4 et. 
D eke meee 25.45 28.89) 255 «+--+: 73.00 


Drop Siding, Stand- 





-*84.87 *79.00]} 


ard Lengths, 1x6” Saar *99.00 *99.00 
No. 117— 
mubetter. 47.63 49.00 Casing and Base 

oS go 

5 cccccc: 4802 *4800/ Standard Lengths 
No. 116— B&better— 
zavetter Sg CT oC .. 69.36 66.94 

Sate slet eee 44.35 *46.0811x6&8 68.04 65.29 
D Siaahao watts 40.06 37.95}1x5&10 72.27 77.06 
No. 2 ‘c< ae ae 
No. 3 27.21 26.87 
Assorted patterns No. 1 Fencing & 
B&better.. 48.96 47.46 Boards 
Oates ccs 49.20 ..,,| Standard Lengths 
D Scat aera 40.05 36.54]1x4 ...... 43.78 40.25 
No. 1 43.00 KveeEEMe ecue cs 41.18 *40.72 
No. a 35.40 33.1611x8 ...... 42.23 43.25 
No. 3. 26.92 24.60] 1x5&10 46.65 45.25 





West East West East 
Side Side Side Side 
No. 2 Shiplap and No. 2 Dimension 
Boards, Std. Lgth. 2x4 
es 27.59 27.53]12 & 14... 30.93 27.70 
eee $2.94 2.48116 .....;. 29.06 30.79 
So eee 31.68 32.04/18 & 20... 33.10 32.02 
- = 32.39 32.16]2x6 
So) ae 36.97 33.74112 & 14... 28.50 27.17 
| RES 27.77 31.40 
No. 3 Shiplap and |i; |||. 30 57 32 34 
Boards, Standard |2) |||. 32.46 32.89 
Lengths 22 & 24... 38.00 34.42 
co ace 20.40 22.40}2x8 
1x6 Rgh. & 12 & 14... 27.61 29.39 
S1s/84s 26.01 26.10]16 ....... 26.93 31.58 
1x6 CM... 25.33 26.25118 & 20 30.68 29.53 
i 26.34 26.50/22 & 24 34.11 *36.00 
x30 ..... 26.57 25.22]3x10 
1x12 26.80 25.31112 & 14 31.55 29.32 
: ae $2.18 31.45 
ras 18 & 20.)! 33/56 33:71 
v 22 & 24...*43.50 *37.00 
1%, 1% & 5533 0.00| 2212 
anak’*** Shan anaeis & 04... 81.68 92.89 
noxdi8 11) 7229 6463 Spreads. 30.71 31.32 
No. 1 Dimension Be one 33.90 35.50 
2x4 ie 41.18 *34.00 
12 & 14 33.41 30.02/22 & 24... 42.73 
A oak 34.31 34.07 
18 & 20... 36.71 36.27] Timbers 20 & Under, 
22 & 24...°87.50 .... No. 1 
x a : Shortleaf— 
12 & 14... 32.80 30.4113x4&4x4.. 39.11 32.97 
BO esis sis 33.16 32.771 4x6—8x8.. 34.80 28.20 
18 ....... 35.05 34.67/3@4x10 |. 40.64 43.00 
20 sigaeee 34.53 34.8515x10-10x10 39.45 .... 
i 24... 43.60 -+13&4x12 .. 50.70 .... 
er 32.60 30.87) X12/12x12 50.00 40.00 
‘eer 32.67 32.98 No. 3 Dimension, 
Seer 36.54 34.44 Random Lengths 
OE) ee a 23.85 22.88 
eR, 24... 50.120 ....]9% 6 D110! 22°54 23.06 
13 41.25 37.95)2%.8 ----- 23.04 21.80 
Serres "52 97 ga] 2X10 27.10 21.40 
OE ev clesiors 40.25 37.98 2x12 26.71 23.00 
16 Paras 40.69 38.81 ol ao. 
20. 17 39.18 = 
22 & 24... 48.25 45.50) Car Siding, 13/16 
x Bé&btr&Sel— 
12 & 14. 43.95 40.63 cose 46:06 
eee 44.16 41.03 ine’ * -.*58.00 
= rrrr ye “4433 1x4, 10.... 52.09 *50.50 
7 aba. sane . : 1x6, 9.....*56.00 
Plaster Lath 
Car Lining, 13/16” Kiln Dried 
Common— %x1%”, 4 
1x6, 16.... .... *44.00] No. 1 6.05 5.40 
1x6, 18....*42.18 .... No. 2 *5.04 4.15 





OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.0.b. Memphis and John- 
— ote Tenn., and Alexandria, La., as points 

° n: 


t$X2%" 48xX1%” %x2” %x1%” 


Clr. qtd. wht. 


-$88.00 $70.00 $68.00 $64.00 
Clr. qtd. red... 79.00 64.00 63.00 63.00 
Sel. qtd. wht.... 70.00 57.00 53.00 50.00 
Sel. qtd. red.... 70.00 60.00 54.00 53.00 
Clr. pln. wht.... 73.00 59.00 53.00 46.00 
Cir. pin. red..... 748.00 60.00 52.00 47.00 
Sel. pln. wht.... 69.00 57.00 43.00 42.00 
Sel pln. red..... 69.00 59.00 45.00 43.00 
No. 1 com. wht.. 63.00 52.00 39.00 39.00 
No. 1 com. red... 63.00 52.00 39.00 40.00 
No. 2 com... $4.00 38.00 34.00 32.00 
%x2” %x1%” fs x2” 

Clr. qtd. wht ..$75.00 $73.00 

Clr. qtd. red.. . 73.00 71.00 

Sel. qtd. wht..... . 61.00 59.00 
Sel. qtd. red.... . 61.00 59.00 area 
ee. 64.00 61.00 $65.00 
a a eee 63.00 60.00 62.00 
ee. Me. WHE. «ccc scces 57.00 53.00 60.00 
0 ee ES ae ae 58.00 53.00 60.00 
NO. 1 COt™m WRt......-%. 55.00 51.00 52.00 
me. 3 COM. FOG... 2 cc cece 55.00 51.00 52.00 
i aoa oa iy ws 37.00 33.00 = area 


New York delivered prices may be obtained 
by adding to the following differentials fig- 
ured on Johnson City origin: For #-inch 
stock, $8; for %-inch, $4; for %- and *%- 
inch, $4.50. 

Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For #- 
inch stock, $6; for %-inch, $3; for %- and 
*-inch, $8.50. 


WESTERN PINES 


Following f. o. b. mill prices on actual sales 
were reported te the Western Pine Associa- 
tion by members during the period from 
Jan. 6 to 11, inclusive. Averages include 
both direct and wholesale sales, and are 
} ae on specified items only. Quotations 
ollow: 


Ponderosa Pine 
ae. S2 or 4S— 1x8 5/4RW 6/4RW 


EA cara wens «ares $61.27 $66.22 $65.80 
ee 45.50 51.96 49.93 
SHop, S2S— No. 1 No. 2 
NE asd Biel apie ve val'eracar sade wa $34.61 $27.64 
| FE ne ee eee 34.66 28.08 
Commons, S2 or 4S— No. 2 No. 8 
5a liv bia aidacheereete $33.53 $28.08 
I ik bel do al o'e:-t 3 occ erate 34.14 27.94 
Py i. re: Bi dv add detieaweanc oaere $20.45 
Idaho White Pine 

Spiects, S2 or 4S— 1x 5-6/4RW 
ES ot he $63.00 $75.18 
Cemrser G0) Fils... cc cccccs 46.90 63.80 


Commons, S82 or 4S— 
Colonial Sterling Standard 
No.1 No. 2 No. 8 





oO. oO. oO. 
is. : Natded elcid panne $44.18 $39.24 $32.52 
Sa ae ar 71.21 44.36 32.11 
Utility (No. 4) y S2 or 4S RWRL... .$22.39 
SELECTS, S2 or is Tinw 5/4RW 6/4RW 
B&Btr., > re: $71 $71.71 $70.83 
a ene 68.38 69.79 67.80 
S ee ee a 54.78 53.57 54.20 
SHop, S2S— No. No. 2 No. 3 
|. eee $40.74 eo 85 $25.63 
|, IES eee 40.02 1.48 24.47 
Sk epee ee ret 50.57 36. 89 25.41 

' Larch-Douglas Fir 

BeemeOmerOm, NGO. FT, BEE scccccccccccsices 25.11 
mrenemesonm, WO. 1, BEERS ..nccccccscces 24.52 
Flooring vert. gr. C&Btr., 4 RL........ 35.75 





NORTHERN HARDWOOD 


Following are prevailing quotations f. 0. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 
Brown Ash— FAS Sel. Com. Com. Com. 
ee aes $60.00 $45.00 $33.00 $23.00 
ME calnd ewiere 75.00 65.00 50.00 38.00 24.00 
MONE. «a5 migtenacee 80.00 70.00 55.00 40.00 24.00 
3 eee 85.00 75.00 58.00 43.00 25.00 
No.1 No.2 No.3 
Basswood— FAS Sel. Com. Com. Com 
CS OFT $78.00 $68.00 $46.00 $32.00 $24.00 
| ee 83.00 73.00 51.00 36.00 24.00 
| as 86.00 76.00 54.00 37.00 26.00 
eee 93.00 83.00 64.00 38.00 26.00 
|, RR Ae A Bays 88.00 71.00 47.00 ans 
7: ee 93.00 76.00 52.00 oe 
| BRT = 00 59.00 38.00 28.00 ere 
No.1 No.2 No.3 
Hard Maple— FAS Sel. Com. Com. Com 
Ree $79.00 $64.00 $49.00 $36.00 $20.00 
DOM caceusas 84.00 69.00 54.00 39.00 21.00 
| Boe eee 87.00 72.00 59.00 40.00 22.00 
ee pee 94.00 79.00 64.00 40.00 22.00 
, eee 4.00 0 64.00 41.00 22.00 
en 104.00 89.00 72.00 46.00 ESS 
Cl aa 104.00 89.00 74.00 46.00 bt 
s.r 124.00 109.00 86.00 49.00... 
7) ae 124.00 109.00 86.00 — pats 
SPE t08s hese 164.00 149.00 eee oe = 
No. No. P No. 3 
Soft Elm— FAS Com. % Sel. Com. Com 
. re $54.00 $44.00 $33.00 $24.00 
ea 57.00 47.00 34.00 24.00 
ee 57.00 47.00 35.00 25.00 
ane 60.00 50.00 36.00 25.00 
ee 63.00 53.00 38.00 ee 
BE <awiaedess 68.00 58.00 43.00 — 
No.1 No. 2 No. 3 
Rock Elm— FAS Com Com Com 
Se $50.00 $32.0 $21.00 $20.00 
|, Aa 57.00 39.00 23.00 22.00 
a 67.00 47.00 25.00 22.00 
Sse 70.00 55.00 30.00 25.00 
|, ae 80.00 65.00 42.00 28.00 
| ae 90.00 75.00 47.00 30.00 
No.1 No.2 No.3 
Birch— FAS Sel. Com. Com. Com 
| eee $96.00 $78.00 $54.00 $34.00 $22.00 
aS: 101.00 83.00 62.00 42.00 22.00 
ees 103.00 85.00 68.00 48.00 23.00 
era 105.00 93.00 78.00 53.00 23.00 
| ee 107.00 97.00 80.00 54.00 are 
.. |: ee 109.00 99.00 85.00 59.00 Eves 
_ |, Ee 160.00 150.00 125.00 ceca whats 
. ere 78. 64.00 47.00 30.00 eis 
es 82.00 68.00 52.00 33.00 ... 
No. 1 No. 2 No. 3 
Soft Maple— FAS Com. & Sel. Com. Com 
5, ee $65.00 $45.00 $30.50 $21.50 
ee es 70.00 50.00 34.50 21.50 
|, SPs 78.00 55.00 39.50 22.50 
Ecce sera 85.00 60.00 40.50 22.50 





DOUGLAS FIR 


Seattle, Wash., Jan. 18.—Current quotations 
f.o.b. mill on Douglas fir items in mixed cars 
for rail shipments direct to the trade appear 
below: 

Vertical Grain Flooring 


Bé&bdtr. Cc D 
See: -chdtshasoeemne $46. 00 $40.00 $33.00 
Flat Grain Flooring 
MOE, ooocaanwsabel estas race 7 00 $34.00 $31.00 
1x6 Dy aacaCe wee 2.00 40.00 32.00 
Drop Siding 
1x6 Pat. No. 106....$42.00 $41.00 $32.00 
1x6 Pat. No. 116.... 42.00 41.00 $2.00 
Celling 
ae acterarasuereree 35.00 $32.00 $23.00 
it deni ah coves ak@haclec diay aay 36.00 34.00 26.00 
Boards and Shiplap —_ 
1x6 1x8 1x10 x 
No. 1 . $29.00 $29.00 $27.00 $30.00 
No. 2 .. 25.00 25.00 24.00 24.00 
No. 3 . 19.00 19.00 19.00 19.00 
= 1 — 
De Sadieeen 26 So 26 59 $27. 50 $27, 50 $27. 0 
= ene 6.50 % 27.00 27.00 27.00 
Rae 36°50 36. 50 26.50 26.50 26.5 
eee 27.50 27.50 28.00 28.00 28.00 
a ee 28.50 28.50 29.50 29.50 29.50 


No. 1 Rough and/or Surfaced Timbers 
4x4 to 4x12-inch planks ad feet and 
Rey s4s . ae 
12x12 20 ft. and shorter......... eeranqnas 
13212 eS eee 24.60 
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Current Market Review 


Softwood sales held at 4 percent above 
the 1939 in the two weeks ended Jan. 11; 
shipments were 11 percent larger than the 
sales, and 21 percent above current pro- 
duction—the reduction in mill stocks 
heing nearly twice as large as that in 
unfilled orders. Reports indicate that 
Defense business is the dominant market 
lactor, and announcements of additional 
large projects give assurance of a further 
heavy volume of Government orders. Pur- 
chases are being better co-ordinated with 
supply, however, with the result that 
there has been no further advance in 
even the items still wanted in large quan- 
tity for Defense construction. Some 
items of commons are in fact easier, and 
distributors in ordinary trade channels 
have less difficulty in placing orders; but 
these items are far from plentiful and 
the market as a whole can not be called 
otherwise than strong. Many retailers 
who had bought for future delivery before 
prices reached their present level, still 
have fair stocks because of checks to con- 
sumption resulting from building cost 
advances and withdrawal of labor to 
Defense projects. They are not inclined 
to buy except for replacement, more 
especially as they have heard reports that 
prices are under attack by the Govern- 





WEST COAST LOGS 


Seattle, Wash., Jan. 18.—Average prices 
of logs are as follows: 

Fir No. 1, $22-26; No. 2, $17-19; No. 3, 
$13-14; Peelers, No. 1, $37; No. 2, $28-29. 

Cedar Shingle logs, $15-17; 
$30-32. 

Hemlock: No. 2&3, $13.00. 


lumber logs, 





SOUTHERN HARDWOODS 


Following are ranges of f.o.b. mill prices 
on rough, air dried southern hardwoods, from 
reports of sales made during the week 
ended Jan. 20: 





Quartered Red Gum Plain Red Oak 
FAS— No. 1 & Sel.— 

}. ere 34.50 
ees ae... 45.00 
OE ences 89.00 @ 44.00 ore... = 
6/4 51.0 Mixed Oak 
Beate 53. 4 Sawn Wormy— =~ 

Plain Red Gum oor Pe ita 
No. 1 & Sel.— lg 39.00 
i ee 34.00 | 16/4 ..... 39.00 
Quartered Sap Gum Ash 
AS— es FAS— 
See 54.50 | 4/4 ...... 54.50 
No.1&@Sel— ..._ sd Gye... 55.00 
4/4 ......35.75@36.50 | No. 1 & Sel.— 
O/4 ... ccc Bteeeeae.oe tT Bsa ...... 35.00 
6 eae 39. tet 3 00 No. 2 Com.— 
5 ane 4 ae 25.00 
No. 3 Com.— 
Plain Sap Gum 6-, 8-, 10- 
No. 1 & Sel.— & 12/4. 13.00 
4 ......382.00@33.00 Cypress 
No. 2 Com.— FAS— 
i ee 22.00 gp re 66.00 
PERS acces 30.00 | Selects— 
_ 
Plain Tupelo oe rae rane 60.00 
No. 1 & Sel.— oS). a 65.00 
ME: Sale eos 35.00 Shop— 
i ae ee.0e 8 B74 ......8 50.00@51.00 
No. 2 Com.— De cosas 55.00 
+, eee 30.00 | No. 1 Com.— 
_ rere 30.50 
— White Oak Mixea Hardwoods 

AS— Dunnage— 

een BOLTS T G7 o.oo 6 9.50@13.50 


ment. But more of them are beginning 
to see that they can convince their cus- 
tomers that a home is still a good buy, 
and are feeling out the market with a 
view to placing business for spring ship- 
ment. Industrial demand, from railroads 
for car and track material, and from 
manufacturing plants for low-grade con- 
tainer stock, is reaching more important 
volume. The Atlantic coast, because of 
heavy depletion of stocks and continued 
shortage of vessel space, will probably 
turn to rail buying for more of its needs. 
California consumption is active and there 
is some rail shipping from southern Ore- 
gon mills, but because of a wide difference 
in cost, the bulk of the movement will be 
by boat, despite the fact that supply of 
space is below needs. Defense construc- 
tion is largely absorbing the energies of 
the South; and middle West trade is 
seasonally light, with much Defense con- 
struction projected. In the South, con- 
tinued heavy rains have handicapped 
production; and in the West, high-alti- 
tude mills are having difficulties with 
deep snows 

Hardwoods having been’ restored to 
the Army Quartermaster’s buying list, 
the industry is expecting orders that will 
absorb all its lower grades. Business has 
been a little dull, below the level of ship- 
ments and of production. Southern oper- 
ations, however, are being severely cur- 
tailed by rains. Mill stocks are low, and 
it will be some time before currently cut 
lumber can be got into shipping-dry con- 
dition. Quantity buyers have to “shop,” 
and find prices stable. Flooring oak is 
in low supply and strong; and, despite a 
seasonal slackening in call for finished 
flooring, it too stays firm. Furniture 
manufacturers have increased their pur- 
chases since the year-end and are ex- 
pected in the market for larger quantities 
after their shows. Stocks of these and 
other industrial users are reported to 
have undergone considerable recent re- 
duction. 





WISCONSIN HEMLOCK 


Following are prices f. b. delivery points 
in Wisconsin, Upper biichtoan and Chicago 
territory: 


No. 1 Hemlock Boards, Rough, S18 or a 
Standard and Extra Standard: .. . 


8 10, 12&14 “16 
Ni anal gratis aoa ecets $37.00 $38.00 $40.00 
REST ee eae ae 39.50 40.50 42.00 
eee ee 39.50 40.50 42.00 
DIE bia enneee als Bie 41.00 42.00 43.50 
BEE staid aveca tens 42.00 43.00 44.50 


For drop siding, ceiling, fancy shiplap 
grooved roofing or partition, add $3. 


No. 1 Hemlock Dimension, Rough, SIS1E or 
S48 Standard and Extra Standard: 


8° 10,12&14’ 16’ 18 & 20’ 
OW Saini cae $41.50 $40.50 $41.50 $42.50 
errr 39.50 39.50 39.50 42.50 
a Serr 40.50 40.50 40.50 42.50 
| eer 42.50 43.50 43.50 44.50 
er 43.50 44.50 44.50 44.50 


75 
WESTERN RED CEDAR 


Seattle, Wash., Jan. 18.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills, remain as quoted in 
issue of Dec. 14.—EDITOR. 





RED CEDAR SHINGLES 


Seattle, Wash., Jan. 18.—Average prices on 
red cedar shingles, t.o.b. mills, are: 


Royals: 
SE ET are a saeldie a prarsraiwinis 4 delaras eee $4.05-$4.10 
- | re re 2.30- 2.40 
NE i iticnce p kok e:4i014.4 760.0 b-& Fa Ree bee SOS 1.60 
Perfections 
Reem PN 65h ios bh (64 wie prec ace emusce wie ere $3.05-$3.10 
et NE 55a o Wwe waew ee ane euee 2.00- 2.10 
BO EE, so acs 04x. sw xjece stews sdasibied $1.50-1.55 
XXXXX : 
Co . ee ere $2.85-$3.00 
RN Ne aia 5 4ik a Giclee wine eerew abel eler 1.85- 1.90 
BE IE eine be cated aerree min cen 1.40 





MAPLE FLOORING 


Northern maple flooring mills report the 
following average prices realized f.o.b. floor- 
ing mill basis, during the week ending 


Jan. 18: 
First Second Third 
$67.48 $52.17 


SOME iis 3420 aan $74.37 





Maple Offers 
True Home-Harmony 











In Highland Park, Ill., Hard Maple adds 
beauty to a bedroom. 
Modern homes feature simple de- 
sign . . . modern furniture offers 
simple surfaces, lightly-grained . 
and Maple provides the ideal base 
for beauty.- Its delicate graining 
harmonizes with modern furniture. 
Its cheerful color and smoothness 
fit “the modern idea.” In choice of 
strips, blocks, or mixed patterns, 
natural or color-finished, it blends 
with any decorative scheme. Easy 
to finish, and to clean, lays “trouble- 
free,” seems to wear forever. 
That's why, today, it's again Maple 
for modern homes . . . especially 
MFMA Maple (all Northern Hard 
Maple, trademarked, and associa- 
tion-guaranteed). 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 
1795 McCormick Building, Chicago, Illinois 








Floor 2th 


MFMA Maple 


(NORTHERN HARD 





THE LONGEST-WEARING COMFORTABLE FLOOR 
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OBITUARY RECORD 








HARRY L. DIERKS, 58, president of 
Dierks & Sons Lumber Co., wholesale and 
retail lumber firm and vice president of 
Dierks Lumber & Coal Co., lumber manu- 
facturers, both located at Kansas City, 
Mo., died in that city January 14 after a 
year of illness. He was a son of Hans 
Dierks, and nephew of Herman Dierks, the 
founders of the latter organization whose 
interests extend over Missouri, Arkansas 
and Oklahoma. 





WALTER E. CHAMBERLIN, 62, owner 
of John M. Woods & Co., an East Cam- 
bridge, Mass. tirm engaged in the whole- 
sale and retail hardwood business, died 
January 17 at his home in Winchester, 
Mass. Mr. Chamberlin first joined the 
Woods concern in 1900, and upon the 
death of a co-owner, Merchant E. Phil- 
brick in 1935, he became the sole pro- 
prietor of the business. Through his 
service as chairman of the grading rules 
committee of the National Hardwood 
Lumber Association, Mr. Chamberlin con- 
tributed much to the development of the 
grading rules which are now standard in 
all markets. He was a former president 
of the Lumber Trade Club of Boston and 
was active in a number of fraternal, so- 
cial and athletic organizations. Surviv- 
ing are his widow, and two daughters. 


COOK, 79, for many 
an editor on the staff of the “St. 
Lumberman”™ died December 29 in a St. 
Louis, Mo. hospital shortly after being 
struck by an automobile when crossing an 
intersection in that city. He had retired 
several years ago when the St. Louis lum- 
ber paper was discontinued. Mr. Cook had 
many warm friends in the lumber’ indus- 
try. He possessed a pleasant and witty 
personality and in past years was a pop- 
ular after dinner speaker at lumber meet- 
ings all over the country. Mr. Cook was 
widely known as a student of Shakespeare 
and Dante and was especially gifted in an 
ability to recite from memory much of the 
works of these authors. He is survived 
by a son, a daughter and two brothers. 


ALBERT L. 


PATRICK F. years 


Louis 





LINDSLEY, 62, 
rector of the National Association of 
Commission Lumber Salesmen and a 
Southern correspondent: for the AMERICAN 
LUMBERMAN died January 8 in Birmineg- 
ham, Ala. where he had his offices. Mr. 
Lindsley’s experience included all phases 
of lumber manufacture, having worked 
from a lowly position to foremanship in a 
mill. He was also employed in the offices 
of the Connor Lumber Co., Semenery, Miss. 
Mr. Lindsley was an executive of the Boy 
Scouts of America and was prominent in 
church, civic and club work. His widow, 
four daughters and two sons survive. 


ALBERT J. WOODRUFF, 62, manager 
of the Atlanta, Ga. branch of the farm 
machinery division of the Frick Co., Inc., 
Waynesboro, Penn. died December 30 from 
a heart attack. In 1910 in conjunction 
with his two brothers Mr. Woodruff or- 
ganized the Woodruff Machinery Co., 
which handled sawmills and accessories. 
He had been with the Frick Co. since 
1933. Surviving are his widow and two 


sons. 


CHARLES A. THOMPSON, 81, for 39 
years a printer for the AMERICAN LUMBER- 
MAN, died at his home in Seymour, 
Ind. Mr. Thompson began his career as 
a printer for a Seymour daily paper in 
1880. He moved to Chicago and became 
affiliated with the AMERICAN LUMBERMAN 
in 1892 and stayed with the publication 
until his retirement in 193 Surviving 
are his widow, a daughter and a grand- 
daughter. 


A. B. WELSH 


publicity di- 








, 70, pioneer south Mis- 
sissippi lumberman died December 27 at 
Hattiesburg, Miss. Mr. Welsh was for- 
merly an official of the J. J. Newman 
Lumber Co., which had mills at Hatties- 
burg and Sumrall, Miss. He assisted in 
closing out the Newman operations when 
the company’s timber supply became ex- 
hausted. Mr. Welsh is survived by his 
widow, four daughters and four sons. 


JOHN EYSTER FRANE, 67, 
since 1914 of the Orange Cove Lumber 
Co., Orange Cove, Cal. died December 18 
at his home there. Mr. Frane was promi- 
nent in civie affairs and the life of his 
community. He was a 


proprietor 


director of a 


bank for many years and 
local high school. 
widow, four. sons, 
three grandchildren. 


a trustee of a 
Surviving are his 
one daughter and 


KNIGHTON, 56, superinten- 

Bradley-Woodard Lumber Co. 
sawmill at Bradwood, Ore., died January 
7 after a brief illness. Mr. Knighton had 
previously been in the employ of the 
Lawrence Warehouse of the Korbell 
Lumber Co., Korbell, Cal. For five years 
he was superintendent of a mill at Eu- 
reka, Cal. He is survived by his widow, 
a daughter and his mother. 


MARZENE 
dent of the 





FRANK P. MeNUTT, 71, a proprietor in 
the retail lumber firm of Smith & Duck- 
worth, Crawfordsville, Ind. died January 9 
of a heart disease. He entered the lum- 
ber business in Crawfordsville in 1907. He 
Was a past president of the local Rotary 
club and a leader in a fraternal organiza- 
tion. Surviving are two daughters and 
three grandchildren. 





CHARLES 
lumber 


SHRIVER, 69, wholesale 
brceker at Massillon, Ohio died De- 


cember 29 from injuries sustained in an 
auto accident December 24. Mr. Shriver 
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Was in the lumber business for 
years and dealt particularly in 
yellow pine. His widow, 
two grandchildren are 
vivors. 

MRS. CAROLINE A. (BLAISDELL) 
WOOD, 93, widow of the late James A. 


Wood, for many years a leading whole- 
saler at Boston, Mass., died yaee se A 16 


over 40 
Southern 
three sons and 
among the sur- 


at the home of her son in Cambridge, 
Mass. She and Mr. Wood, who died in 
1927, were married 75 years ago. 


WALTER LINTON PARSLEY, 85, re- 
tired president of the Hilton Lumber Ce. 
pine manufacturers at Wilmington, N. Cc 
died January 2 at his home on Mason- 
boro sound. Mr. Parsley’s father, the late 
Oscar Grant Parsley, was also prominent 
in the lumber industry. 


THOMAS HENRY MACE, 73, retired 
sawmill operator near Poland, Ind. died 
December 39. He retired three years ago 
after 30 years of business there. He is 
survived by two daughters and two sons. 


WILLIAM PEART, 63, 
Johnston Lumber Co. 
died suddenly from a heart attack Jan- 
uary 1. One son, a grandchild, a brother 
and three sisters survive. 


manager of the 
yard at Osco, Il. 


MRS. ALMIRA WEATHERWAX, 67, 
widow of the late Jay Weatherwax, widely 
known Grays Harbor lumberman, died at 
her home in Aberdeen, Wash., January 14. 
Among the survivors are two daughters. 


Chicago Movement--1940 


The following report on the Chicago 
movement during 1940, compiled by the Chi- 
cago Board of Trade, shows that lumber 
receipts were 22 percent greater than in 
1939, and that shipments were 21 percent 
less, with the result that local consumption 
or additions to stocks increased 41 percent 


ae 1939 








over 1939. The 1940 shingle receipts were 19 
percent less than the 1939, and shipments 44 
percent larger; in 1939 there a surplus of 
receipts over shipments that represented lo- 
cal consumption or additions to stocks, 
whereas in 1940 the shipments considerably 
exceeded the receipts. 


375 19 








a 1936-5 
w bad “ww “ 
= t = = B . = £ = = £ 
a & a : - : - E a 2 
oS S So Fa 2 
2 =¢ $ -¢ 8 ¢ $ &¢ $ 
Pz HB 7.) a un 4 un ~ $ 
LUMBER RECEIPTS AND SHIPMENTS— {in Thousand Feet) 
C& NW Ry..... 537,621 41,278 419,984 58,092 242,570 41,278 277,407 36,207 233,803 32.509 
C RR...... cases 501.137 26,617 408,944 §=—-22,183 368,202 Dslr B44787 —ILSS 962447 33603 
CRI & Pae..... 27,348 } 70,236 «= 1.366 = 69.473 2.176 © 96,680 © 45.311 73,678 +~—-32,966 
Cc iB & Q RR. 339,680 266,261 9,308 230,001 8,243 319,887 12,395 271,029 10,656 
C & Alton. 80,123 57,709 3.660 50,550 1.938 75,730 8,840 66,830 —_ 8.860 
23 yp Meee 182,401 162,607 14.809 145.963 9.126 215,183 14.791 196.215 10,302 
CM & PF & Pae,...-.-. 320,907 74 248,510 5,812 180,953 6,974 266,433 10,267 193,574 —_7,980 
Wabash (W of Chij).....- 51,533 24.028 38,666 28.721 39,406 24.025 43.818 43.332 34.178 37.305 
2 x fF  teleengeinss 52,067 41,545 6,161 35,054 5.496 47,710 8,022 40,475 ~—s 7,582 
AT & 8 F RR..... 102,190 81,153 3,029 68,75! 3,351 78,292 3,200 71,603 1,995 
M St P & S Ste M. 38,040 37.745 16.639 26,666 12.436 46,694 12.995 34,763 9.916 
East’n, Southeast’n* 62,811 46,372 406,071 36,678 319,650 66,191 451,316 55,202 392,986 
errr . jaa * ere ae eee eno 
Gale. -osccecnecavs 2,298,234 464,611 1,881,484 585,855 1,497,853 464,611 2,080,293 688,489 1,838,976 586,688 


SHINGLE RECEIPTS & SHIPMENTS— (in Thousands) 





ee cs 30,108 9,553 32,457 883 26,584 9,553 34,699 3,901 20,698 4,763 
I ss tes ... 6,120 41,927 12,322, 15,078 =: 12,287 41,927 999 38,746 16,31 34,379 
ue we Os 70,590 4,342 72,664 ...... 83,365 4.342 163,832 1.319 118,994 682 
CB SS Wee... .0<5 709 1,416 ‘11,738 684 18,581 1,416 8,762 5,172 4,879 1,910 
C & Alton...... 14,900 6.593 21,810 2,900 53,293 6.593 69,877 5,812 8,800 9,357 
ec £ 2 i me....... 122 98,797... 24/816 188 28.727 9,127 27.561 ...... 27,632 
CM St P & Pac.. , 60,413 21,663 69,098 19,539 78,055 21,663 97,559 3,275 49,611 2,120 
Wabash (W of Chi)... 608 14,831 631 7.368 939 14.831 2,557 9.594 3,8 19.968 
Cc G W RR......... 9,209 2.368 ~ 10,594 1,102 9,228 2°368 12,294 1.079 11.054 1,097 
. . a hee 180 4,129 200 1,350 1,000 1,129 303 100 200 396 
M St P & & Ste M.... 100 1,647 Pee 566 1,647 eee 181 
Eastern, Southeastern* 2,034 149,742 6,812 120,942 34,671 149,742 31,696 .174,413 23,988 117,263 
RN cciccc cam 195,093 286,938 239,564 197,663 318,757 286,938 448,985 270,972 298,434 219,748 
"INCLUDE Pere Marquette Michigan Central PCC &s L NYC & St L 
Wabash (East of Chi) ¢ & O N Y Central R& O C & Erie 
ccc & S&L € i & & PFtWé&c GTWw 
(With Net Addition to Stock or Local Consumption) 
Into Stock ' Into Stock 
(In Thousand Feet) and Local (In Thousand Feet) and Local 
Receipts Shipments Consumption Receipts Shipments Consumption 
1940 ...2,298,234 464,611 1,833,623 1933 907,065 297,407 609,658 
1939 ...1,881,484 585,855 1,295,629 1932 ... 715,527 264,697 450,830 
1938 ...1,497,853 464,611 1,033,242 1931 . 1,275,364 495,623 779,741 
1937 ...2,080,293 688,489 1,391,804 1930 ...1,812,745 761,732 1,051,018 
1936 -1,838,976 586,688 1,252,288 1929 ...3,359,737 1,245,986 2,113,751 
1935 1,248,669 399,168 849,501 1928 ...3,838,291 1,331,210 2,507,081 
1934 917,340 298,278 619,062 1927 . 3,923,002 1,521,878 2,401,124 




















